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Top Cars 


New-car 


onths: 


1—1,273,762 
2—1,225,085 
$— 340,331 
4 330,117 
G— 320,615 
G— 302,377 
7— 212,103 
&— 130,016 
o— 127,302 
120,814 
110,294 
53,312 
37,644 
36,808 
22,614 
14,842 
510,992 


registrations for 10 


1958 
Pos. 
1,039,845— 1 
810,297— 2 
184,149— 6 
331,761— 3 
249,540— 4 
142,568— 7 
209,591— 5 
115,312— 8 
113,404— 9 
102,198—10 
32,956—13 
50,480—11 
40,916—12 
30,737—14 
22,117—15 
12,269—16 
309,852 


Make 
Chev. 
Ford 
Pontiac 
Plym. 
Olds. 
Rambler 
Buick 
Mercury 
Dodge 
Cadillac 
Stude. 
Chrysler 
DeSoto 
Edsel 
Lincoln 
Imperial 
Misc. 


Total All Makes 


5,169,028 


3,797,992 


Further details on Page 14. 
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60 Car Buildup May Kindle Sales Fires ... 


Stocks Rising from 401,000 Low 


By Maynard M. Gordon 
News Editor 


‘ holiday selling season ar- 
rived Dec. 1 with an estimated 
401,427 domestic new cars in fran- 
chised-dealer stockpiles — a total 
which was expected to increase 
sharply during the month as Gen- 
eral Motors resumed production. 


Because of materials shortages) 


induced by the steel strike, the 
inventory decreased as expected 
last month. The Nov. 1 inventory 
was 523,909 new models, or 23 per- 
cent above the Dec. 1 count. 

But sales slowups resulting 
from the inventory depletion kept 
new-car stocks from sinking be- 
low the 400,000 mark Dec. 1, 
although the total probably fell 





var Output Up 55 Percent; 
tambler, Falcon Zoom 


_ By Martin L. Whitmyer 


b 


4 


Staff Writer 


uto industry began shaking 
fe from steel shortages last 
s car output rose to a six- 
Nigh of an estimated 86,018 


was a 55.6 percent in- 
over the previous week’s 
car assemblies and was 
ble to record-breaking op- 

at American Motors, 


lime operations at Falcon, 


t lope for Passage 
_ Security 
ked to Bonus 


DA hopes to see a territory- 


Lincoln and Thunderbird and a 
return to production by all Gen- 
eral Motors lines and two Chrys- 
ler Corp. lines. A year ago this 
week the industry turned out 
137,882 cars. 

In GM’s first week back in pro- 
duction after a four-week layoff 
due to steel shortages, Cadillac, 
Corvair at Willow Run and Chev- 
rolet “big car’ plants at Flint, 
Norwood, O., and Janesville, Wis., 
were on 4%-day schedules, and 
Buick, Oldsmobile and Pontiac 
home plants and the six B-O-P 
“field” units were on 2%-day sched- 
ules, 

Only makers working six days 
last week were Rambler in Ken- 
osha, Wis.; Ford “big car” at Dal- 


beneath this level last week 
| while GM was beginning Opera- 
tion Pipeline Refill. 

AUTOMOTIVE News tabulations 
showed that approximately 20 per- 
cent of the Dec. 1 stockpile con- 
sisted of ’59 models, leaving fewer 
than 325,000 unsold ’60 cars, Many 
dealers deliberately stretched out 
| 59 selling in anticipation of the ’60 
shortage. 

a ok 


bere December sales likely to 
surpass November’s 375,000 by 
100,000 new cars or more, the in- 
ventory of 401,427 units represented 
only a 24-day supply at the antici- 
pated turnover rate. 

By contrast, the Nov. 1 total 
amounted to a 32-day supply at the 
October introductory movement of 
approximately 520,000 new units. 

Imported-car inventories turn- 
ed upward last month as the 
domestic supply dwindled. An es- 
timated 48,000 imports were in 
dealer hands Dec. 1, compared to 
40,000 a month previously.’ 

The December stock of domestic 
cars was the lowest of the year and 
brought the inventory to more than 
half-a-million units below the all- 
time industry high of 976,390 new 
models, recorded last Aug. 1. 

* + Bd 


A YEAR ago, new-car stocks had 
begun their spiral towards the| 


Auto Lines 





las, Falcon at Lorain, O., and|} 
Kansas City, and Lincoln-Thunder-| | 


bird at Wixom, Mich. 


New-Car Stocks 


In Field and in Transit, 
Domestic Makes 


523,909 460.331 


i i 
Month 


401,427 


Current 
Month 

Current Records 
High (976,390) - - - Aug. 1, 1959 
Low (157,607) - - - Nov. 1, 1954 
@ 1959, by Automotive News 


Previous 
Month 


peak level reached during the sum- 
mer. A total of 460,331 new models 
were inventoried by dealers on Dec. 
1, 1958, eclipsing this year’s Decem- 
ber total by nearly 13 percent. 
Dealers reported that new-car 
inventories would have declined 
further _in late November had 
“shortage buying” not given way to 


Roll Again 


$9 Per Year, 35c Per Copy 


a postponement psychology among 
’60 prospects. 

Newspaper accounts of new- 
model shortages, coupled with 
compact-car availability on a 
full-list-price basis only, stalled 
the momentum which the intro- 
duction season engendered 
throughout October. 

Whether the momentum can be 
revived with an inventory replen- 
ishment remains to be seen. Com- 
pact cars, some dealers believe, 
may not pose as much of a sales 
problem in this respect as their 
“bread and butter” big brothers. 

W. C. Newberg, Chrysler Corp. 
executive vice-president, confident- 
ly forecast in an address last week 
that new-car buying would stage 
a brisk recovery when inventories 
are full-up again. 

* ok * 

ORE dealers than not are in- 

clined to agree with Newberg, 
particularly in view of the popular 
economy-car appeal of the ’60 mod- 
els. The new compacts have yet 
to be fully tested on the market in 
terms of the discounting that may 
set in when they are readily avail- 
able. 

Another impetus for the market 
should emerge from ‘the big auto 
shows coming with the New Year, 
starting in mid-January at Chi- 
cago. 

Finally, many pessimists have 
overlooked the fact that the 
used-car market is lacking in 
clean ’55 and ’56 cars, which 
could broaden hot-prospect lists 
for both compacts and low-end 
series of the bigger new cars. 

On the negative side, of course, 
are the chances for renewal of the 
steel strike late next month and 

(Continued on Page 4, Col. 5) 


Mediums Bolster 


‘security bill move to the Sen- os © 


Share of Market 
Despite Compacts 


By Robert M. Lienert 
Associate Editor 
ESPITE all the furor which ac- 
companied introduction of new 
compact cars, the new-car sales 
story in October was dominated by 
medium-priced cars, just released 
registration figures show. 

Pontiac, Oldsmobile, Dodge and 
a high-priced companion, Imperial, 
had their’ best months of the year 
in October in terms of sales pene- 


floor early next year, and the 
pr association is prepared to 
a bonus bill rather than the 

ity measure ft prefers. 
| The decision was born of nec- 
. There is a growing feeling 
the bonus proposal (S-2151) 
ed by Senator A. S. Mike 
ey, Oklahoma Democrat, 
} the only security bill that has 
98 chance of emerging from the 
| » Interstate and Foreign 
‘Mommerce Committee, of which 

| omney is a member. 

NADA favors its own Schoeppel 
(S-2042), which calls for cross- 
ng dealers to make a penalty 


IGHLIGHTS of the week’s as- 

sembly operations came at 
AMC, where Rambler assemblies 
set an alltime weekly mark and 
year-to-date output moved into 
third or fourth place, depending on 
how you record Valiants. 

The estimated 10,200 Ramblers 
built last week topped the former 
high of 10,181 units turned out 
during the week ended July 18. 
Those two weeks are the only 
two on record in which Ram- 
bler’s weekly output has topped 
10,000. 9 
The record-breaking feat brought 


Pontiac Resumes Production— 


Pontiac assembly lines are back in full swing following a six-week shutdown 
that idled thousands of employes when steel inventories were exhausted. Full scale 


production of 1960 Pontiacs was resumed last Wednesday (Dec. 9). 
2 eee 


ment to the dealer whose terri- 

ry is invaded. It was introduced 
Senator Andrew F. Schoeppel, 

nsas Republican. 
+ + 


E Monroney bill would permit 
manufacturer to give a 
er an additional discount, re- 
mte or allowance on new-car sales 
the dealer to persons residing 


the 


8 his area of responsibility. 

_ In September, NADA’s Nation- 

Affairs Committee recommend- 
(Continued on Page 4, Col. 3) 


Rambler’s calendar-year output 
total to an estimated 379,555 units 
and moved it into third place ahead 
of Plymouth with a year-to-date 
total of 373,756 assemblies. 

If you add the 10,763 Valiants 
built through Dec, 12 to Plymouth’s 
total, however, Plymouth leads 
Rambler by less than 5,000 units— 
384,519 to 379,555 cars—and drops 
Rambler into fourth place. 

Valiant is not a Plymouth in 
name or in any other way, but 
Chrysler Corp. registers it as a 

(Continued on Page 45, Col, 3) 


Inside Automotive News... 


Sales Testing the Rambler Six, Page 6. 
Import car news, Page 30. 


One maker’s road to quality. Dealer Forum, 
Page 8. 


U. S. sees happy auto tidings in 1960, Page 3. 


Cadillac in Action— 


Cadillac resumed production last Mon- 
day (Dec. 7) for the first time since the 
steel strike closed the plant on Oct. 29. 
Harry M. Goodhue, left, production man- 
ager, and Arthur J. Renc, final assembly 
superintendent, watch first cars roll off 
the final assembly line. The normal pro- 
duction rate of 672 cars a day was 
achieved immediately, 


Chrysler's First Car—. 


First Chrysler Corp. car to be produced 
since steel shortages halted all car pro- 
duction on Dec. 2, was a Valiant com- 
pleted last Wednesday morning (Dec. 9) 
in the Hamtramck (Mich.) assembly plant. 


tration, 

October’s registry of 533,682 
new cars exceeded the same 1958 
month by more than 200,000 units 
and was the third highest Octo- 
ber ever—exceeded only by 1955 
and 1950. 

Biggest increase in penetration 
over September was scored by 
Buick, followed by Oldsmobile and 
Pontiac. 

x ok * 
THE other hand, Ford divi- 
sion, which sired one of the 
new compacts (Falcon), slumped to 
its worst showing of the year in 
October. 

Rambler, generally considered 
the best-selling com pact, had its 
worst month since February. Ram- 
bler also had the doubtful distinc- 
tion of suffering the biggest loss 
from its share of the previous 
month. 

Miscellaneous makes (mostly 
imports) declined 2.02 percentage 
points during the month, the first 
time since May that this classi- 

(Continued on Page 44, Col, 1) 
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November Sales 


Show Big Gains 


Best Month Since ’57, 
Dodge Reports 


DETROIT.—Retail sales conti 
ued to soar in November, accor 
ing to reports by manufactu 
last week. Their reports follow: 


s 

Dodge a. 

Sales of Dodge cars in Novembey Rom) 
were the highest for any monthjprest 
since October, 1957, according ttty i 
M. C. Patterson, general manager} ence 
He said November sales totalle} T! 
20,784, an increase of 82 percent] whi 
over the 11,443 sold in November, 
1958. 
“This increase was made in spite, 
of the fact that production of 19g} tant 
Dodge and Dodge Dart cars was} the 
curtailed by the steel strike,” Pat.j eren 
terson said. A | 
Rambler wees 


Retail sales of Rambler in No-| yerc: 
vember totalled 30,289, a gain of Lon 
38.3 percent over the 21,894 sold in| who 
the comparable month of 1958, but! the a 
down from October’s 32,486 Ram- as & 
bler deliveries, according to Roy| sajesr 
Abernethy, distribution and mar-| i994 ; 
keting vice-president of American 9% an 
Motors Corp. Mer 

In the 11 months of the year} gales 
sales totalled 338,299, almost double] Tp 
those of the January-November pe| tion 
riod of last year—172,085, Aber- value 


= 
Attendance and Sales Climb... 


Auto Shows Playing 
Smash-Hit Roles 


who said more than 14,000 at- 
tended the city’s 47th annual 
show. 

The Greater Phoenix Interna- 
tional Auto Show, sponsored by the 
Phoenix (Ariz.) New Car Dealers 
Assn., attracted nearly 40,000 per- 


sons, ‘about the same as a year ago. 
* 


aa. MARSH, general chairman 
of the Denver show, said that 
“as pleasing as was the excellent 
attendance, even more satisfying 
was the keen interest shown by 
visitors in the 1960 models.” 

He said this show topped all 
others in the number of cars sold 
on the Coliseum floor, Dealers in 
every make reported they had 
lined up a good number of pros- 
pects and almost all reported 
some floor sales, Marsh added. 

A blizzard on one of the show’s 
six nights “made driving almost 
impossible and kept the attendance 
down,” Marsh said. 

The attendance record for a Den- 
ver show is 100,000 and was achiev- 
ed during a six-day display at the 
Coliseum in 1952. Last year’s show 
drew about 40,000. 

Williams said dealers already are 
making plans for next year’s show, 
which also will be held just before 
































By John E. Walsh 
Staff Writer 
48th Denver auto show, 
which drew about 50,000 visi- 
tors, was one of the most success- 
ful ever sponsored by the Metro- 
politan Denver Automobile Dealers 
Assn., according to Harry Williams, 
president. 
A similar report was made by 
a spokesman for the Sioux Falls 
(S. D.) New Car Dealers Assn., 


Ford Credit Unit 
About Ready to Go 


In Indianapolis 


DEARBORN.—F ord Motor Co. 
last week indicated that the long- 
awaited debut of its finance sub- 
sidiary is not far off and that the 
first point of operation will be In- 
dianapolis. 

Ford called a press conference 
on the finance unit, Ford Motor 
Credit Co., for Indianapolis tomor- 
row (Dec. 15). No further comment 
was immediately available from 
Ford spokesmen. 

Speculation has had it that the 




























The Family Touch at Auto Show— 

The Metropolitan Chevrolet Dealers of Philadelphia abandoned the “old hat'’ meth- 
od of demonstrating new models at the Philadelphia Auto Show. Shapely models had 
to take a back seat as youngsters three to seven years of age pointed out the ad- 
vantages of the 1960 Chevrolet and Corvette. The claim was made that in past years, 
husbands spent more time looking at the pretty models than the new cars. This, deal- 
ers said, had slowed down sales. 


Iowa Dealers Are Offering 
U.C. Warranty Program 













DES MOINES.—A “Guaranteed| will be kept current for customers’ 








finance unit would begin opera- tma ¥ 
tions on a regional basis and then — s if facilities are avail Warranty” program for used cars| usage when travelling within the| ™¢thy said. of Si 
expand. A number of Midwestern 7 — os will be placed in effect Jan. 4 by| state, permitting them to take ad- Metropolitan Packs 
‘cities have been mentioned as the LOSING of the Denver show| Members of the Iowa Automobile| vantage of the warranty when! Rotaij sales of Metropolitan in- e's © 





creased 31 percent during Novem- fe 


ber, compared with the same month ki 
last year, according to J. W. Wat- ra rm 
son, sales manager. He said 1,15 : 
Metropolitans were sold during No Chure 
vember, against 885 for the same 
period a year ago. 


Studebaker 


LE 
Full and uninterrupted car pro- F sit 
duction at Studebaker-Packard will} ganizs 
continue into the new year, Presi-} so) ¢) 
dent Harold E. Churchill said. Hef pe ca 
estimated that 1959 calendar yeal§ pe kr, 
production of Larks and Hawks} sugh 
will reach 163,000 units, of whichBthat o; 
approximately 58,000 will be 190f pos, 
models. for th 
Sales Vice-President S. A, Skil-] mentic 
man advised Studebaker’s dealers} J, ¢ 
that the company’s share of the} giste; 
automobile market reached 3 Per! baker 
cent in November, largest since|{ y-F 
introduction of the Lark. He said} Ajreaq 
retail deliveries have topped the| jation 
24,000 mark since new-model in| were 
troduction, South 
Skillman revealed that, of alligay, 
cars traded in on 1960 Larks, 692} have b 
percent were “conquest sales” of] Reg 
tradeins of competitive makes. that 
Skillman said two models added} what 
to the 1960 line were big factors iD] e as 
rising sales. The four-door station| pKw 
wagon and convertible account for eycle 
25 percent of total sales, he said. | jer-Re 





Dealers Assn, away from home. 

Buyers of used cars displaying “This is a goodwill builder for 
the G-W emblem will be entitled | every participating member and 
to a 15 percent discount on all | helps keep the customer in the 
cash purchases of labor and | family,” the IADA said. 
parts for one year. _ 

The program is open only to ‘Buy-Now’ Drive 


IADA members, but members are 


not required to participate. To Be Repeated 


The dealer association views the 
G-W plan as a means of building e 9 
good will and increasing service In Spring of 60 
volume for franchised dealers. 

“The program will help the deal-| , }VASHINGTON.— The Bureau of 
er keep the used-car buyer ag a|“°V® Publish e oo can News- 
service customer for a year,” the| P@Per tu s ers Assn. has an- 
IADA noted, “and it will give the nounced that another nationwide 
iettee @ Ghanem to tl d the good automotive promotion will be held 
will that will help in the sale of|"°%t Spring. 
the next car.” The theme of the 1960 event will 

The association said its system| be “It’s National Car Dealer Week 
differs from commercially sponsor-|—Buy Now.” The theme has been 
ed warranty programs because the approved by all major manufactur- 
IADA setup “does not insure the| ers and by NADA, according to the 
buyer against the repair, but as-| dealer group. 
sures good work at a reasonable| The 1959 theme was “Live Better 
price.” by Far with a Brand New Car.” 

There will be a 50-cent fee to | NADA said that although the 
register the car under the war- | exact dates and the duration of the 
ranty program, and half of the | campaign will be flexible, it is ex- 
sum will go into an advertising | pected that most newspapers and 
and promotion fund to be used | dealers will repeat 1959's two-week 
as the participating dealers di- | drive and will conduct the promo- 
en an BM elected | tion sometime between mid-March 

and Easter (Apr. 17). 

Listings of participating dealers = — 


Falcon Is First 
In Area Reports 
Of Compact Sales 


DETROIT.—Falcon outsold all 
other compact cars in four of the 
first six November market reports 
received by Automotive News. The 
reports follow: 

Dattas—F' alcon, 138; Rambler, 





location of the first operation. 

Ford announced its intention to 
re-enter the finance business about 
a year ago. Since then, most of the 
finance unit’s activities have gone 
on behind the scenes. A name was 
chosen and major posts were filled. 
Full details on the subsidiary’s 
plans have not been announced 
and no branches have been opened 
as yet. 

Universal Credit Corp. was the 
former Ford finance unit, After 
operating in the 1920s and early 
1930s, the company was sold to CIT 
Financial Corp. and became a part 
of what is now Universal CIT Cre- 
dit Corp. 


3 Panels Slated 
For NIADA Parley 


WASHINGTON. — Panel discus- 
sions on financing, auctions and 
state association services will be 
featured at the 13th annual con- 
vention of the National Independ- 
ent Automobile Dealers Assn. in 
Miami Beach next month. Sessions 
will be held Jan. 17-19 at the Eden 
Roc Hotel. 

Cooperating in preparation of the 
panel discussions are the National 
Automobile Auction Assn, and the 
American Finance Conference, A 
convention ladies program will be 
highlighted by a boat cruise on 
Biscayne Bay and a fashion show. 


Business Barometer 


Automotive News Economic Index — 


100.3 Percent of Last Week 
‘ 102.2 Percent of Like Week Last Year 
Percent of 


Percent of Like Week 
Last Week Last Year 


and one in Tampa, Fla., winds 
up show activities until after the 
Christmas holidays. 

In Memphis, Charles Kittle, 
chairman of the city’s annual show 
in Ellis Auditorium Jan. 9-17, an- 
nounced that movie star Betty Gra- 
ble and her entire Las Vegas night- 
club show will appear twice daily 
on the last three days of the show. 

W. Heartsill Wilson, assistant 
general sales manager of the 
Plymouth-D eS oto-Valiant divi- 
sion, will be the principal speak- 
er at the annual breakfast rally 
for dealers and salesmen on Jan. 
8, the day before the opening of 
the Buffalo auto show in the 
Masten Armory. 

The Buffalo Automobile Dealers 
Assn. did not sponsor a show last 
year. Instead, member dealers held 
open houses at their showrooms 
during Auto Show week. 

In Washington, Joseph B. Paul, 
president of the Automotive Trade 
Assn., Nationa] Capital Area, an- 
nounced that John J. Pohanka 
(Oldsmobile), will be chairman of 
the Washington show Jan. 13-17 in 
the National Guard Armory. 













Fran 

































Fire Damages Texas Deal 

DENTON, Tex.—Fire caused sev- 
eral thousand dollars damage at 
Ray Dickson Motor Co. (Cadillac- 
Oldsmobile), Two new cars and 
eight or nine used cars were dam- 
aged. 




































Willys-Argentina |’ 
To Build Renautlits |wiias 


TOLEDO.—_Edgar F. Kaisef, and th 
chairman of Willys Motors, an-j4, ee 
nounces that a contract has been lore. t! 
concluded between Renault and the ‘ port- 
Argentine affiliate of Willys Motors $1,700 
for the manufacture of the Dau: DKW. 
phine car at the Cordoba plant in Auto 
Argentina, $1,995 ¢ 

A year ago, arrangements were This 


EDSEL FUNERAL SALE 






















































































































Auto Production ............... 55,286 118.4 37.5 131; Corvair, 101; Studebaker, 42, made for the manufacture of the 
Truck Production .............. 11,391 122.4 50.5 and Valiant, 14. Dauphine by Willy s-Overland in 
Auto Registrations—yYear to date.. 5,169,028 ais 136.1 BmMINGHAM, ALA.— Falcon, 47; Brazil 
Truck Registrations—yYear to date. 759,674. cove 134.2 Corvair, 35; Rambler, 35; Stude- : 
Steel Production—tons ......... 2,650,000 104.3 133.5 baker, 33, and Valiant, 5. fi ; : ne 
Lumber Production—Board feet... 210,011,000 79.8 106.9 Totzpo—-Falcon, 85; Rambler, 63: First Valiant Delivered 
Paperboard Production—Tons. eee 295,929 95.2 106.7 Corva i r. 30; Studebaker, 28, and 
Seft Coal Output—tons ........ 8,055,000 85.4 103.7 || Valiant, 20. To 29 Herts Outlets tthe || Advert 
Oil Refinery Output—Borreis .... 51,234,000 101.8 102.1 Fr. WortH—Falcon, 61; Rambler, nn ae at oe Vv, “ —s o dest Auctior 
Electric Output—Kilowatt hours.... _13,907,000,000 105.6 106.8 57; Studebaker, 42; Corvair, 35, and| | == emeceuns-seancen st h hee “4 a oe Healt Auctior 
Berometer ight Car Loadings 323,458 91.7 100.3 Valiant, 9. ue accamanaan a - - ae as ae Auto A 
Stere Sales Index .. cone 96.7 102.9 MINNEAPOLIS—Rambler, 201; Fal- oat us ealers roughou on 
Stoc See * 102.0 110.6 : ; ° Be oming 
U. 5. Government Spending Sound Vallone 4. ee a FUNERAL SALE SAVES 83 The Valiants were delivered t0|| Court | 
—Fiscal year to date ..........+- $40,833,755,000 cece 101.8 INDIANAPOLIS—-Rambler, 145; Fal- one Hertz dealer in each of the Dealer 
Commercial and industrial Loans $29,890,000,000 99.9 a ae con, 122; Corvair, 78; Studebaker, The Last Rites— following cities: Chicago, Minne- Editoric 
Bonne mepesite gbededossoyhes ve $30, 140,000,000 100.1 100.9 || 51, and Valiant, 13. : apolis, Cleveland, Detroit, St |} Highwe 
rices—Average........ $1,260 99.4 105.9 In Toledo, Falcon sales were ex- Jim Barnett Lincoln-Mercury, Savannah,| Louis, Cincinnati, Baltimore, || Import- 
Business Failures ................ 261 97.4 88.8 ceeded only by the standard Ford Ga., ran this ad, which speaks for itself,,| Washington, Philadelphia, Pitts || letrerb. 
Common Common and Chevrolet in the Savannah News. Barnett also placed| burgh, Kansas City, Louisv ille, | New Pi 
Stocks Dec.9 Dec.2 1959 Range Stocks Dec.? Dec.2 1959 Range a black pine coffin in front of his dealer-| Boston, Hartford, Conn.; Svea Obitua 
Y.251 1 1 ° ° . ship to mark the demise of the Edsel.| cuse, New York City, New: Parts & 
a eo = mn Oe pte a ia ais — 7s ae Timken in Brazil “Here Lies the Edsel’ was painted in| N. J.; Houston, Oklahoma City; | Person: 
rysier... 671%, 64 72% -50% ER. ++. 45% 43 49% -32"%, SAO PAULO, Brazil—A new| white letters on the coffin, which was| New Orleans, Memphis, Los An-}} Prices, 
Ferd. ...... 83%, 794%, 85,-50% aE 21% 21% 29%,- 9% || bearing plant is under construction | fianked by two of the cars which Ford| geles, San Francisco, Tam Pp %&j} Product 
EE icy a6 52%, 51%, 58%-45 White..... 60% 61% 63%-40% || here for Timken Roller Bearing Co.| Motor Co. no longer is making. Prices of| Fila.; Miami, Dallas, Fort Worth}/ Recistr 
(Dec. 14, 1959) The two buildings will be leased | Barnett's remaining Edsels were slashed in| Milwaukee and Tulsa, Okla, Used-C 
by Timken from Estrutecnica, S. A./ line with the “funeral services." Washin 
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ST as the low-priced market] 
has felt the muscle of George 
Romuey’s compact Rambler, the 
prestige auto market in this coun- 
try is beginning to feel the pres- 
ence of another compact car. 

That is the Mercedes-Benz, 
which is appearing with increas- 
ing frequency in what might be 
called the “right” places for pres- 
» cars. Perhaps more impor- 
tant, it is being talked about in 
the trade with considerable rev- 
erence. 

A pushover for automotive suc- 
cess stories, I welcomed an oppor- 
tunity to discuss the fortunes of 
Mercedes-Benz in this country with 
Lon A. Fleener, 
who started in 
the auto business 
as a Buick retail 
salesman back in 
1924 at the age of 
2% and now heads 
Mercedes-Benz 
Sales, Inc. 

This organiza- 
tion is a highly 
valued subsidiary 
of Studebaker- 
Packard. Fleen- 
er’s office is up on the fourth floor 
of the Studebaker Administration | 
Building at South Bend, and his} 
parking place on the street to the 
left of the building is just one 
removed from that of Harold 
Churchill, president of S-P. 

* 7 * 





L. A. Fleener 


Franchise in Demand 


LEENER is in the enviable po-| 

sition of heading a sales or- 
ganization, which, he avers, can 
sell three times as Many cars as 
he can get. As a result, he says, 
he knows of no franchise more 
sought after in the country than 
that of the Mercedes. 

Before inquiring into the reasons 
for this happy situation, we should 
mention the news from M-B. 

In the two years it has been in| 
existence, M-B has used the Stude- 
baker field organization. As of Jan. 
1, M-B will have its own field staff. 
Already it is a fast-growing organ-| 
fation of 200 men. First zones 
Were set up in New York and 
South Bend Sept. 1. Since then,}| 
San Francisco and Washington 
have been added. 

Reason for the transition is 
that now M-B is distributing 
what is known on the U, S, mar- 
et as the Auto Union and the 
DKW, both two-cylinder, two- 
tycle cars with front drive. Daim- 
ler-Benz, Stuttgart, recently pur- 
chased controlling interest in 
Auto Union. 

In Germany, there is no car 
known as Auto Union. The firm 
builds what it calls the DKW (das 
Keine wunder—the small wonder) 
amd the DKW Junior. Because of 
the connotations “junior” has over 
here, the smaller, volume car, with 
& port-of-entry price of just under 
700, is known simply as the 
DKW, and the larger car is called 
Auto Union and sells here from 
$1,995 to $2,495. 

This gives M-B Sales a line of 
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by Robert M. Finlay 


|ter how popular it becomes, That 





cars from $1,700 to $14,500. The 
| Mercedes was a godsend to many 
a Lark dealer in 1958, but, inas- 
much as both the Lark and DKW 
are volume cars, policy is not to 
franchise Lark dealers with the 
DKW, although some dealers do 


have both deals. 
a 


* * 


Dealer Setup 


NCIDENTALLY, there are now 

about 400 Mercedes-Benz dealers 
in the U. S., and Fleener plans no 
more than 450 even when he is 
able to get as many cars as he 
wants. On the DKW, Fleener is 
shooting for 500 dealer points, de- 
pending on how many cars he is 
able to get. He expects about 10,000 
DKWs next year. 

M-B sold some 1,710 Mercedes 
cars in 1957, the first year it took 


over the sole distribution here. | 


Last year it sold 7,404, and in the 

first 11 months this year sales 
were 11,300, Total for the year 

will be about 12,000. 

Next year Fleener hopes to get 
25,000, but expects only about 15,000. 
With an increase in Daimler-Benz 
production capacity due next year, 
he figures 25,000 cars for this 
country is a good possibility in 
1961. At present, the U. S. is taking 
about 11 percent of Daimler-Benz 
production. Some 135 other coun- 
tries vie for the rest of D-B output. 

Thus, it is obvious that the Mer- 
cedes-Benz will not be taking over 
the U. S. prestige market, no mat- 


it is making inroads in that mar- 
ket at all is quite a feat, since it 
lacks many of the things we are 
accustomed to on prestige cars—| 
even on bread-and-butter cars, for 
that matter. Wheelbase of its se- 
dans ranges from 104.3 inches to 
108.2, compared with 119 for the) 
Chevy and 130 to 149.8 for the 
Cadillac, Except on the most ex- 
pensive models, it lacks an auto- 
matic transmission (although it is 
due to offer one next year), and 
other power equipment which is 
almost standard on the prestige 
cars. 

* 


Changes Only for Better 


UT what the Mercedes does 

have is a reputation for quality 
which awes most auto men. With 
no effort at modesty, the Daimler- 
Benz calls it “the world standard 
in design, quality craftsmanship 
and precision engineering.” Oddly 
enough, no one seems to put up 
much of an argument. This was 
the subject of much of our inquiry 
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Government Production Forecast: 








6.7 Million Cars in ’60 


WASHINGTON.—A 21.8 percent} rate in the history of the industry 
upswing in auto production to 6.7| through the first half of 1960—as- 
million units in 1960 was forecast| suming that steel is available.” 


by the Commerce Department, 
which estimated 1959 production at 
nearly 5.5 million cars. 

The department said its pre- 
diction of 6.7 million units in 


1960, for the best auto year since 

1955, was conservative. 

The shortage of cars due to the 
steel strike plus the “high public 
enthusiasm for the new U. S. cars 
will result in the highest production 





Kansas Dealers Honor McKay— 
R. D. McKay (Chrysler-Plymouth), veteran Wichita auto dealer, is honored by the 


Kansas and Wichita dealer associations a 
NADA director. From left are Byron Stout, 


Kansas Motor Car Dealers Assn.; J. M. O'Mara, Hutchinson, past president of KMCDA, 


who succeeds McKay as Kansas NADA dir 
dent; Charles Spencer, president, Wichita 
KMCDA secretary-manager. 





Like, Dislikes Expressed in Survey .. . 


Women’s View of Dealers 


NEW YORK.—Women who have 
a voice in their family’s car pur- 
chases have some definite likes and 
dislikes about dealers, Batten, Bar- 
ton, Durstine & Osborn, Inc., found 
in a survey. 

The advertising agency receiv- 
ed replies from 3,423 of 3,500 
women contacted in a study of 
“The Female Influence in Auto- 
motive Purchasing.” 

The women were asked: “The| 
next time you purchase a car, do) 
you think you will patronize the 
same dealer that sold you the car 
you now own?” 

Fifty-five percent said yes, and 
45 percent said no. 

Of those who replied in the af- 
firmative, 47 percent said they 
would go back because they were 
satisfied with their present car; 23 





with Fleener, for quality has be- 
come in recent years an important 
goal in the American market. 
Fleener said that he feels the 
high standard of Mercedes-Benz 
quality is attained in part from 
the Daimler-Benz policy of never 
making a change except for im- 
provement, This, of course, wins 
friends among owners for they 
know this protects them from 
new-model obsolescence. And it 
protects the car, too, from 
change, simply for the sake of 
change, Some auto men insist 
that as a result of this policy all 
Mercedes-Benz models look just 
like an automobile should look. 
Another factor in the quality 
story is pride of workmanship, 
which is nurtured at Daimler-Benz. 
Management, of course, must set 
the stage for this, but it is largely 
a matter of attitude on the part 
of the workers themselves. Some 
blame the unions for loss of it in 





| America, although both Germany 


(Continued on Page 42, 4) 


New Orleans Buyers 


Fond of Mercedes-Benz 


NEW ORLEANS.—Mercedes- 
Benz captured more than 30 per- 
cent of the luxury-car market here 
in November. 

Mercedes, with 11 registrations, 
was nosed out by Cadillac, 13, but 
it equalled the combined total of 
Lincoln, 6; Continental, 3, and Im- 
perial, 2. Bringing up the rear was 


Col, 





Washington Column 





Rolls-Royce, 1. 


percent said the dealer’s service 
was good; 22 percent said they 
were dealt with honestly, and 9 per- 
cent reported the dealer was cour- 
teous. 

Nineteen percent of those who 
gave negative replies said they 
were dissatisfied with their car; 
19 percent said they planned to 
change makes; 16 percent re- 
ported the dealership was chang- 
ing or had changed hands; the 
same number said the dealer was 
too far away; 13 percent said 
they could do better elsewhere, 
and 12 percent complained of 
poor service. 

Here are some comments on why 


Chevrolet Outlet 
Gets New Home 


ALBUQUERQUE, N. M.—Galles-| 
Groesbeck Chevrolet, the _ state’s 
oldest dealership, has moved from 
Fifth and Copper N.W. to larger 
quarters at Third and Marquette 
N.W. 

Frank Groesbeck, president, said 
the firm will have more than 135,- 
000 square feet of space in its new 
location. NADA President H. L. 
Galles jr. is vice-president of the 
firm, which was founded in 1908 
by his father. 

Groesbeck said the firm also is 
leasing a 10,000-square-foot build- 
ing to house a new paint and body 





The report made no estimate on 
auto imports in 1960 but said mak- 
ers are counting heavily on the 
new compacts to boost sales in the 


try contracts run through 1960. 
Disposable personal income is ex- 
pected to continue rising which is 
expected to increase the demand 
for consumer durables. 
Replacement demand and scrap- 
page are expected to remain high 


| Cessories in car which we did not 


year ahead. 

Other factors pointing to an up- 
swing in auto production next year, 
as seen by the department, are: 

A continuing uptrend in the 
economy as a whole. 

Labor peace because auto indus- 





s he steps down after 14 years as Kansas 
chairman of meeting and past president of 


ector; McKay; E. K. Beeman, KMCDA presi- 
Auto Dealers Assn., and Roscoe Hambric, 


women said their families wouldn’t 
| buy from the same dealer again: 
“The dealer was not reliable, His 
| attitude was quick sale, fast talk 
and no service.” 

“Dealer insisted on including ac- 


want or feel were necessary. If I’m 
paying, I'll buy only what I want.” 

“We got a 25,000-mile guaran- 
tee, but when all was said and 
done, the labor bil] was so much 
the guarantee was worthless.” 

“We bought a new car for which 
we paid cash. When it came time 
for the 1,000-mile check, the dealer 
refused us the service agreed on.” 

The survey found that new-car 
buyers apparently are more satis- 
fied with their dealers than those 
who buy used cars. 

Forty-three percent of new-car 
buyers said they would change 
dealers; 57 percent said they 
wouldn’t. Among used-car owners, 
48 percent said they would change 
dealers and 52 percent said they 


with well over four million cars 
expected to be scrapped. 

An upswing in the move to 
the suburbs and the improve- 
ments to the highway network 
are expected to stimulate auto 
buying. 

An ample supply of auto credit 





appears assured through 1960 plus 
an anticipated upturn in auto ex- 
ports, particularly foreign sales of 
compact units. 

The department also observed 
that the sticker law has been well 
accepted and “has contributed 
much to bolstering public confi- 
dence in purchasing automobiles.” 





Kansas Dealers 
Honor McKay, 
NADA Ex-Chief 


WICHITA.—R, D. McKay, dean 
of Wichita auto dealers and former 
NADA president, was honored by 
60 Kansas dealers from 40 com- 
munities on the eve of his retire- 
ment after 14 years as Kansas 
director of the NADA. 

At the testimonial staged by the 
Kansas Motor Car Dealers Assn., 
McKay was presented a scrapbook 
containing letters from 47 NADA 
officials congratulating him on his 
long service. 

McKay, a charter member of 
KMCDA and the NADA, entered 
the auto business in 1914 and 
opened his own dealership a year 
later. He came to Wichita in 1916 
as a Studebaker dealer and be- 
came a Chrysler-Plymouth dealer 
in 1933. 

In 1940 McKay was elected presi- 
dent of the ichita Automobile 
Dealers Assn., and five years later 
he was named to head the KMCDA. 
He was elected NADA director 
from Kansas in 1946. 

McKay served as NADA regional 
vice-president for several years, 
then as vice-president and in 1951 
he was elected NADA president. 
J. M. O'Mara, Hutchinson, will 
succeed him as NADA’s Kansas 
director. 


Louisville Dealers 


Select Burns 


LOUISVILLE, — William Burns, 
president of Girdler Motors, has 
been elected president of the Great- 
er Louisville Automobile Dealers 
Assn., succeeding Carl F, O’Daniel, 
who became board chairman. 

Other new officers are George P. 
Whipple, Whipple Motors, vice- 
president, and Charles H. Dishman, 
Tri-City Oldsmobile, secretary- 
treasurer. 

New directors are Claude Boone, 
B & B Motors, and Cliff F. Byerly, 





would not. 


What are your 
ers in Cincinnati 
at noon Dec. 24, 
3, four at 4, one 





oh 


Wemhoft 


Jack Sears, John White . 


Francisco association . . . 


Leo Faricy has been appointed to 





shop, and a 15,000-square-foot used- 
car lot at Third and Roma N.W. 


been elected president of Jacksonville baseball club .. . 





Byerly Motors. 


On the House... 


plans for holiday closings? Deal- 
have decided thusly: 20 will close 
three will close at 2 p.m., two at 
at 5, while one will close all day. 


Most of the dealerships will be closed Dec. 26. On 
Dec. 31, six will close at noon, three at 4 p.m., four 
at 5, while 22 will work the same as usual... 
Will the 1960 National Auto Show in Detroit pro- 
vide a “test day” for writers, similar to those at 
Paris and Frankfurt shows, 
available for testing on a single day? ... 
Philadelphia dealers contributed 126 percent of 
their quota in recent 
more dealers contributing than ever before. 
committee, composed of Charles Bott, Joe Cronin, Larry McAvoy, 
.. AMA’s new anti-smog device, developed 
by GM technicians, is said to reduce by 50 percent the hydrocarbons 
emitted by a car’s engine. The piping, which will carry crankcase 
fumes back into the carburetor, will cost about $10 per car ... 
Bob Weir succeeds the late Hanford Crockard as director of San 
Bill Terry, NADA’s Florida director, has 


where all cars are 


United Fund drive, with 
John Reilley headed 


Manager 
task force to evaluate operations 


of secretary of state’s office in Minnesota. 


—Perte Wemuorr, Editor, 
Automotive News 
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Sales Drop, Too . 
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Supply of Used Cars 
Dips to 37 Days 


By Robert M. Lienert 
Associate Editor 

TOCKS of unsold used cars held 

by franchised dealers declined 
15.9 percent in the past month, ac- 
cording to Automotive News’ esti- 
mates. 

As of Dec. 1, such inventories 
were good for 37.5 days of sell- 
ing, compared with the year’s 
high of 44.6 days a month earlier. 
Stocks were whittled down dur- 
ing the month despite a decline in 
used-car sales estimated at 12 per- 
cent. Two factors were responsible: 

1. A sharp cutback in new-car 
business in November reduced the 
number of tradeins accepted. 

2. Many deaiers, anticipating a 
drastic shakeup in used-car de- 
mand and prices as soon as new 
60s start rolling in volume, have 
trimmed inventories via the whole- 

saling route. 
+ * + 

vo nervousness on price has 

already been noted at the retail 
level, while auction operators re- 
port that wholesale buyers are 
backing off on al] but choice pieces 
and bidding with a don’t-care atti- 
tude, 

This uncertainty, observers say, 
doesn’t necessarily mean that 
used-car values are about to 
tumble, However, if dealers find 
used cars piling up on their lots 
when new compacts again attain 
volume production, they might 


New-Car Stocks 


Domestic Makes 
(Compiled by Automotive News) 





Dealers 
Cars Cars In Total 
tn Transit Potential 
Period Field to Inventory 
Ending Dealers Stocks 
Jan. —_ ae 188,500 —_— 
Apr. , eee é, 158,000 * 
duly 1, ’50.... 311,084 167,500 478,584 
Oct, 1, *50... +367 157,800 366,167 
dan, 1, °51.... 305,888 89,900 404,788 
Apr. 1, ’61.... 406,541 545,041 
duly 1, '51.... 357,606 90,700 448,306 
Oct, 1, ’51.... 260,762 500 330,262 
Jan. 1, ’52.... 224,968 31,000 255,968 
Apr. 1, '52.... 213,391 83,000 296,391 
duly 1, ’62.... 193,462 84,500 277,962 
Oct. 1, ’52.... 233,556 89,000 556 
dan, 1, ’53.... 201,671 83.300 374,971 
Apr. 1, °63.... 445,882 89,300 535,182 
July 1, °53.... 479,698 82,800 562,498 
Oct. 1, °53.... 519,037 60,900 579,937 
Jan, 1, °54.... 428,125 36,600 464,725 
Apr. 1, ’54.... 541,911 64,000 605,911 
duly 1, '54.... 445,665 62,500 508,165 
Oct, 1, '54.... 267,469 29,000 296,469 
Jan, 1, °55.... 293,881 68,500 362,381 
Feb. 1, °55.... 373,573 89,100 462,673 
Mar. 1, °S5.... 467,655 95,000 562.655 
Apr. 1, °55.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 763,041 
June 1, '55.... 755,498 93,000 848,498 
daly 1, °55.... 736.591 77,000 813.591 
Aug. 1, °55.... 735,447 71,500 806,947 
Sept, 1, ’55.... 675,964 37,300 713,264 
Oct. 1, °55.... 489,475 48,900 538,375 
Nev. 1, °55.... 481,735 87,600 569,335 
Dee, 1, '55.... 645,707 77.490 723,107 
dan, 1, '56.... 756,177 53,300 808,477 
Feb. 1, '56.... 801,499 68,900 870,399 
Mar, 1, °56.... 840,089 63,700 903,789 
Apr. 1, '56.... 827,977 68,100 898 ,669 
May 1, ’56.... 846,285 902,585 
June 1, '56.... 746,012 52,890 798,902 
duly 1, '56.... 613,451 50,568 679,596 
Aug. 1, ’56.... 551,081 53,026 588,172 
Sept. 1, ’56.... 456,013 48,382 504,395 
Oct, 1, '56.... 288,103 314,063 
Nov, 1, °56.... 212,967 277,975 
Dec, 1, '66.... 318,587 79,656 398,243 
dan, 1, '57.... 461,850 50,168 512,018 
Feb. 1, °57.... 561,934 68,100 034 
Mar, 1, ’57.... 664,608 68,400 008 
Apr. 1, °57.... 682,790 63,125 745,915 
May 1, ’57.... 677,705 500 137,205 
dune 1, °57.... 724,328 63,420 187,749 
duly 1, 57... 682,121 ,090 745,211 
Aug. 1, ’57.... 645,445 59,300 704,745 
Sept, 1, °567.... 684,484 45,052 729,536 
Oct, 1, ’57.... 547,549 ,085 572,634 
Nov, 1, ’57.... 380,740 68,300 449,040 
Dec, 1, °57.... 460,149 71,800 531,949 
dan, 1, '68.... 597,208 55,000 652,208 
Feb. 1, °68.... 725,003 54,100 779,103 
Mar, 1, '58.... 821,566 44,000 ’ 
Apr. 1, '58.... 783,201 45,900 833,201 
May 1, ’58.... 738,464 500 176,964 
dune 1, '68.... 704,751 36,500 741,251 
duly 1, 58... 598 45,000 675,598 
Aug. 1, '58.... 600,656 30,000 630 656 
Sept. 1, '58.... 455,984 7,700 463,684 
Oct. 1, '58.... 291,397 21,500 312,897 
Nov. 1, "58.... 241,382 45,100 286,482 
Dee, 1, '58.... 387,131 73,200 460,331 
dan, 1, '69.... 477,009 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
‘Mar, 1, °58.... 643,239 63,600 106,839 
Apr. 1, ’69.... 710,382 66,620 777,002 
May 1, ’59.... 766,185 68,000 834,185 
dune 1, '59.... 845,920 63,300 900,220 
duly 1, 59... 844,152 64,000 908,152 
Aug. 1, '68.... 928,390 48,000 976,390 
Sept, 1, '59.... 688,035 16,000 103,035 
Oct. 1, 59... 467,038 52,500 519,538 
Nov, 1, '59.... 472,409 51,000 *%523,900 
Dec, 1, '60.... 381,427 20,000 401,427 


a, stocks include cars actually at 
those warehoused by dealers 
and “factories, and demonstrators. 





start dumping cars at wholesale 
and drive prices down in a hurry. 

In analyzing the limited used-car 
activity of recent weeks, dealers 
in most areas told Automotive News 
that profits have been fair, though 
they have not been able to attain 
grosses captured earlier in ’59. 

Weakest-spot profitwise appeared 
to be in the Midwest markets, al- 
though some Southern dealers also 
complained. Encouraging profit re- 
ports came only from scattered 
points in the Upper Midwest and 
Northern Great Plains. 

* * * 
= were rather pessimis- 
tic in assessing the current 
used-car market. 

“Used-car business with new-car 
dealers is at a standstill,” said a 
Corn Belt dealer, explaining: “The 
new-car business about Nov. 20 
didn’t slow down—it just stopped.” 

Said another dealer, “Used cars 
are slow. We sold 82 in October 
and 48 in November.” (His new- 
car sales plummeted from 29 in 
October to nine in November.) 

An Eastern dealer said both prof- 
its and prices are dropping and that 
the outlook from now through Feb- 
ruary is “not good.” 

“Profits are good, prices are 
stable but volume is way off,” said 
a Southwestern retailer, complain- 
ing of the poor quality of tradeins. 
“The only people trading are those 
that are almost on foot.” 

He expects used-car volume to be 
“off until spring.” 


A Midwest dealer, reporting a 


“weakening” market, said, “Most 
dealers in (his area) seem oversup- 
plied and are now pushing and dis- 
counting.” 
* * * 

THE Dec. 1 used-car inventory 

count was the third highest of 
the year, exceeded only on Nov. 1, 
as noted above, and on Jan 1, when 
stocks were good for 39.3 days of 
selling. 

A year ago, franchised dealers 
had a 27.2-day supply of used 
cars in inventory, which repre- 
sented a slight increase over the 
previous month. 

Dealers with inventories good for 
15 or fewer days of selling on Dec. 
1 accounted for 15.5 percent of 
those reporting, compared with 14.3 
percent a month earlier and a 
whopping 39.8 percent a year ago. 

In the 16-to-30-day category were 
35.7 percent of reporting dealers, 
compared with 21.4 percent on Nov. 
1 and 43.6 percent on Dec. 1, 1958. 

* od + 

HE combined total of dealers 

with stocks within the theoreti- 

cal 30-day limit was 51.2 percent on 
Dec. 1, compared with 35.7 percent 
a month earlier and 83.4 percent a 
year earlier. 

Holding inventories exceeding a 
30-day supply were 48.8 percent 
of the reporting dealers, com- 
pared with 64.3 percent a month 
ago and 16.6 percent a year ago. 

The proportion of dealers in this 
category has held below 40 percent 
for seven of the 12 census dates 
this year. It ran above 40 on Jan. 1, 
March 1, Sept. 1, Nov. 1 and Dec. 1. 


Rhode. Island Eyes 
State Inspections 


PROVIDENCE. — Proposals that 
Rhode Island operate its own motor 
vehicle inspection stations “deserve 
serious consideration,” said Romeo 
D. Asselin, State motor vehicle reg- 
istrar. 

The proposed State-operated sta- 
tions would replace the present 
system in which the inspection 
program is carried out through 
licensed private garages and serv- 
ice stations. 

Although he declared that ga- 
rages and service stations were 
generally doing a little better than 
they did last spring, Asselin said 
he was “not happy” about some re- 
ports. A bill to have the State make 
its own inspections died in com- 
mittee in this year’s Legislature. 


Sse 





Dodge Dealer Advisory Conference Elects— 


New executive committeemen of the National Dodge Dealer Advisory Conference, 
elected at the annual three-day meeting in Detroit, pose with M. C. Patterson, seated 
center, Dodge general manager. Shown are, from left, bottom row, Frank Collord, 


Waterloo, 


la., executive committee vice-chairman; 


Patterson; John Lander, Atlanta 


chairman, Standing, Adelbert Spitzer, Mansfield, O., chairman of the public relations 
committee; Lovis J. Ouellette, Dodge dealer relations director; Robert Popp, East Hart- 
ford, Conn., and William Scott, Charlotte, N. C., recording secretary. 


Bonus Proposal Holds Key 
To Area-Security Passage 


(Continued from Page 1) 


ed that the dealer group accept 
the bonus measure if it became 
a@ case of that bill or no bill at 
all The NADA Executive Com- 
mittee approved that recommen- 
dation. 

The Executive Committee, which 
consists of the officers and the 12 
regional vice-presidents, met last 
week in Las Vegas, Nev., but this 
was a budget session. Matters like 
the security issue were not on the 
agenda. 


Renewed interest in the terri- 
tory-security situation at the state 
level has been noted in recent 
wee 

In Indiana, a legislative bulletin 
urged dealers: “If you have not al- 
ready informed your congressman 
and senators of your position on 
S-2151 (the Monroney bill), we 
suggest that you do so immedi- 
ately.” 

* ca * 
ERMAN SCHAEFER, executive 
secretary of the Automobile 
Dealers Assn. of Indiana, said his 
organization has not recommended 
any stand for dealers to take on 
the Monroney bill. 


bill. It applies to all makers of 
“complex mechanical equipment” 
and would permit manufacturers 
to terminate the franchises of 
dealers who refused to make the 
infringement payments. 

This bill was prepared by Gen- 
eral Motors and was introduced in 
1958 by former Senator Charles E. 
Potter, Michigan Republican. It 
was reintroduced by Langer this 
year after Potter’s defeat in a bid 
for reelection. 

The Hruska and Langer bills are 
not given much chance of reaching 
the Senate floor. They are very 
similar to the other proposals, and 
they lack the aggressive support 
that NADA and Senator Monroney 
are putting behind their choices. 

* a + 
CCORDING to Rowland S. 
Kirks, NADA legislative coun- 

sel, the dealer group favors the 
Schoeppel bill because there is a 
precedent for the penalty approach. 

Auto makers had penalty pro- 
grams in effect before fear of anti- 
trust violations caused them to 
drop territory-security clauses from 
their franchises after World War 


Both the Monroney and Schoep-| IL. 


pel bills were explained in detail in 
an earlier bulletin, he said, The as- 
sociation simply wants its mem- 
bers to talk to their senators and 
representatives and give them their 
views on the situation, Schaefer 
added. 

In Monroney’s home state, the 
Oklahoma Automobile Dealers 
Assn. is conducting a poll on 
security legislation at the Sena- 
tor’s request, A questionnaire 
and copies of both bills have 
been sent to members, and the 
replies will be turned over to 
Monroney. 

At their recent convention, Okla- 
homa association members voted 
55-10 in favor of the Monroney 
plan, Some weeks earlier, 200 Okla- 
homa dealers signed a resolution 
expressing opposition to Senate 
bills clearing the way for a resto- 
ration of territory security. 

The Monroney and Schoeppel 
bills are among four territory-se- 
curity. proposals referred to the 
Interstate and Foreign Commerce 
Committee by Senator Monroney’s 
Auto Marketing Practices subcom- 
mittee after hearings last June. 

a oe + 


LL are permissive legislation. 

They would permit the auto 
makers to set up territory-security 
programs, but the factories would 
not be required to do so. 

The other bills were introduced 
by Senator Roman L. Hruska, Ne- 
braska Republican, and the late 
Senator William Langer, North 
Dakota Republican. The Hruska 
measure (S-2047) is very similar to 
the Monroney bill, and the Langer 
proposal (S-997) is a penalty bill. 

The Langer bill is much broad- 
er than the NADA-Schoeppel 


At last June’s hearings, GM ad- 
vocated passage of the Langer bill; 
Studebaker-Packard opposed all 
four measures, and American Mo- 
tors was neutral. 

Ford Motor Co. was neutral, 
but said the Langer bill was the 
only one “which substantially 
meets all legal tests” discussed in 
the company’s statement. 

Chrysler Corp. endorsed no bill, 
but the firm declared that the Lan- 
ger measure “shows the greatest 
awareness of the difficulties we 
have pointed out in our comments 
on the other bills.” 

After the hearings, there was 
talk of a compromise bill—one that 
would provide merely for permis- 
sive territory protection without 
spelling out either a bonus or a 
penalty approach, Kirks said last 
week that no action had been taken 
in that area, 


Late Report... 


New-Car Stocks 


Increasing from 


401,000 Low 


(Continued from Page 1) 


for a crippling railroad walkout ; 
the spring. 

Then there are those in the aut 
industry who grimly believe tha 
selling momentum, once it has bee 
choked off, never can be reactj 
vated until the next model year 
These skeptics are looking for 15 
to no more than equal 1959 in to 
new-car sales. 

a co + 


. past year, a record del 
of factory-sponsored dealer con. 
tests and incentive plans was of 
immense help in bringing new-car 
sales out of 1958’s recession dol- 
drums, 

Privately, factory sales execy. 
tives are hopeful that the compact. 
car explosion will sustain a high 
rate of sales without resort to the 
extra added attractions for dealers 
and salesmen, Few, if any, con- 
tests are in the offing until the 
steel labor dispute is finally re. 
solved. 

Meanwhile, GM dealers are 
counting the days until the haul- 
away trucks roll up to their 
doors. First shipments of new 
GM cars will reach dealers in 
volume the week of Dec. 20, ac- 
cording to company officials, 

Ford dealers are capitalizing on 
Chevrolet’s shortage plight by stag- 
ing an allout push for December 
sales to catch the front-runner in 
calendar-year registrations. Chev- 
rolet executives have _ unofficially 
conceded that Ford’s ability to stay 
in production during the steel 
strike will give it the 1959 sales 
leadership when the final returns 
are in. 

As of Oct. 31, Ford and Lincoln- 
Mercury dealer inventories totalled 
148,000 new cars, according to a 
Ford Foundation prospectus, The 
company added 132,565 cars to the 
available supply in November, in- 
cluding 32,469 Falcons. 

* * + 
E Automobile Manufacturers 

Assn. reported that 1959 im- 
ports reached 498,802 new cars for 
the first nine months of the year, 
including 51,821 in September, A 

total of 430,808 new cars was im- 
ported all of last year. 

September new-car imports, 
which compared to 47,560 in Aug- 
ust, failed to change the year-to- 
date standings by countries. Eng- 
land ran its nine-month total to 
164,338; West Germany, 149,902; 
France, 125,450; Italy, 36,421; Swe- 
den, 18,241; Japan, 3,154; East 
Germany, 573; Canada, 369; Czecho- 
slovakia, 320, and miscellaneous, 34. 

Import shipments totalled 65,241 
new cars in July—the monthly 
record. 


Fake Auto Purchases 


Pave Way to Prison 


OKLAHOMA CITY. — Convicted 
of defrauding the City National 
Bank of $2,000 on a fake auto pur- 
chase, Henry J. Abromeit, owner 
of an air-conditioning firm, was 
sentenced to three years in prison. 

According to Assistant County 
Attorney Harold Theus, Abromeit 
would make arrangements t6 pur- 
chase autos, get the motor num- 
bers, go to a bank and mortgage 
the vehicle. After getting the 
money, Theus said, Abromeit never 
purchased the cars. Abromeit testi- 
fied he had defrauded other banks 
on similar transactions, but charges 
were dropped. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


last week declined $8 to reach 
News’ index. 


$1,260, according to Automotive 


Despite the overall loss, half the models on the index showed 
gains, amounting to $31 on ’57s, $13 on ’53s, $9 on ’55s and $4 


on ’60s. 


Losses amounted to $1 on ’54s, $5 on ’56s, $24 on ’58s and $90 on 
59s. New lows were established for ’54s and ’56s. 

At a group of representative auctions last week, the average 
consignment was 270.9 units, of which 62.5 percent were sold, A 
week earlier, consignments averaged 232.0 units and the sales 


ratio was 61.7 percent. 


Auction reports begin on Page 36. 
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MONTHS BEFORE the first BMW 700 arrived in this country, editors 
of some of the most important automotive magazines were telling their 
readers about it. They described its sensation-causing introduction at 
the Frankfurt Auto Show, outlined performance features, and pictured 
its fresh design... all in advance of its appearance in the United States. 





NOW ...the BMW 700 is here, creating excitement from coast-to-coast. 
Soon increasing numbers of these new BMW 700’s will be powering 
their way over American roads, proving their easy maneuverability in 
city driving, their speed and comfort on the open road, their easy up- 
keep and low maintenance. And proving to dealers—their profitability. 


FADEX COMMERCIAL CORPORATION 


NEW YORK AND CALIFORNIA + SOLE U.S. IMPORTER FOR ALL BMW CARS + EXECUTIVE OFFICES: 487 PARK AVENUE, NEW YORK 22, N.Y. PLAZA 1-7200 
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The Man Behind the Wheel .. . 





Sales Testing the Rambler Six 


By L. H. Houck 
Travelling Correspondent 
"pt mmr will you find the im- 
provement in six-cylinder en- 
gine performance more evident 
than in the Rambler Six with 
Flash-O-Matic transmission. 


This represents successful and 
spectacular use of an automatic 
transmission on a six, an area in 
which there has been some nerv- 
ousness on the part of manufac- 
turers in the past because of lower 
power and general unfavorable 
characteristics of six-cylinder per- 
formance when coupled with ordi- 
nary automatic transmissions. 

Rambler’s achievement repre- 
sents an improvement in the 
transmission itself and the up- 
ping of the performance of this 
small engine. 

Being of the diehard school, I 
Was unprepared to admit that the 
automatic on a six could do a bet- 
ter job of shifting than I could. 

To familiarize myself with its 
performance before taking off on a 
long trip, I drove through an ex- 
tremely hilly area after bringing it 
to Jefferson City from St. Louis. 

I purposely took some steep 
grades at low speed, mentally 
gauging where I would shift with 
@ manual transmission, I got the 
surprise of my life because in no 
case did my guesses coincide with 
the automatic transmission, which 
slipped into second in a few feet 
and often pulled through and over 
the top without effort, gaining all 
the way. 

When I slowed down to force it 
to shift down on a grade, it shifted 
down just under the crest on one 
test where I would have shifted 
about midway. Of course the man- 
ual shifting would have wasted 
power and gasoline as compared 
with the superb performance of 
this transmission. 

* cd * 


25 Miles Per Gallon 


ys HEARD complaints from 
Rambler owners who said they 
didn’t get the gasoline mileage 
they expected. Without exaggerat- 





Year-End FRB Outlook . 


Upturn Ahead for Business? 


ue business community is clos- 
ing out 1959 a bit below the 
pace of this period of last year but 
the outlook for the new year is en- 
couraging. 

That’s the gist of recent re- 
ports from the Federal Reserve 
banks around the nation. The 
steel strike lasted long enough 
to take a lot of the boom out of 
the last half of this year. In addi- 
tion, many farming areas did not 
do as well this year as they did 
in 1958, 


An example of the farm down- 
turn can be seen in the latest re- 
port on bank debits, This measure 
of total business activity which 
shows the amount of money chang- 
ing hand by check has shown year- 
to-year increases in all Federal Re- 
serve districts for just about all 
months of this year. 

Eleven districts reported Octo- 
ber debits topped the year-earlier 
total. However, the Kansas City 





Big Driveaway to Mark 
Caravelle’s L. A. Arrival 


LOS ANGELES—tThe first 
shipment of Renault Caravelle 
sports cars has arrived on the 
West Coast from France, and to 
celebrate the occasion John Green 
Corp. will stage a mass dealer 


_ driveaway Wednesday (Dec. 16). 


Dealers from Southern Califor- 
nia, Arizona and Nevada will 
come to Green’s Los Angeles 
headquarters to pick up the new 
cars and drive them back to their 
showrooms. Dealers from North- 
ern California, Utah and Reno 
will pick up their cars at Green's 
new Northern headquarters in 
South San Francisco. 





ing, I must report that my gasoline 
consumption during the 1,000 miles 
I used the Rambler was so low that 
I almost alienated the affections of 
my favorite gasoline purveyors. 

The Rambler with automatic 
transmission established a record 
of 24.25 miles to the gallon in the 
Mobilgas Economy Run in 1955, 

and 32.06 in 1959, which gives some 
idea of the constant improvement 
in engine and transmission. 

I didn’t get that much economy 
and I don’t make accurate 
checks. I try to drive like an or- 
dinary “square” under normal 
conditions and check mileage by 
filling the tank against certain 
mileages on the speedometer. This 


Car Tested: 
RAMBLER SIX 


Body type: Four-door sedan. 

Engine: Six-cylinder, OHV, 
127-horsepower at 4200 r.p.m. 
Torque: 180 pounds-foot at 1800 
r.p.m, Compression ratio: 8.7 to 
1, using regular fuel. Displace- 
ment: 195.6 cubic inches. Bore 
and stroke: 3%x4% inches. 

Transmission: Flash-O-Matic 
three-speed automatic transmis- 
sion using torque converter and 
gears, Control is by pushbutton 
with mechanical linkage. 

Running Gear: Coil springs all 
four wheels, torque tube drive 
shaft, bonded brake lining with 
183.8 square inches of braking 
surface. 

Some quantities and dimen- 
sions: Gas tank has been in- 
‘creased from 20 to 22 gallons. 
Wheelbase, 108 inches; overall 
length, 189.5 inches; width, 72.2 
inches; overall height, 57.3; front 
tread, 57.75 inches; rear tread, 
58 inches; windshield area, 1,154 
square inches. 

Tire size: 6:40 x 15. 

Turning radius: 37.6 feet. 

Trunk capacity: 13.5 cubic 
feet. 

















District, which is heavily dependent 
on agriculture, reported an Octo- 
ber total which was below the fig- 
ure for October, 1958, 

The year-to-year gains in some of 
the other farming areas were not 
very impressive. 

Here is a roundup of some other 
recent comments on business ac- 
tivity at the regional level from the 
Federal Reserve banks. 

* ok * 
New England 


A BOOST in capital spending has 
followed the upturn in sales for 
New England manufacturers, ac- 
cording to the Boston FRB. 
Manufacturers have reported 
that spending for new plants and 
equipment is running 13 percent 
ahead of the estimates given the 
bank last spring. About one-half 
of the manufacturers have found 
that 1959 sales are exceeding esti- 
mates made in the spring while 
another one-third reported sales 
have equalled spring predictions. 
Plans for capital spending in 1960 
are still being formulated but cur- 
rent schedules call for the expen- 


diture of 2 percent less than in| ’ 


1959. 
a 


New York 


[a= New York FRB finds the 
nation’s money market more or 
less resting on dead center with 
the supply of funds still tight. 
Banks remain heavily in debt 
to the Federal Reserve System. 
The Federal Reserve Board acted 
in early December to ease some 
of this strain during the holiday 
pinch on credit by permitting 
banks to loan some of the funds 
they formerly had to hold as re- 
serves. 
The FRB noted that the market 
(Continued on Page 42, Col, 1) 









































method gave me 25 miles and 
better. 

American Motors is one of the 
country’s oldest manufacturers of 
overhead valve engines (since 1916), 
and the 1960 version is the result 
of 12 years’ research which has , 
linked high power and performance 
with the dependability and economy 
that are basic virtues of sixes, , 

The Rambler Economy-6 power , 
plant, using regular fuel, provides 
power and torque characteristics 
perfectly suited for automatic or 
manual transmissions. 

on * * 
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Rambler Scores in Sales Test— 


This is the Rambler Six four-door sedan which was sales-tested by L. H. Houck, 
Automotive News travelling correspondent. Houck drove the car 1,000 miles and 
praised its performance, its economy and its Flash-O-Matic transmission. 


Sales Drive Opens in N. Y. 
For Checker’s Superba Car 


wagon which Checker claims hag 

one of the widest rear doors and 

floors in the industry. 

Morris Markin, Checker presi- 
dent, said principal features of the 
Superba include a flat floor with 
no hump, high and wide doors, 
rear legroom “up to 1% feet great- 
er than the average sedan,” and 
high headroom space. 

The wagon offers a rear-door 
opening 48% inches wide that leads 
to a 50-inch rear floor, he added. 
Also available is an optional power 
rear seat that retracts into the 
floor at the touch of a button on 
the instrument panel, he said. 

Optional features on both the 
sedan and wagon also include 
power steering and brakes, auto- 
matic transmission, po we r-ad- 
justed driver’s seat and two jump 
seats that increase the capacity 
to eight passengers. 

The Superba’s prices will begin 
at $2,542, including excise tax but 
not dealer prep, Markin said. 

The car is expected to be in full 
production by the first quarter of 
1960, he added, and barring a rte 
sumption of the steel strike, the 
firm hopes to sell 16,000 Superbas 
next year. 

Checker, which has been build- 
ing taxicabs since 1921, now is er 
tablishing a dealer organization for 
the new car, Markin said. Kreisler, 
who also handles Rambler, has 
been awarded the franchise for 
New York, New Jersey and Con- 
necticut. 

Richard G. Hudson, Checker 
sales manager, said the car has 
a number of safety features. He 
cited a “heavier steel frame than 
most autos” and a heavy steel 
framework with four steel cross 
members around the inner roof 
line, “as against the usual one oF 
two cross members.” 

“Ease of body repair is achieved 
by sectional fenders and a compact 
grille that save time and money in 
repair or replacement labor,” he 
added. 

The Superba has a wheelbase of 
120 inches, an overall length of 
199.5 inches, maximum width of 755 
inches and maximum height of 
62.75 inches, 

The standard engine is a six- 
cylinder, L-head Continental which 
develops 96 horsepower at 3,000 
r.p.m. It has anodized aluminum 
alloy pistons. : 

There also is an optional engine, 
a six-cylinder, overhead valve Con- 
tinental developing 125 h.p. at 3,900 
r.p.m. This unit has anodized alu- 
minum alloy pistons, overhead 
valves and roto lifters. 


Engine Easy to Service 
E new Flash-O-Matic trans- 
mission for the Six, using me- 
chanically connected pushbuttons, 
has been improved with a free- 
wheeling sprag-clutch, formerly 
used only on higher-priced trans- 
missions. Spending a few more 
bucks here by the manufacturer 
has made this transmission excep- 
tionally smooth and quiet on shifts. 
One look under the hood will 
convince anyone that the Econ- 
omy-6 will be an extremely easy 
engine to service which will re- 
sult in further economy. If you 
drive around a little without 
looking under the hood, you may 

think someone has slipped a V-8 

into the engine compartment. 

The test car was not equipped 
with power steering or power 
brakes which served to demon- 
strate the ease of steering, new 
bonded brakes and the fact that it 
was not necessary to sap more 
power from the engine for these 
power assists. 

Steering, even under parking 
conditions, is easy, and the brakes 
are sensitive under light pressure. 

There are hosts of improvements 
throughout the ’60 Rambler, some 
large and some small. This corres- 
pondent, doubly trunk sensitive, 
found the trunk lid had been 
dropped to bumper level, which 
eliminated the fence over which 
you usually have to lift your lug- 
gage. This new feature makes the 
trunk easier to load and leads to 
more efficient stowing. 

” * + 




























































By Ed Brown 
Staff Correspondent 


NEW YORK.— The sales tempo 
for Checker Motors Corp.’s new 
Superba line of passenger cars has 
been stepped up in the metropoli- 
tan market by Checker and its dis- 
tributor here, Charles Kreisler, Inc. 

Some 250 dealers and their 
fleet-account guests attended an 
all-day preview of the Superba 
sedan and station wagon and 
were encouraged “to investigate 
further the sales potential” of the 
new car. 

“The reaction was considerably 
more favorable than had been an- 
ticipated in most quarters,” accord- 
ing to Charles Kreisler, the head 
of the distribution firm. 

He said he has been retailing the 
Superba for several months with 
“exceptional success.” 

A similar preview will be held 
in Boston later to acquaint New 
England dealers with the car’s pos- 
sibilities, Kreisler added. 

The line includes standard and 
special models of a four-door 
sedan and a four-door station 


* * * 









































































For Owner’s Comfort 


7° ME, a little improvement on 
the glove box lid indicates that 
the manufacturer is thinking about 
the problems of the owner, I am 
referring to a small lip on the but- 
ton which can be used to pull the 
lid open if you happen to snap it 
shut on a bunch of maps. Almost 
everyone has had a lid stick at one 
time or another and then discov- 
ered there was no good way to 
apply outward pressure. 

Another sensitive area for the 
traveller as well as the average 
owner is windshield wipers. This 
year, Rambler has put more power 
back of the blades, which now 
overlap to clean better. A new type 
booster pump is standard equip- 
ment, and it minimizes slowdown 
when climbing hills. 

Rambler’s rustproof dipping 
process assures that the welded 


(Continued on Page 41, Col, 1) 

























Congratulations— 


Morris Markin, left, president of Check- 
er Motors Corp., congratulates Charles 
Kreisler, newly appointed Superba auto 
distributor, at a showing of the new line 
of Checker cars and station wagons in 
New York City. | 














Knoxville Elects Beaty, 


Picks Show Committee 

KNOXVILLE, Tenn.—The Knox- 
ville Automotive Trades Assn, held 
its annual meeting and elected Sam 
B. Beaty jr. (Chevrolet) as presi 
dent for 1960. 

Other new officers elected were 
David Kerr, vice-president; J. Vi 
Baker, secretary-treasurer; Alvin 
Raulston and Sam Douglas, direc- 
tors. 

Elected to a committee to deter 
mine the site and timing of the 
Knoxville automobile show wer 
Beaty, Mack Hauston and Ro 
Cruze. The decision will be made 
known Jan. 5. 


BE see 


Checker's Superba Wagon— 


This is the Superba station wagon introduced by Checker Motors Corp. at a showing 
of the firm's new passenger-car line in New York City. Checker claims this wagon has 
one of the widest. rear doors and floors in the industry. 
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B he is the year that will go down in automotive 
history as the great turning point—the BIG 
TURN. For never before has the entire industry 
been forced to turn in its tracks by the success of 
a new and different concept—the Rambler compact 
car concept. 

It’s the year of the BIG TURN in which every 
major manufacturer has had to produce an imita- 
tion of the compact Rambler. 


The year of the BIG TURN in which the 
majority of car makes have turned away from old- 


THE YEAR OF THE BIG TURN IS HERE, BUT... 


RAMBLERS ORIGINALITY 
STILL HAS NOT BEEN COPIED 


fashioned, bolted construction. They have copied 
Rambler’s modern, aircraft-type Single Unit 
Construction. 


The year of the BIG TURN when one of the 
biggest manufacturers dropped a big car and, in its 
place, will introduce a second smaller car. 


This BIG TURN made the biggest automobile 
news in decades. What would it mean to big car 
sales? What would it mean to Rambler? Magazines, 
newspapers, independent research organizations 
rushed thousands of interviewers to dealer sales- 
rooms and auto shows to question prospective 
car buyers. 


These researchers found that instead of weaken- 
ing Rambler’s popularity, the newcomers had 
strengthened it. At auto shows where people could 
see all makes side by side, the vote for Rambler 
was overwhelming. At one auto show, a survey 
showed Rambler first in buying preference among 
all cars of all sizes. At another, Rambler was second 
only to America’s largest selling automobile. 
Everywhere, millions are now saying: ““My next 
car will be a Rambler.” 


Why has the introduction of the imitators sky- 
rocketed demand for Ramblers? 


Because car buyers have found that the worth of 
the original has not been equalled by the copies, 


Why Millions Are Now Saying: 


“My Next Car Will Be a RAMBLER” 








just as the great originals in art and literature have 
never been equaled by the copies and imitations. 


Because, while the others were copying Ramblers 
of two, five or ten years ago, Rambler made giant 
new strides for 1960 with a host of new improve- 
ments that left the imitators even further behind. 


Because Rambler has the passenger room for six 
big men, the entrance and exit room the others lack. 


Because Rambler’s resale value is officially 
highest of any low-priced car. 


Because Rambler was built to fill a genuine need 
for a fine quality, sensibly sized, economical auto- 
mobile, whereas the imitators were rushed out to 
meet competition. 


Because, although they approximately copied 
Rambler’s size, the others could not copy Ram- 
bler’s basic excellence. 


Because Rambler offers not just one or two 
models, but the world’s widest choice of compact 
cars, including 16 station wagons. 

Because only Rambler gives you the Best of 
Both: big car room and comfort plus small car 
economy and handling ease. 

Rambler dealers sell the car that “‘called the 


BIG TURN” and made the whole industry head 
in a new direction. 


How Rambler’s Basic Excellence Brings 
You Balanced Qualities of Usefulness 


The 1960 Rambler has been built to meet the 

public’s specific needs in a motor car—to 

give the ideal balance of qualities that are 
most useful to the user: 

@ Highest quality ideally balanced with low- 
est prices. 

@ Fine performance ideally balanced with 
top economy, proved by 10 years and 25 
billion owner-driven miles. 

@ Big car comfort ideally balanced with 
small car handling ease. 

@ Greater strength ideally balanced with 
less weight. 











@Smart modern styling ideally balanced 
with spacious, easy-to-enter interiors. 


@ Plus exclusive “‘Deep-Dip” Rustproofing 
of the entire body up to the roof, not just 
“shallow-dip”—or no dip at all... world’s 
widest choice of compact models . . . 
smoother “Deep Coil” Ride . . . finest 
heating, ventilating and air conditioning 
... reclining seats . . . adjustable headrests 
and many other exclusive luxury features. 


That is why the run-away compact car suc- 
cess of 1960 is RAMBLER—the originator 
and world’s largest builder of compact cars. 


RAMBLER AMERICAN 2-DOOR SEDAN 
Suggested delivered price at Kenosha, Wisconsin, for 
2-door Deluxe sedan. State and local taxes, if any, 
automatic transmission and optional equipment, extra. 


(IT’S RAMBLER FOR ’60—The New Standard of Basic Excellence 
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Dealers Attack Tax Diversion 


By W. F. Smiley 

Staff Correspondent 
SALT LAKE CITY.—Utah Auto- 
mobile Dealers Assn. formally pro- 


Lake City, Chevrolet, and Finley F. 
Wilkinson, Bountiful, Buick-Stude- 
baker, directors. 

Richard L. Warner, Salt Lake 


tes diversion of highway taxes] City, Ford, retiring president, also 
“He ona 7 4 joins the board of directors. 


In a coats-off, shirtsleeve presen- 
tation of “Sell 
* 


during the 32nd annual convention 
and asked a state constitutional 
amendment making such diversion 
illegal. 

“Utah motorists are paying 
highway taxes on gasoline that 
are in excess of the equivalent 
of a 40 percent retail sales tax,” 
the UADA resolution asserted. 
“The state of Utah has lost an 

estimated 240 miles of new road 
construction to past diversion of 
highway taxes for nonhighway use, 
and diversion of highway taxes vio- 
lates the Hayden-Cartwright Act 
of 1933. 

“Therefore, be it resolved that 
Utah Automobile Dealers Assn. in 
convention in Salt Lake City on 
Dec. 2, 1959, opposes any further 
diversion of highway funds for 
nonhighway purposes and goes on 
record favoring a constitutional 
amendment to make such diver- 
sions illegal.” 

The convention elected Harold 
Holley, American Fork Buick-Pon- 
tiac dealer, as president and named 
the following slate of officers: 

L, Calvin Bosse, Salt Lake City, 
Rambler; Henry S. Day, Midvale, 
Ford; Robert B. Bradshaw, Cedar 
City, Buick-Chevrolet, vice-presi- 
dents; Edwin B. Givan, Provo, 
Ford, secretary; Edmund B. 
Browning, Salt Lake City, Buick, 
treasurer 


Orson J. Brown, Spanish Fork, 
Chevrolet-Oldsmobile; Richard C. 
Freed, Salt Lake City, Plymouth- 
DeSoto-Valiant; Ernie Hansen, 
Logan, Oldsmobile-Rambler; Jerry 
Hayes, Salt Lake City, Buick- 
Willys; John Hinckley, Ogden, 
Dodge; Frank B, Streator, Salt 


Collins to Succeed 
Muma at Divco; 
Hall Transferred 


NEW YORK.— Key executive 
shifts, described as a final step in 
acorporate realignment begun 
three years ago with the merger 
of Divco Corp. with Wayne Works, 
Inc., are announced by Newton 
Glekel, president of Divco-Wayne. 

Holmes T. Collins jr., manager 
of the Divco Truck division at De- 
troit, will replace G. E. Muma, re- 
tiring executive vice-president of 
the corporation, who also was 
Diveo division manager and, prior 
to the 1956 merger, president of 
Diveo Corp. 

Frank W. Hall, executive vice- 
president of Divco-Wayne and head 
of production and operations since 
1955, will transfer from Richmond, 
Ind., to Detroit as director of the 
corporation’s new expansion pro- 


gram. 

David C. Walker, division man- 
ager for Wayne Works division in 
Richmond, will assume complete 
responsibilities for operations there. 





Discussing the Future— 

Talking over the outlook for the auto 
industry at the. convention of the Utah 
Automobile Dealers Assn. were, from left, 
James C. Moore, executive vice-president 
of NADA; Charlies J. Seyfter, Ford division 
dealer relations manager, and Ed Cowan 
jr. Chevrolet national used-car manager. 


with Vim,” W. 


* * 





Utah Speakers— 


Two of the speakers who stressed sales- 
manship at the Utah Automobile Dealers 
Assn. convention were W. Heartsill Wilson, 
left, assistant general sales manager for 
Plymouth-DeSoto-Valiant, and Alan G. 
Rude, president of Universal CIT Credit 
Corp. 


Heartsill Wilson, assistant general 
sales manager for Plymouth- 
DeSoto-Valiant, gave a packed au- 
ditorium a demonstration of sales- 
manship, digging into the wealth 
of his background for clinchers 
and closings that really work. 


Only the stabilization of the 
steel industry is needed to make 
1960 a banner year for automo- 
bile sales and production, as- 
serted Charles J, Seyffer, dealer 
relations manager for Ford divi- 
sion. 

“I believe the automobile indus- 
try will go into unprecedented pro- 
duction once the steel supply pic- 
ture is clarified,” Seyffer said, 
adding that he looks for no radical 
changes in Ford’s dealer relations 
program in the coming year. 


Representing NADA at the Utah 
convention was James C. Moore, 
executive vice-president, who 
pledged NADA’s resources in a bat- 
tle to kill the Federal excise tax 
that was imposed on automobiles 
as a wartime measure in the 1940s 
and is still “a millstone on the 
industry’s neck.” 


Extension of the wage and j 


hour law also will be resisted by 
NADA, Moore said. 

“We believe the wage and hour 
law extension would certainly im- 
pose a burden upon the small auto- 
mobile dealer which he would be 
unable to bear. We will campaign 
against it— and vigorously — when 
Congress meets,” Moore declared. 


DuPont 5 Leave GM Board; 
Banker Is Only Addition 


NEW YORK.—The five duPont 
representatives on the General Mo- 
tors board last week resigned in 
compliance with a Federal Court 
order and a Boston banker was the 
only replacement named. 


Gone are Donaldson Brown, 
Walter S. Carpenter jr., Lammont 
duPont Copeland, Emile F. du- 
Pont and Henry B. duPont. 

Federal Court in Chicago ordered 
a severing of ties between duPont 
and GM as a part of a ruling in 
a case in which the Government 
sought to have duPont divest itself 
of its 23-percent stock ownership 
of GM. 

In compliance with the ruling, 
Alfred P. Sloan jr., honorary chair- 
man of GM, resigned from the 
duPont board. 

Named to the GM board last 
week was Lloyd D. Brace, chair- 
man of the First National Bank of 
Boston. He will serve on the 
board’s finance committee, 


In other action, the GM board 
named Lucius D. Clay, a director 
since 1951, as a member of the 
bonus and salary committee. Cal- 
vin J. Werner, newly appointed 
general manager of GMC truck 
and coach division, was elected a 
vice-president of the corporation. 

In accepting the resignations of 
the five directors, the GM board 
issued a statement which said: 


“These directors and their pred- 
ecessors have served the corpora- 
tion ably and conscientiously for 
over 40 years. They contributed in 
a most substantial way to the prog- 
ress of the enterprise. They were 
always available for advice and 
counsel, which was the more valu- 
able because of their wisdom and 
judgment, and their broad business 
knowledge and experience. 

“In representing the investment 
of duPont and its shareholders in 
General Motors, these directors 
have also represented most effec- 


Middletown (O.) Dealers 
Name Phillips President 


MIDDLETOWN, O.—Kenneth B. 
Phillips, vice-president of Middle- 
town Lincoln-Mercury Co., has 
been elected president of the Mid- 
dletown New Car Dealers Assn. He 
succeeds James Curry, executive 
vice-president of Ross Motors, Inc. 

Other officers elected were Clar- 
ence Hughes, president of Hughes 
Motors, Inc., - vice-president, and 
L. W. Howe, vice-president of Howe 
Motor Co., secretary. 





tively the best interests of General 
Motors.” 

The resignations and the ap- 
pointment of Brace leaves GM 
with a 30-man board. 


Brace was born in Lincoln, Neb. 
In 1925 after graduation from Dart- 
mouth College, he joined the First 
National Bank of Boston. He serv- 
ed the bank in various capacities 
and was named president in 1947 
and chairman on Oct. 8, 1959. 


Among corporations of which 
Brace is a director are American 
Telephone & Telegraph Co., Gillette 
Co., John Hancock Mutual Life In- 
surance Co., Stone & Webster, Inc., 
United Shoe Machinery Corp., and 
} Smelting, Refining & Mining 

Brace is a trustee of the Rocke- 
feller Foundation, the Massachu- 
setts General Hospital and other 
organizations. He is a life trustee 
and member of the executive and 
investment committees of Dart- 
mouth College and a life member 
of the corporation of the Massa- 
chusetts Institute of Technology. 


Werner, before his present ap- 
pointment, had been general man- 
ager of GM’s Moraine Products di- 
vision at Dayton, O., for almost five 
years. He began his General Motors 
career in 1923 with Delco Products 
division of Dayton. 





. 


seated from left, Henry S. Day, second 


president; standing, Edmund B. Browning, treasurer; Frank B. Streator, director; Richard 
L. Warner, director and outgoing president, and Elias J. Strong, executive vice. 
president. 





Ford Motor Celebrates .. . 





50th Year 


By E. C. Bash 
Staff Correspondent 


ATLANTA.—Ford Motor Co, has 
begun its second half-century in 
Georgia. 

Starting with only a few em- 
ployes in a small sales and service 
branch at 41 Ivy St., Atlanta, in 
November, 1909, Ford steadily ex- 
panded until today its Georgia in- 
stallations form an important link 
in the company’s sales and produc- 
tion operations, 

Henry Ford, founder of the 
company and grandfather of the 
current president, Henry Ford I, 
established his first Southern 
branch in Atlanta because he be- 
lieved the area had great poten- 
tial as an automobile market— 
a belief long since realized. 


The future economic growth of 
the nation will depend largely on 
how imaginative and creative 
American business enterprise can 
be, an executive of Ford division 
said during the celebration of 
Ford’s Atlanta anniversary. 


Charles R. Beacham, assistant 
general manager of Ford division, 
said goods consumption is the key 
growth factor and “we can fairly 
place upon business the primary 
responsibility for increasing con- 
sumption—provided, of course, that 
we create conditions that encour- 
age business to do so.” 

made his remarks 

before a gathering of some 300 
prominent Atlanta and Georgia 
civic and community leaders. 

He stated that there is no doubt 
of the nation’s economic “growth 
potential” because of the solid facts 
of a growing population and a rec- 
ord of rising personal incomes. 


“How far and how fast we go,” 
* . * 





Georgia Celebrates Ford Anniversary— 
Ford Motor Co.'s 50th anniversary in Georgia was celebrated Nov. 24 at a dinner 


for 300 Atlanta civic and community leaders. Addressing the guests were, from left 


‘ 


Mayor William B. Hartsfield; Charles R. Beacham, Ford division assistant general man- 
ager; Benson Ford, Ford vice-president and chairman of the Ford Dealer Policy Board, 
and Gov. Ernest Vandiver. Earlier in the day Beacham presented Gov. Vandiver with 


a@ Ford ambulance, who in turn presented 
Public Health. 


the vehicle to the Georgia Department of 


Officers Elected by Utah Dealers— 


Officers elected at the convention of the Utah Automobile Dealers Assn. were, 






vice-president; L. Calvin Bosse, first vice 


in Georgia 


he added, “depends largely on how 
well all of us in business, in labor, 
in agriculture and in government 
understand and accept the process 
of economic growth in a private 
enterprise economy.” 

No economic group should try to 
take out of the economy more than 
it puts in, he said. 

“When that rule is violated,’ 
Beacham emphasized, “when we 
try to increase incomes faster 
than the growth in production 
and real wealth, we create only 
distortion, inflation and instabil- 
ity.” 

First public announcement of 
Ford in Atlanta was made in con- 
junction with the opening of the 
National Auto Show held at the 
city’s Auditorium-Armory. An esti- 
mated 100,000 persons thronged 
through the displays of more than 
100 car manufacturers, almost all 
of whom have disappeared from 
the scene today. 

The new Model-T Fords, which 

(Continued on Page 41, Col. 3) 


Banks Note Rise 


In Delinquencies 
On Auto Loans 


NEW YORK.—Bankers noted an 
increase in auto loan delinquencies 
in October, a survey by the Ameri- 
can Bankers Assn. shows. 


Of loans obtained through deal- 
ers, 1.37 percent were delinquent on 
Oct. 31, up from the 1.32 percent on 
Sept. 30 and 1.35 percent on Oct. 
31, 1958. 


Of loans obtained directly from 
banks, .83 percent were delinquent 
on Oct. 31, compared to .81 percent 
on Sept. 30 and .74 percent on Oct. 
13 of last year. 

Four other classes of consumer 
loans covered in the survey showed 
increased delinquencies during Oc- 
tober. All four classes continue to 
show higher delinquency rates than 
the two classes of auto loans. 

The association expressed no 
alarm about the upswing in delin- 
quencies and indicated that fears 
that credit is getting out of hand 
are unfounded. The manner in 





which consumers, the auto industry R 
and financial officials are handling | ®€a 
credit was praised by the associa- secu 
tion. 

+ can 
Wilson Rests in Louisiana | mor, 
After Mild Heart Attack }the} 

DETROIT. — Charles E. Wilson, z 
General Motors director and for-| ®4TS 
mer president, is vacationing at} jn r 
his Norwood (La.) plantation fol- 
lowing recovery from a mild heart! Mag 
attack. 

Wilson suffered the attack in Mo: 






Florida in October and spent three 
weeks in a Detroit hospital. He ex- 
pects to return to Michigan from 
Louisiana before Christmas. 
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Year after year, the 
U. S. public has en- 
dorsed the Rambler 
with growing enthusi- 
asm—by buying more 
of the cars each year. 
To keep this trend ac- 
celerating, American 
Motors will continue 
to advertise in 
g|Reader’s Digest in 1960—for the fourth con- 
secutive year. Digest advertising enables Ameri- 
can Motors to tell its Rambler story not only to 
! [more people (over 35 million read each issue of 
; the Digest), but to more prime prospects for new 
--| cars. The Digest is read by more people living 
t/in new-car-buying households than any other 


l- 
rt! Magazine, 





n 


| Most Favorable Climate for Sales 


nj Another reason Rambler will use the Digest 
again in 1960 is the magazine’s unmatched en- 





Rampier Repeats IN THE Dicest... 
| -...for the fourth consecutive year 


vironment of prestige and believability. People 
everywhere have faith in Reader’s Digest—in 
its editorial and advertising columns alike. This 
confidence, of course, plays a vital role in a 
buyer’s deliberations on a major purchase. 


Reaches Your Best Prospects 


What does all this mean to Rambler Dealers? 
Simply this: Rambler advertising in Reader’s 
Digest will continue to reach—in the most favor- 
able selling atmosphere—one out of every three 
good prospects for cars in every trading area. 
Continued high sales of Rambler in 1960 will 
be supported by advertising in America’s most 
widely read magazine, where it will reach: 


e 26 million readers in families that 
own Cars. 

e 5.8 million readers in families 
owning two or more cars. 


e 63% of the families buying new 
U. S. cars. 






e 50% of all families with an annual 
income of $10,000 or more. 


No other publication can approach the Reader’s 
Digest car market for size or ability to buy. 


Rambler Dealers can expect even bigger show- 
room traffic—and sales—in 1960, as more and 
more people see Rambler °60 advertised in 
Reader’s Digest. 


People have faith in 


eaders Digest 





Largest magazine circulation in the U. S. 
Over 12,000,000 copies bought monthly 
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and 
Olds Dealers 
are ready 


to SO/ 


Oldsmobile plants across the country are back in pro- 




















duction . . . 1960 Rocket Engine cars are headed for 







dealerships everywhere! 


And Oldsmobile’s Quality Dealers have a great selling 






and profit opportunity . . . with three established 






Series and 17 glamorous body styles. Plus, of course, 






a double-barreled power story—the REGULAR ROCKET 








Engine for the Dynamic 88 that thrives on lower-cost, 
regular gas and the PREMIUM ROCKET for Super 88 


and Ninety-Eight models. 










But that’s not all! Only Olds dealers have the demon- 


stration advantages of the super-quiet Quadri- 






Balanced Ride. It’s the quietest ride prospects ever 









tried, thanks to Oldsmobile’s exclusive Vibra-Tuned 
Body Mountings, Nylon-Sleeved Shock Absorbers, 


Wide-Stance Chassis and Guard-Beam Frame! 


Obviously, this is a great time to be a member of a 


solid, stable selling team that’s “raring to go”... 






obviously it’s great to be an Oldsmobile Dealer! 









Mighty satisfying news — the Rockets are rolling! Oldsmobile’s 
Quality Dealers are ready for the dynamic market of the 







Rocketing ‘60's with the finest the medium-price class has to offer! 






FOR €3 ©) OLDSMOBILE DIVISION OF GENERAL MOTORS CORPORATION, LANSING, MICHIGAN 
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Capsule Comment 


Although most dealers are optimistic about booming car 
sales in 1960, the new-model bloom seems to have faded and 
considerable promotion will be necessary to spur buying, the 
nation’s auto dealers told AUTOMOTIVE NEws in a survey. 

New-car buying is a sensitive thing; it needs constant 
prodding. 

* * * 

Plans are under way for the “biggest ever’ National 

Auto Show in Detroit’s new Cobo Hall next October; it 

will mark the first time the maker-sponsored show has 

ever been held outside New York City. 
Here’s a real opportunity for the industry to do a 

superb job in its own backyard. 
* * * 


A device which will check hydrocarbon emission “blow-by”’ 
vapors from the engine crankcase is being readied by auto 
makers for 1961 cars to reduce smog components in Califor- 
nia. 
It probably will be offered everywhere to reduce air 

pollution. 
* * * 

Some Washington observers believe that the long-dormant 
Baker-Herlong bills, calling for sharp reductions in personal 
and corporate income taxes, have a good chance of getting 
consideration in the House Ways and Means committee next 
year. 


This seems too good to be true. 
a‘ 


* * 

__ The “Holiday Safe-Driving Letter,” which the Inter- 

Industry Highway Safety Committee proposed, is being 

sent to car owners by auto makers, dealers and tire 
companies. 

A truly worthwhile project. 

” * 


Expecting a million-plus sales year in 1960, truck makers 
have filled gaps in their new lines and redesigned their mod- 
els extensively. 
Competition at its best. 
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Events 


y%& Eprror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., [3th Annual 
Convention, Eden Roc Hotel, Miami 


Beach, 

Jan, 30-Feb, 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb, 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automobile Dealers Assn, of 
ene, Buena Vista Hotel, Biloxi, 

iss, 

Apr. 2426—Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 

April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn. Salisbury Club, 
East Meadows, Long Island. 

May !-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 

May 1-3— Georgia Automobile Dealers 

_.Assn., British Colonial Hotel, Nassau. 

“— 5-6—Joint Convention of Kansas 

otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 
Muehlebach, Kansas City, Mo, 

May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 
Grand Canyon, Ariz. 

May 8-10— Oregon Automobile Dealers 
Assn., Benson Hotel, Portland. 

May 12-14—Washington State Auto Deal- 
ers Assn., Longview. 

May 13-14— South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston. 

May 29-3I—New Mexico Automotive Deal- 
ers Assn.. Western Skies Hotel, Albu- 
qerque. 

June 7-9—New York State Automobile 
Dealers, Spring Meeting and Golf Tour- 
nament, Grossinger's, N. Y. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford ——- Hotel. Bedford, Pa. 
June 23-26—Michigan Automobile Dealers 
Assn.. Grand Hotel, Mackinac Island. 
Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


apolis. 
Sept. 18-20—New York State Automobile 


Dealers, 37th Annual Convention, The 
Concord, Kiamesha Lake, N. Y, 
a. sS e 
Auto Shows 
Jan. 8-10—Birmingham Auto Show, Bir- 
a, Ala. 
Jan. &16—Indianapolis Auto Show, State 


Fair Grounds, Indianpolis, 

Jan. 9-16—Pittsburgh Auto Show, Hunt 
National Guard Armory, East Liberty, 
Pittsburgh, 

Jan. 9-17—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo, 

Jan. 9-17—Buffalo Auto Show, Maston 
Avente Armory, Buffalo. 

Jan, 9-17— Upper Midwest Auto Show, 
Auditorium, Minneapolis (includes im- 


port). 

Jan. 13-17— Auto Show of the National 
Capital Area, National Guard Armory, 
Washington, D. C. 

Jan. 15-25—I nternational Automobile 
Show, Mexico City. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21-23—Greenville Auto Show, Green- 
ville Memorial Auditorium, Greenville, 


> Nes 

Jan, 23-30 — Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami. 

Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb, 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
ockaees imports), 

Feb. 6-14—Detroit Auto Show, Artillery 
Armory (includes imports). 

Feb, 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb, 19-2I—Albuquerque Auto Show, State 
Fair Coliseum, Albuquerque, 

Feb. 27-March 6—Kansas City Auto Show, 
Municipal Auditorium Exhibition Hall, 
Kansas City. 

%& March 30-April 3—Louisville Auto Show, 
Kentucky Fair & Exposition Center, Louis- 


ville. 

Apr, 49—Philadelphia International Auto 
Show, Trade and Convention Center, 
Philadelphia, (Foreign and Domestic 


Cars.) ; 
Oct. 15-23 — National Automobile Show, 
Cobo Hall, Detroit. 


General 


Jan. 24-27—19th Annual Truck Trailer Man- 
ufacturers Assn. Convention, Hotel del 
Coronado, Coronado, Calif. 

Jan, 25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
(See CALENDAR, Page 14, Col, 1) 








Automotive Cartoon 


Of the Week 


AAOTOR SALES 


"| figure there's no point in my getting all steamed up 
until | find out if you're qualified.” 


Letterbox 


‘Free Advice ........ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 


used if you so request. 


He Prefers Valiant, But... 

Well, I’ve seen the compact cars 
of all the Big Three. My choice of 
the three would be the Chrysler 
Valiant. It’s better styled and bet- 
ter engineered. There isn’t one of 
the three equal to the Studebaker 
Lark, or the Rambler won’t equal 
the Lark. 

What Studebaker-Packard 
needs is a full line of larger cars 
styled like the Lark—a six and 
an eight on a 114-inch wheelbase, 
an eight on a 120-inch wheelbase 
and a V-8 and 12 on a wheelbase 
of 127 inches and a line of four 
Packards, two V-8s and two 
V-12s and two compact lines, the 
Liberty on 112-inch wheelbase 
and the Clipper on 116-inch 
wheelbase, with six-cylinder and 
eight-cylinder motors. 

I think the Olds ought to make 
a V-12 on the 98 wheelbase and also 
that Buick and Cadillac should 
have a V-12. I think the Lincoln 
should make a V-12 with their V-8 
and the Imperial a V-12 along with 
their V-8. 

I wouldn’t be afraid to bet that 
there will be some newcomers with 
wheelbases from 90 inches to 110 
inches before next fall. 

I think that the whole auto 
industry will be surprised the 
way DeSoto will go over. I 
wouldn’t be surprised if DeSoto 
will go up to 150,000 for the 1960 
run, and that the Mercury 1960 
run will go better than 400,000. 
I think they should push Lincoln 

more. There should be a market for 
100,000 Lincolns and 25,000 Contin- 
entals. They should be styled a lot 
more massive and at least add ten 
more inches to their wheelbase. 

“I think Ford should make the 


The Big Stories 


34 Years Ago 


A November record was established by the automobile industry 
when 379,300 cars and trucks were manufactured. The 11-month 
total is 3,997,954, exceeding the record 11-month total of 1925 by 5.6 
percent, and insuring an alltime production mark for 1925. 


20 Years Ago 


Production this week amounted to 116,363 to bring the year’s total 


to 3,381,540. 


10 Years Ago 


Domestic production succeeded in passing the six-million vehicle 
mark this week. Production for the year included 4,937,406 cars and 
1,091,503 trucks for a total of 6,028,909. Before Jan. 1 another 200,000 
units will probably be added to that accounting, which many observ- 
ers feel will stand for a long time to come. 
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Frontenac, Meteor and Mone 
for the U. S. market and that 
should be styled different from th 
Canadian version. There’s an ope 
ing for small cars like the Vespa 
and the new Isetta coupe, a god 
chance for motor scooters, motor 
cycles and airplane parts manufac 
turing. 

There’s a good chance for ho 
trailer manufacturers to conv 
their plants to the manufacturin 
of assembled cars. 

I think there’s going to be goo 
results from the new Checker 
I think they will take. I also think 
that Checker should add a V-8 ar 
a smaller line of sixes. I don't 
see why Willys doesn’t make 
Overland size of the old 90, a fow 
and a six on 108-inch wheelba 
and a six and V-8 on 112-inch 
wheelbase and a V-8 on 118-in¢! 
wheelbase.—HErBERT PAarKER, O8 
land, Ill. 


* * * 

















Too Much Ennui? 


Your article in the AvutTomo' 
News published Nov. 16, title 
“Busy Salesman Never Bored” ce 
tainly hit the nail on the head, I'm 
quite sure they are a number 0 
dealers that have what you call 
occupational hazard.— Sates MAN- 
AGER. 

* * ok 


Texas Tangle 


This is to call your attention to 
an error and an incorrect inference 
to our Association contained in the 
cutline under the picture at th 
bottom of Page 6, column 1, of the 
Nov. 23 issue of Automotive NEW 

I refer to your reporting of th 
election of W. A, Terry, of Wace 
as president of the “Texas Automo- 
bile Dealers Assn.” This should 
read “Texas INDEPENDENT Au- 
tomobile Dealers Assn.” 

Since our organization operates 
under the initials “TADA” it 
would appear that we have elect- 
ed a used-car dealer as’ president 
of the new-car dealers association 
and a certain amount of confu- 
sion could arise, particularly since 
nowhere in the body of the story 
is there any mention that the 
story is about the used-car dealer 
group. 

Incidentally, we will hold our 
TADA convention in Corpus Christi, 
Tex., on May 1-3, 1960, at which 
time a new president will be elect- 
ed. — Tom J. Crooks, Manage? 
Texas Automotive Dealers Ass 
Austin, 
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One look tells you: This car is a winner. Its clean and classic 
lines reflect the skill of master Italian designer Bertone. Its 
power and performance—exceeding many higher-priced 
competitors—reflect the solid engineering by NSU Werke, 
West Germany. 
Now look again. If you are an NSU PRINZ dealer (or can 
qualify for the dealership) there’s even more beauty here 
than meets the eye: the beauty of a brighter, more profitable 
sales picture... of the new selling power the SPORT PRINZ 
can generate for your entire small car line. 
— Picture this car in your showroom win- 
—_— ~~ dow. It’s a stopper; a traffic builder. Its 
fresh new approach to sports car design 
doesn’t just attract prospects, it lures them 
! into your showroom—brings in more look- 
ers and askers for your entire line of cars. 
And you’ll have the answers for them. 
For the young-at-heart of any age NSU 


SPORT PRINZ offers great road performance : Top-speed— 
85 mph. Superior cornering, rapid acceleration, precision 
rack-and-pinion steering. To a family man, thinking of econ- 
omy, you can talk about its thrifty 47 miles per gallon of 
regular gas, its air-cooled (no anti-freeze, ever) aluminum 
36 hp rear engine, its trouble-free overhead cams, its ease of 
servicing with only two lubrication points. And his wife and 
daughter will love those luxurious interiors. 
Kasy to sell? The SPORT PRINZ practically sells itself! 
NSU PRINZ (right) one of the 
fastest-growing models in the small 
car field. Road & Track called tt 
“Clearly the best designed ” of all 
the cars im its class. The “‘ giant- 
killer’’ of Iittle Le Mans 8-hour 
endurance run, it out- performed a a 
sedans with twice its engine capac- 
ity, costing much, much more. 


DOUBLE ANNOUNCEMENT: 
NSU SPORT PRINZ PLUS NEW PROFIT PICTURE! 


HOW THIS 
NEW CAR BEAUTY 
BRINGS YOU 
MORE 
ALIS 


Lt ae. 


ae 


NSUt SPORT PRINZ 


SOLE U.S. IMPORTER: FADEX COMMERCIAL CORP., NEW YORK AND CALIFORNIA 
EXECUTIVE OFFICES, 487 PARK AVENUE, NEW YORK 22, NEW YORK. PL 1-7200 















The following prices include the sug- 


delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 

portation charges and op- 


(Copyright, 1959, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., 
2-dr. sed., $2,756; 4-dr. hardtop, 


wag., $3,493. Invicta—4-dr. sed., 
4-dr. hardtop, $3,515; 2-dr, hardtop, 
4-dr. 3-seat stat, 


$3,841; wag., 


mission standard on Invicta, Electra 





The Adams Team— 


Neal and Bernice Adams operate a 
thriving Dodge dealership in Jackson, 
Tenn., and they believe that a husband- 


225.) 


CADILLAC—Sixty-Two — 4-dr. 
(flat roof or sloping roof), 
hardtop, $4,892; conv., $5,455; 






























wife combination has plenty of advan-| »44°) $5498; Coupe de Ville 2-dr, hardtop, 
tages in both large and small deals. Mrs.| $5,252; Eldorado Seville 2-dr, neceeee 
Adams knows all phases of the business $7,401; Eldorado Biarritz conv., $7,401. 
. q : Ss -dr. hardtop, $6,233. Seven- 

—even trucks, which she likes to deliver Ses: tame. sed., we bee, limousine. 
herself. $9,748. Eldorado -dr. hardtop, 
$13,075. (Hydra-Matic, power steering, 


power brakes standard on all models.) 
CHECKER—Superba — 4-dr. sed., §2,- 


et aad and Wife 
Make Dodge Deal 


Hum in Tennessee 


JACKSON, Tenn.— Bernice and 
Neal Adams believe that a hus- 
band-wife dealership operation has 


aration charge.) 


CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). 
Fleetmaster—4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Bisea: -dr. sed., $2,316; 2-dr. 


4-dr. sed., $2,438; 2-dr. sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 
pala—4-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, 


$2,597; conv., $2,847. 
many advantages for both large) station Wagons—2-dr. 2-seat Brookwood, 
and small outlets, providing the) $2,586; 4-dr. 2-seat Brookwood, $2,653; 


4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 


CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 


wife has an understanding of busi- 
ness and sales. 

They've proved their point. 
Adams is a Dodge dealer, and Mrs. 
Adams has helped him triple his 


“y $3,279; conv., $3,623; 4-dr, 2-seat stat. 
business in four years. “I'd hire two wee., GLYER: @-Gr, Senet otat, was, 
or three more women in sales if| 53,814. ‘Saratoga—4-dr. sed., $3,929; 4-dr. 


hardtop, $4,067; 2-dr. 
New Yorker — 4-dr. sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr. 2-seat stat. wag., 
$5,022; 4-dr. 3-seat stat. wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 


I could find them,” Adams said. hardtop, $3,989. 


They feel that 85 to 90 percent 
of cars are sold with the wife’s ap- 
proval, and they agree that a 
woman knows best how to sell an- 
other woman. 

Adams opened a used-car lot here 


after World War II, —_ his — oer An-t00 Serteo—4-dr. sed. $2,- 

kept books for him and helped him ; ¢pe., $1,984. ries—4-dr, sed., 

tions cars. She gradually be-| $?:10%; cpe., $2,049. 

came an expert on used-car prices] , DeS?TO Riretite ool. nardtos ee 

and added appraising to her duties.| 102. Adventurer—4-dr. sed., $3,579; | 4-dr. 
The couple entered the new-car|hardtop, $3,727; 2-dr. hardtop, $3,663. 


(TorqueFlite standard on Adventurer.) 


DODGE—Dart— (Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet -dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Semeca—4-dr. sed., $2,330; 
2-dr. sed., $2,278; 4-dr. 2-seat stat. wag., 

a Pioneer—4-dr. sed., $2,459; 
sed., $2,410; 2-dr, hardtop, $2,488; 
4-dr. 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. Dodge 
Matador V-8 —4-dr. sed., $2,930; 4-dr. 
hardtop, $3,075; 2-dr. hardtop, $2,996; 
4-dr. 2-seat stat. wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr. hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr. 2-seat 
stat. ae $3,506; 4-dr, 3-seat stat, wag., 


EDSEL—(Prices are for V-8s. For six- 
cylinder models, deduct $83.70, Convertible 
is not offered with six-cylinder.) Ranger— 
#dr. sed., $2,697; 2-dr. sed., $2,643; 4-dr. 
hardtop, $2,770; 2-dr.»hardtop, $2,704.50; 
conv., $3,000. Station Wagon—4-dr. 2-seat 
Villager, $2,988.50. 


field in 1955 and switched to Dodge 
shortly before the ’57 models were 
introduced. In the 59 model year, 
Adams Motors sold 135 new cars, 
23 trucks and about 270 used cars. 
The parts and service gross was 
about $30,000. 

Mrs, Adams says she can sell to 
both women and men, and she has 
little trouble convincing men that 
she can talk cars with them. She 
doesn’t confine herself to car sales 
though. She’s familiar with all 
phases of the business—including 
truck sales. 


59 Traffic Toll 
Shows First Dip 


CHICAGO.—T he nation’s traffic 
death toll came down in October 
for the first time this year, accord- 
ing to the National Safety Council. 
It not only was 5 percent below 
the like month last year, but was 
the lowest for any October since 
1949 





Car registrations by 
states as compiled 
by R. L. Polk & Co. 


AMC 
Ram- 
bler 


Chrys- 
ler 





The totals were 3,420 highway 


$2,870; 
$2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
$3,357; 
$3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 
$3,948. 

-dr.- sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive 7 
an 
Electra 225. Power steering and power 
brakes standard on Electra and Electra 















hardtop 
$5,080; 2-dr. 

; Sedan 
de Ville 4-dr. hardtop (flat roof or sloping 


542.42. (Price does not include dealer prep- 


Biscayne 


yne—4 
sed., $2,262; utility sed., $2,175. Bel Air— 


sed., 


4-dr. 
253. 


912. 


hardtop, 


hardtop, 


598.30; conv., 
$10,230. 


limousine, 


730; 


$2,549; 
lMner—2-dr. 
conv., 
seat Ranch Wagon, 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 
$2,837; 4-dr. 3-seat Country Squire, $2,967. 
Thunderbird—(V-8 standard)—2-dr. 
top, $3,755; conv., $4,222 
IMPE 


4-dr. 


hardtop, 


$5,945; 
Continental—4-dr. 
$6,845.36; 
$7,056.20; town car, $9,208; 
(Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 
MERCURY—Monterey—4-dr. 


2-dr. $2,631; 


els. For V-8s, 
(Fleet)—4-dr. 
$2,230. Fatrlane—4-dr. sed., 
sed., $2,257; business 2-dr., 
lane 500—4-dr. $2,388; 
$2,334. Galaxie—4-dr. 
4-dr. hardtop, 
hardtop, 
$2,800. Station Wagons—2-dr. 
$2,586; 


$5,647; 
$5,773.50. 
hardtop, 


sed., 


sed., 


sed., 


2-dr, 


-dr. 
2-dr. 
sed., 


sed., 


sed., 
hardtop, 


$6,318. 


sed., 


$2,610. 


RIAL—Custom—4-dr. sed., 
4-dr, hardtop, $5,029; 2-dr, hardtop, 
922.50. Crown — 4-dr. 
hardtop, 
conv., 
318; 


4-dr. 


sed., 


5 FALCON—4-dr. sed., $1,974; 2-dr. sed., 
1, 

FORD—(Prices are for six-cylinder mod- 
add $113.) Custom 300 
$2,284; 2-dr. 
$2,311; 
$2,170. Fair- 

2-dr. 
$2,603; 
$2,675. Star- 

Sunliner — 


$5,441; 


hardtop, 


4-dr, 


sed., 


$2,845; 2-dr. hardtop, $2,781, conv., 


077. Montclair—4-dr. 


hardtop, $3,394; 


2-dr. 


sed., 


$3,280; 
hardtop, 


sed., 
2-dr. 


2- 
2-seat 


hard- 


$5,029; 


4-dr. 
$5,698. 
4-dr. 
$6,- 


$2,- 
hardtop, 

$3,- 
4-dr. 
$3,331. 


AUTOMOTIVE NEWS, DECEMBER 14, 1959 


hardtop, 


Lane.) 


2-dr. 


sed., 


hardtop, 


$5,647; 4-dr. 
$5,403; 
-dr. sed., $6,- 
(TorqueF lite, 
power steering, power brakes standard on 
all models.) 
LINCOLN—Lincoin—4-dr. 
$5,441; 2-dr, hardtop, $5.- 
$5,945; 
hardtop, 
$6,845.30; 
2-dr. 


2-dr. 
Fury Six—4-dr. sed., 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr. 2-seat Deluxe Suburban, §$2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 
engine is not available.—Fury V-8—conv., 

Station Wagon V-8—4-<dr. 
$2,990; 


conv., 


sed., 


$2,967. 
Custom Suburban, 
Sport Suburban, $3,024; 4-dr, 3-seat Sport 
Suburban, $3,134. 
PONTIAC—Catalina—4-dr. 
2-dr. sed., 
2-dr, hardtop, 


Park Lane — 4-dr. 
$3,794; 
Wagons—4-dr. 


$2,631; 


Current Prices on U. S. Cars 


2-dr. 


hardtop, 
conv., 


hardtop, 


$4,018. 
2-seat Commuter, 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual range 
steering, power brakes standard on Park 


Merc-O0-Matic, 


$2,835; 4-dr. 


hardtop, 
(Hydra-Matic, power steer- 
-| ing, power brakes standard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 
Six—4-dr. sed., $2,277; 2-dr. sed., 
Savoy Six—4-dr. sed., 
$2,260. Belvedere Six—4-dr. 
$2,389; 2-dr. hardtop, 
$2,575; 4-dr. 


sed., 


4-dr, 





$3,858; 2-dr. 
Station 
$3,127: 


OLDSMOBILE—Series 88 .— 4-dr. 
$2,900; 2-dr. sed., 
$3,034; 2-dr. hardtop, $2,956; conv., 
284; 4-dr, 2-seat stat, 
3-seat stat. wag., $3,471. 
$3,176; 4-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat, wag., $3,665; 4-dr. 3-seat stat, wag., 
$3,773. Serles 98—4-dr. sed., 
$4,159; 
$4,362. 


$3,887; 4-dr. 
$4,083; 


$2,310; 2-dr. 


power 


sed., 
hardtop, 
$3,- 
wag., $3,363; 4-dr. 
Super 88—4-dr. 
$3,402; 2-dr. 


$2,227. 
sed., 
$2,439; 
$2,461. 

hard- 


3-seat 
2-seat 














— 


2-seat stat. wag., $3,099; 4-dr. 3-seat 
wag., $3,207. Ventura—i-dr, hardt: P, BB, 
047; 2-dr. hardtop, $2,971. Star 
4-dr, sed., $3,003; 2-dr. sed., $2,932; 
hardtop, $3, 136. Bonneville—4- dr. 
$3,331; 2-dr. hardtop, v 
476; 4- dr, 2-seat stat, wag., $3, 530. 


RAMBLER — American Deluxe —~ 4.4 

sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-gex 
stat. wag., $2,020. American Super—4.q, 
sed., $1, 929; 2-dr. sed., $1,880; 
2- seat stat. wag., $2,105. Deluxe Six—4-¢r 
sed., $2,098; 4-dr. 2-seat stat, wag., $2, 
427. Super Six—4-dr. sed., $2,268; 4-q 
2-seat stat. wag., $2,562; 4-dr. 3-seat sta, 
wag., $2,687. Custom Six—4-dr. sed., $2. 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat. wag., $2,677; 4-dr, 3-seat stat. wag, 
$2,802. Rebel Super V-8—4-dr. sec., $2. 
387; 4-dr. 2-seat stat. on $2,681; 4-day 
3-seat stat. wag., $2,806 ‘Rebel Custom 
V-8 —4-dr. sed., $2, 502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat, ae $2,796; 
4-dr. 3-seat stat. wag., $2,921. Ambasss 
dor Super V-8—4-dr. sed., $2,587; 4-d, 
sed., $2,587; 4-dr. 2-seat stat. wag., §2,. 
881; 4-dr. 3-seat stat. wag., $3,006. Am 
bassador Custom V 8—4-dr. sed., $2,732; 
4-dr, hardtop, $2,822; 4-dr, 2-seat stat, 
wag., $3,026; 4-dr. 2-seat hardtop stat, 
wag., $3,116; 4-dr. 3-seat stat. wag., $3. 
151. 

STUDEBAKER—Lark Deluxe Six—4-i;, 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seq 
stat. wag., $2,366; 4-dr. 2-seat stat. wag, 
$2,441. Lark Deluxe V-8—4-dr. sed., $2. 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat, 
wag., $2,501; 4-dr. 2-seat stat. wag., §2. 
576. Lark Six—4-dr. sed., $2, 196; 
2-dr. hardtop, $2,296; conv., $2, 621: 4-dr. 
2-seat stat. wag., $2, 591. Lark Regal v4 
—4-dr, sed., $2,331; 2-dr, hardtop, $2,431; 
conv., $2, 756; 4- dr. 2-seat stat. wag,, 
$2, 726. Hawk V-8—5-passenger sport cpe,, 
$2,650. 

VALIANT — V-100 — 4-dr. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4-dr. 3-seat 


sed., $2,702;| stat. wag., $2,488. V-200—4-dr. sed., $2, 
4-dr, hardtop, $2,842;| 130; 4-dr. 2-seat stat. wag., $2,443; 4-dr, 
$2,766; conv., $3,078; 4-dr.'3-seat stat. wag., $2,566. 





New Commercial-Car Registrations, 
32 States for October, 1959-1958 


Truck istrations states are 
west Mage svontty,” i 
















































































rel weekly, as —— 
* Stude- 

—_— Mack | baker | White | Willys | Misc. 
15 States Previously Reported ‘59 34 2466 4l 797 3087 662 1504 158 78 148 544 513; 10032 
For October '58 33} 2222 61 362] 1941) 751] ‘1336 227 35 170 487| 477) _ 810 
Arkansas "59 | 573 é 71 585; 103) +142 5 6 17; 16} ~—«ASa4 
‘58 329 | 34 321 77 120 | 5 3 10 9] 918 
Colorado "59 | 382 3) 82| 352 73; —*102 10 16 15] «(148 27| ‘1210 
'58 280 48} 320 102; 122 10 2 10} 75! __—-32|_—*100 
Connecticut "59 1 | 183 ‘| 192| 48; ‘100 16| 5 35 53 59| 7% 
'58 | 127 98 28 71| 16| I 37 46| él) __5il 
Florida "59 | 635 i 115; 866 —«-242|+~=S«338 46 7 69 198| 236, 2783 
'58 | _576| 14 69| 578] 195] 263|_~—S 70 13 56| 134 223) 219) 
Georgia ‘59 | 518 | 62 581; 129) ~—«167 12 7 28 17 57| 1578 
58 383 4 38| 397 125 187 38| 7 17 18 55| 1269 
lowa ‘59 | 425 14 58| 424 63; 256 5 10 10} 33 45| 1347 
58 393} 12) 4] 301] —t| 28] 1 = 9| _4i|_ 180 
Kansas ‘59 | 511 7 51 a 87 174 8 7 6 24) 19) 1392 
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SELL ’EM AT THE POINT-OF-FRUSTRATION 


What better time to sell a car than when the old engine 
steams and snorts or just won’t take off? And you can 
with Radio. The car radio is there when the driver's 
‘‘point-of-frustration’”’ makes his old car your ‘‘point- 
of-sale.”’ 


The car radio, along with the home radio, delivers an 
audience whose size is only now being documented in 
depth. In a recent study done at gasoline stations, male 
motorists had spent more time with Radio that day than 
with any other advertising medium—63.4% of their 
time with Radio. 





The Radio Advertising Bureau, Inc., for whom this major 
study was done, will be delighted to send you a copy. 
(The study is called the ‘‘Last Word’’ study because it 
shows that Radio gets in the ‘“‘last word’’ before peo- 
ple buy.) 


ra 


And Radio Advertising Bureau, the Radio industry’s sales- 
service organization, has other studies you'll want too— 
case histories of successful Radio campaigns by auto 
dealers; sales ideas for auto dealers. 


There’s a coupon below...no letter needed. 


Please check the material you want: 
LAST WORD STUDY [() 


CASE HISTORIES C) 
101 SALES IDEAS C) 
Name 

Title 

Company 

Address 


Mail to: 
Radio Advertising Bureau, Inc., 460 Park Avenue, New York 22, N. Y. 
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AUTOMOTIVE WASHINGTON 


FTC Plans New Fight 
Against Deceptive Ads 


By William Ullman 


Washington Bureau Chief 
a. Federal Trade Commission is going to get off the 
bench and run with the ball in a new offensive against 
gyp selling practices. 
The Government agency, 


which usually waits until 
someone complains before it takes 
action against frauds and cheats, 

ae has finally called 
a conference to 
alert the public 
BEFORE it gets 
fleeced. 

The first Con- 
ference on Public 
Deception ever 
held will take 
Place in Wash- 
ington Dec, 21-22. 
Forty-seven rep- 
resentativesi/a 
of civic, profes- 





sional and welfare organizations 
have been invited. They will hear 
about a variety of con games, in- 
cluding fictitious pricing, bait ad- 
vertising and false advertising. 

“It stands to reason,” commented 
FTC Chairman Earl W. Kintner, 
“that tricky advertising and mer- 
chandising become futile when 
viewed under the sharp eyes of ed- 
ucated buyers. It is our hope that 
this conference will expose to a 
wide audience of consumers some 
of the trickery that besets them.” 
While 47 guests do not represent 
“wide audience” in themselves, 





they will speak for organizations 


chassis parts in the world 


McQUAY makes the finest engine and 
NORRIS 








with a collective membership in the 
millions. If each guest spreads the 
word through the media available 
to him, almost every consumer in 
the nation will get the word. 

os a ed 


Guest List Impressive 
NVITATIONS have gone to the 


AFL-CIO, the American Society | 


of Newspaper Editors and Publish- 


ers, National Assn. of Broadcasters, | 
all major farm organizations and| 
two dozen consumer information | 


groups. 


Also invited are spokesmen for | 
Better Business Bureaus, who | 


heretofore have assumed much of 
the responsibility alone for warn- 


ing the public of local gyp artists. | 
No doubt, local BBB’s will wel- | 


come the belated aid of the FTC. 

More than once, Congressional 
investigators have asked FTC wit- 
nesses why their agency failed to 
take more positive steps to warn 
the public of phony deals. The an- 
swer generally runs something like 
this: 

“FTC takes action only when it 
receives a complaint in writing, de- 
scribing the illegal practice in de- 
tail and enclosing appropriate doc- 
uments .. .” 

Many lawmakers have found 





Complete line. Broad coverage. 
Highest quality. Easy to install. 


Fast, nearby service. 
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| Wagon Sale to State Stirs 


| Conflicting Cost Reports 

SEATTLE.—Westlake Chevro- 
let Co. lost money by selling 
seven six-cylinder station wagons 
to the State in November 1958, 
according to Elmer McCarty the 
firm’s general manager. He main- 
tains that the firm did a public 
service for the State by obtain- 
ing the cars. 

Examiners for the State audi- 
tor said the vehicles were pur- 
chased without calling for com- 
petitive bids. Each cost the State 
$104 more than an eight-cylinder 
| station wagon which the firm of- 
fered the same day on a com- 
petitive bid basis, the auditor’s 
| report said. 








| 
| 
* * * 


‘Bait and Switch’ Warning 


NN RECENT months, there has 
been more heat than ever, First 
came the TV quiz show scandals. 
Then came disk-jockey payola and 
widespread complaints about the 


| 


quality of TV advertising. 





McQUAY-NORRIS MANUFACTURING CO. 
ST. LOUIS « TORONTO 




























| such answers less than satisfactory. 


On top of that, a Washington 
newspaper aired a few case histor- 
ies of “legal” theft by area used-car 





—, 


dealers. All this noise undoubt 
has helped spur FTC action. & 
long last, the agency is about tj 
launch a public education prozram 

Just prior to calling the con. 
ference, FTC issued a new four. 
point guide to help businessmep 
and the public spot “bait and 
switch” advertising. This sim. 
mick has been used in merchan. 
dising used cars, home appliances 
and a variety of other products, 

It works like this: An advertise. 
ment offers a product at a very low 
price. When the prospect goes ty 
take a look, a salesman tells him 
why he doesn’t really want that 
product, There is something wrong 
with it. 

The prospect is then “switched’ 
to a higher priced item—usually no 
bargain at all. There are variations 
on the game, but that is the proto. 


type. 
* * * 


Rules for Advertisers 


Te FIGHT this sort of selling 
FTC’s new rules spell out what 
an advertiser must not do. 

First, the offer to sell must be 
“bona fide,” the seller must really 
want to sell the item advertised, 

Second, the ad must not be de. 
ceptive, permitting a salesman td 
“switch” the buyer by telling him 
how lousy the advertised product 
really is. 

Third, advertisers must not dis- 
courage purchase of the adver- 
tised merchandise in any way, 

(The variety of ways in which 
purchase can be discouraged is a 
left-handed tribute to the imagin- 
ations of confidence men.) 

Finally, there must be no 
“switch” after sale to a _higher- 
priced product or by failing to 
make delivery. 

These new rules, and the revolt- 
ing trade practices they outlaw, 
need not concern the honest re- 
tailer. The man who actually wants 
to sell what he advertises has noth- 
ing to fear. But he does have a re- 
sponsibility for getting the facts to 
his friends and neighbors. 

It might be a good idea for new- 
car dealers to help pass the word 
around in their own towns and 
cities. One crook damages the rep- 


utation of a whole camp, 
og oe ca 


New BDSA Bulletin 


N IMPORTANT new Defense 

Materials System Regulation 
No. 1 has been issued by the Busi- 
ness and Defense Services Admin- 
istration of the Department of 
Commerce, 

The new regulation is of primary 
interest to all defense, atomic en- 
ergy and space contractors and 
their suppliers, but anyone con- 
cerned with defense business in any 
way should get a copy. Changes are 
substantial. 

Copies may be obtained from De- 
partment of Commerce field offices 
or oe BDSA, Washington 25, 
D. C. 


Fun or Business? 
HE commissioner of Internal 
Revenue has warned that the 

tax boys will give increased atten- 
tion this year to abuses of travel 
and entertainment deductions. 

IRS is out to catch “purported 
business trips, including convention 
attendance, which in fact represent 
vacations at resort hotels, hunting 
lodges or other vacation spots; lav- 
ish entertainment that is really 
personal ...; ownership and opera- 
tion of automobiles, yachts, air- 
planes, hunting lodges, beach 
homes, etc. for personal use by 
company Officials,” and many other 
items. 

Public resentment over such 
practices is mounting, the commis- 


sioner says. 
+ + + 


For Older Employes 


vox story is being told of the 67- 

year-old woman, working as 4 
part-time secretary from necessity, 
whose boss gave her a $20 Christ- 
mas bonus. The Social Security peo- 
Ple counted the bonus‘as income, 
noted that it took the lady above 
the permissible maximum and 
stopped her $67.30 Social Security 
check for December. 

Next year, bipartisan support 
is expected for a new measure to 
permit retired workers to earn 
a bit more on the side without 
losing their Social Security rights. 
The current maximum is $100, 
not much by today’s standards. 
Meanwhile, check with your older 
employes before handing them @ 
Christmas “bonus” that may in 
turn out to be a net loss for them. 
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- That’s the theme of a dramatic new series of 


er | advertisements directed to millions of potential 
ch | New car buyers by General Motors. 
is The people who will read and act on these 
messages look forward to unprecedented pros- 
perity . . . to earning more disposable income 
7- | tomorrow than ever before . . . and to having the 
ty, | leisure time to enjoy such prosperity to the full- 
st- | est. Yet economists say that this will be only the 
. beginning! They forecast even higher incomes 


" and living standards for the decade ahead. 
n 


ty To enable General Motors dealers to con- z 
F tinue sharing in the prosperity of this expand- te Be ee: 


° ing economy, such advertisements as the one My NEW CAR FOR HEALTHY, 


it 


‘ GENERAL MOTORS 


in GO GM FOR 60 


mn. CHEVROLET - PONTIAC - OLDSMOBILE - BUICK + CADILLAC - ALL WITH BODY BY FISHER 
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illustrated are used to-convince consumers of 
the benefits that only new car ownership can 
bring for the whole family. The excitement, 
pleasure, comfort and safety that come with 
a new car. The fact that nothing else can 
return so much over so long a time as will 
their investment in the sparkling new styling 
and advanced engineering features of the 1960 
General Motors cars. 


These advertisements will be seen by millions 
of qualified prospects in leading national publi- 
cations. The scale of this program helps to 
explain just why i will be great to be a GM 
dealer in the Sixties! 
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High ways & Safety ieee 


AUTOMOTIVE NEWS, DECEMBER 14, 1959 


Insurance Unit Works 
To Reduce Accidents 


There is little hope that automo- 
bile insurance rates will be lowered 
unless there is a reduction in auto- 
mobile accidents, according to Guy 
E. Mann, chairman of the board 
of governors of the Insurance In- 
stitute for Highway Safety, Wash- 

- ington. 

Mann, senior vice-president of 
Aetna Life Affiliated Companies, 
Hartford, Conn., warned that the 
casualty insurance industry will 


GREY IRON GASTING 


have to replace its private enter- 
prise system with a government 
compensation system if the phe- 
nomenal financial loss in prop- 
erty and human life on the high- 
ways is not curtailed. 


The total paid losses by. insur- 
ance companies—stock, mutual and 
reciprocal —for automobile bodily 
injury, property damage and phys- 
ical damage claims were just short 


of $3 billion in 1957, the latest year 


for which figures are available. 

This represented a $297 million 
loss to automobile insurance under- 
writers and a 10 percent increase 
from the year before when claims 
amounted to $2.5 billion, the Insur- 
ance Institute said. 

“The industry, therefore, has a 
large stake in the attack on high- 
way accidents,” Mann said. 

He noted that there are many 
traffic safety organizations, both 
public and private, which are ef- 
fectively treating each of the seg- 
ments of the solution. 

“In no place have al] the factors 
in the solution been brought to- 
gether at a focal point,” Mann said. 
“The insurance industry hopes to 
bring this about through the In- 
surance Institute for Highway 
Safety.” 

Mann said the casualty insur- 


Quantity 


PRODUGTHION 
of 


ONE OF THE NATION’S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHEL 


TRAA 


ance industry desires to help the 

“professional” highway safety 
people and organizations. 

The Association of Casualty and 
Surety Companies, the National 
Assn, of Automobile Mutual Insur- 
ance Companies and the National 
Assn, of Independent Insurers, rep- 
resenting 532 insurance companies, 
formed the IIHS in January, 1959. 
The board of governors of the in- 
stitute represents the three associ- 
ations. 

“The institute does not look upon 
itself ag an operating safety organ- 
ization,” Mann said. “Rather, it 
hopes to serve as a stimulating, 
planning, fact-finding, energizing 
and coordinating agency of the 
work of others.” 

The IIHS will work simultane- 
ously in two main areas. It will 
provide financial assistance to 
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FOUNDRY 
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DIVISION 


CHATTANOOGA 2, TENNESSEE 


MANUFACTURING PLANTS 


—_ 


highway-safety organizations. The 
institute has made grants-in-aiq 
of approximately $500,000 this year 

The second phase of the program 
—direct assistance—involves the 
initiation, stimulation and conduct 
of assistance programs in Selected 
states. 

“We find that more and more 
governors and mayors are com- 
ing to realize that traffic acci. 
dents in their states and cities 
are reaching baleful proportions, 
and they welcome help in deal. 
ing with them,” Mann said. 


The institute is headed by Russel] 
I. Brown, former Iowa commis- 
sioner of public safety, and is staff. 
ed by specialists in highway safety 
work. 

“The insurance industry does not 
expect miracles from the activities 
of this new organization,” Mann 
said. “It does expect steady prog- 
ress towards the common goal by 
effectively using and coordinating 
all the knowledge and programs 
developed over a period of 30 years. 

“This united approach on the part 
of all segments of the insurance in- 
dustry should prove to be most ef- 
fective.” 

= = e 


Judge Deplores 
‘Misinformation’ 


On Safety Checks 


Buffalo’s City Judge Madge 
Taggart has expressed concern 
over the number of motorists who 
do not have State inspection stick- 
ers on their cars. 

She said many motorists who 
have appeared in Traffic Court 
don’t have stickers because they 
are misinformed. 

The State Vehicle & Traffic Law 
section under which they are 
charged requires periodic inspec- 
tion of motor vehicles more than 
four years old. 

Vehicles made in 1955, for in- 
stance, must be inspected before 
Jan, 1, 1960, to be operated after 
that date. Schedules for 1960 have 
not yet been circulated. 

Official inspection stations, au- 
thorized by the State, affix stickers 
to the car if brakes, steering mech- 
anism, wheel alignment, lights and 
other mechanisms are safe. 

“Many motorists are of the opin- 
ion,” she said, “that when. they buy 
a used car that bears an inspection 
sticker, the sticker is good for a 
year. 

“That is not so,” she continued. 
“It is good only until the car must 
be inspected again under the sched- 
ule set by the State Bureau of 
Motor Vehicles.” 

The judge said dealers should ap- 
prise buyers of this fact. 

* ot * 


Thomas Suggests 
Markers at Sites 
Of Auto Fatalities 


The sites of traffic fatalities 
should be commemorated with 
markers that would be recognizable 
as a danger symbol to motorists, 
E. J. Thomas, chairman, Goodyear 
Tire & Rubber Co., told the Na- 
tional Safety Congress in Chicago. 

He said, such markers, uniform 
in all states, might rock the “too- 
many-cocktails” driver, the “mara- 
thon-talk” motorist and the “one- 
armed” romantic back to greater 
highway caution. 

Thomas suggested that industry 
and governing bodies join together 
under the leadership of dedicated 
and professional safety experts in 
an allout campaign to reduce the 
accident toll in plants and on the 
highways. 

The all-industry accident fre- 
quency rate, Thomas observed, has 
been sliced in the past decade from 
10.14 to 6.17 per million, man-hours 
worked. He said Goodyéar will re- 
duce its frequency figure to about 
2.00 in 1959, and “we are planning 
to break through the 2.00 mark in 
1960.” 

Coupled with any good in-plant 
safety program is the creation in 
an individual of a healthy off-the- 
job attitude through his on-the-job 
safety training, Thomas said. “One 
cannot overlook the fact that the 
most dangerous part of a man’s 
job today is probably the trip he 
makes to and from hig place of 
employment,” he declared. 
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HIGH GEAR 


Your TV GUIDE advertising starts right out in high gear .. . hurries to the heart of 
your market. In fact, 66% of TV GUIDE’s total U.S. circulation is concentrated in 
the top 10 states for new car sales* ... and TV GUIDE delivers 427 car-owning 
families per dollar, more than twice as many as any other weekly or biweekly 
magazine. Within the next year a third of all TV GUIDE families will buy a car. If you 
want them to get into your car... get into their magazine! 


“Compared with 62% of Life’s, 58% of Look’s, 54% of the Post’s 


Circulation guarantee now 7,250,000 


















By Leo T. Parker 
Attorney at Law 

I RECEIVED an interesting let- 

ter from A, White of Brooklyn, 
N. Y¥., in part as follows: “For 
many months I have been a con- 
stant reader of 
your legal court 
decisions in 
Automotive News. 
In fact I classi- 
fied these suits in 
a scrap book so 
that when a legal 
problem arises I 
can refer to my 
book and gener- 
ally find at least 
one of your re- 

L. T. Parker ported cases 
which will assist me to avoid fi- 
nancial loss. 

“In the past this book has saved 
me much money. A few weeks ago 
you published some information as 
to the circumstances under which 
a driver can carry a loaded re- 
volver in hig automobile without 








“It’s a fact, repeat sales depend many 
times on carburetor performance. Good 
performance keeps the customer coming back 
year after year. He demands good gas mileage, 


Lawsuits Affecting Dealers ..°. 
Court Decisions 
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disobeying the law. My question is 
whether an automobile driver vio- 
lates a state law which prohibits 
‘carrying’ of concealed weapons if 
he has a loaded revolver in his 
car?” 

The answer is yes, if state law 
positively prohibits the carrying of 
concealed weapons. 

For illustration, in People v. 


°60-Model Cabs Listed _ 
For New York City 


NEW YORK CITY.— An addi- 
tional 64 new 1960 taxis were 
placed in service here in the week 
ended Nov. 23, according to Taxi 
Weekly. 

Newcomers included Checker, 
29; Studebaker, 14; Dodge, 12, 
and Ford, 9. Among the 568 1960- 
model cabs in operation, the 
paper listed Ford, 443; Checker, 
718; Studebaker, 27; Dodge, 16; 
Chevrolet, 2; Pontiac, 1, and 
Plymouth, 1. 








easy starting, and no stalling.” 


Bendix-Elmira 


ECLIPSE MACHINE 


ELMIRA, NEW YORK 


Smith, 164 Pac, (2d) 857, the testi- 
mony showed facts, as follows: 

owner of an auto parked 
it in a parking lot, Police officers 
discovered in the glove compart- 
ment of the automobile a .45- 
caliber revolver. 

Although the officer testified he 
had not seen the auto owner inside 
of his car, nor had be seen the car 
in motion or on a public street, the 
higher court convicted the auto 
owner of carrying concealed weap- 
ons. This court said: 

“The word ‘carry’ in one sense 
means: “To have upon or about 
one’s person. To hold or bear; to 
bear. To act as a bearer. Used in 
the active transitive sense, the 
word ‘carry’ has been said to con- 
note transportation but when used 
in the general sense of carrying 
arms or carrying weapons the word 
means ‘going armed, wearing 
weapons.’” 

* * * 


Owner Isn’t Liable 


ANY states have laws which 

provide that the owner of an 
auto should not be liable in dam- 
ages for injuries sustained by a 
person who rides in the auto free 
or gratuitously. Last month a high- 
er court rendered an important 
decision to the effect that although 
a passenger buys gas to operate 


CARBURETOR 


This automobile sled, introduc- 
ed in 1921, climbed hills on its 
own power. For coasting, it rest- 
ed on runners; for climbing, the 
wheels were lowered to support it. 





the auto, he remains a gratuitous 


passenger. 
For example, in Carter Auto 


Sales v. Franklin, 316 S, W. (2d) 
378, the testimony proved that 
one Franklin was seriously in- 
jured when riding in an auto 
owned by Carter Auto Sales, 


STROMBERG 


MILES-PER-GALLON 
HELP TURN CUSTOMERS INTO REPEAT BUYERS 


“Right . . . and STROMBERG* carbu- 
retor economy, reliability, and efficiency 
build owner loyalty. It’s a product of Bendix, 
and they’re still the leader in automotive and 


aircraft fuel systems after forty years.”” secc.os, par. or. 


by org 


DIVISION 

















—, 


which struck a bridge abutment, 

Franklin sued Carter Auto Salg 
for heavy damages, but the higher 
court held the auto company not 
liable in view of a state law which 
provides that no person riding in q 
motor vehicle as a guest, withoy 
payment for such ride, shall have 
a cause of action for damages 
against the driver or operator of 
such motor vehicle or its owner, 
unless such accident shall have 
been caused by the wilful and wan- 
ton misconduct of the driver of 
such motor vehicle. This court 
said: 

“In the instant case the appellee 
(Franklin) was permitted to ride 
gratuitously except for his volun- 
tary assistance in driving and the 
purchase of gas once. These con- 
tributions were merely incidental, 
His transportation was not condi- 
tioned upon them and thus they 
were not ‘payments’ so as to make 
the appellee (Franklin) a passen- 
ger for hire.” 

- * od a 
_ readers should keep in mind 

before suing a buyer of an auto 
or accessories for money due, that 
the dealer cannot win the suit un- 
less he convinces the court that the 
party being sued is the real and 

legal buyer. 

For instance, in Continental 
Bank v. Hall-Page Tire Co., 318 
S.W. (2d) 127, Hall-Page sued 
the Continental Bank for $459.52 
for tires which the tire company’s 
official alleged were bought by an 
employe, named Thompson, for 
use of the bank. 

Since no positive testimony was 
given to prove that Thompson ac- 
tually purchased the tires for the 
bank, the higher court refused to 
hold either Thompson or the bank 
liable, The court said: 

“If the bank bought the goods 
and services for itself, Thompson 
did not buy them for himself and 
no judgment could be rendered 
against Thompson. If Thompson 
bought the goods and services for 
himself, the bank did not buy them 
for itself and no judgment could 
be rendered against the bank.” 

* + * 





































Dealership Loses Suit 


In Blank-Paper Fight 


ST. LOUIS. —A verdict for $500 
punitive damages and $365 in ac- 
tual damages has been returned by 
a Circuit Court jury agairst Mid- 
town Motors, Inc. 

Plaintiff receiving the award was 
Walter Dadisman, who had pur- 
chased an automobile from the firm 
at 4200 Lindell Blvd. 

Dadisman, a building manager, 
told the jury that he agreed to buy 
a 1954 auto from Midtown in June, 
1958, for $695 and that he had been 
induced to sign a blank form by a 
salesman who represented the form 
to be an application for title. 

He said the car delivered to him 
was a 1953 model and that he later 
learned the blank form, he signed 
was a promissory note for $215 
which he was obligated to pay in 
addition to the authorized notes in 
the contract. 


AMC to Construct 
New Parts Depot 
At Pittsburgh 


PITTSBURGH, — American Mo- 
tors announced plans for construc- 
tion of a new parts warehouse and 
zone Office in Pittsburgh. 

The parts depot will serve the 
Pittsburgh zone, which covers 
western Pennsylvania, eastern Ohio 
and a portion of West Virginia, ac- 
cording to Harold Lack, zone man- 
ager, Parts requirements for the 
zone presently are being handled 
from the Cleveland warehouse. 

The new building will have 4 
total floor space of approximately 
28,000 square feet located on a plot 
of more than two acres. Cost of the 
new facilities will exceed $285,000. 
The warehouse will stock more 
than 10,000 separate parts, Lack 
said. 

Excavation has commenced and 
plans call for the completion of the 
building by. March 15, Lack said. 

Similar projects are planned for 
the immediate future in four other 
cities—Buffalo, Cincinnati, Alexan- 
dria, Va.; and Cleveland. 


Carlisle Buys Lilly 
GARLISLE, Ark.—Lilly Imple- 
ment Co. (Chrysler-Plymouth), 
has been purchased by Carlisle 
Motors, Inc, 





We all know there are many ways of giving an automobile a 
fast ahd furious “shine job”. But the shine is gone in two 


shakes of a monkey’s tail and along with the superficial 


shine goes the customer’s good will and any possibility of 


repeat business. 


All Blue Coral dealers attribute their success to the enduring 
quality and priceless protection a Blue Coral Treatment gives 
to Acrylic, Lacquer; Enamel and all hard finishes. And they 
know their customers will come back again . . . confidently. 
Blue Coral dealers offer the kind of quality and service that 
has always been and will always be the foundation of any 


success story. 


© -H.D.1. COMPANY FACTORS, INC. 
H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 
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Sales Conditions in Various Areas... 





Auto Market Reports 


North Carolina 


A total of 1,051 imported new cars 
were sold during October in North 
Carolina, according to figures com- 
piled by the North Carolina Auto- 
mobile Dealers Assn. 

By makes, they ‘were: Renault, 
269; Fiat, 148; Volkswagen, 114; 
Vauxhall, 89; Opel, 65; Simca, 60; 
Hillman, 59; English Ford, 50; 
Volvo, 38; Morris, 27; Borgward, 
21; MG, 20; Peugeot, 17; Triumph, 
17; Mercedes-Benz, 13; Austin, 12; 
‘Goliath, 7; Jaguar, 4; Sunbeam, 2, 
and miscellaneous, 2 


Baltimore 

A total of 2,006 new cars were 
sold in Baltimore in October, com- 
pared with 1,815 a month earlier. 

New-truck sales also increased, 
spurting to 195 from 159. 

By makes, new-car registra- 
tions were: Chevrolet, 482; Ford, 


382; Plymouth, 
164; 


cellaneous, 171, 

For the entire state of Maryland, 
imported-car registrations number- 
ed 952 in October, compared with 
771 a month earlier. 

By makes, they were: Renault, 
202; Volkswagen, 140; Fiat, 126; 
Opel, 52; English Ford, 51; Simca, 
50; Vauxhall, 39; Austin, 35; Mer- 
cedes-Benz, 33; Triumph, 33; Volvo, 
31; Morris, 30; Hillman, 28; MG, 
19; Peugeot, 14; Saab, 11; Borg- 
ward, 8; Jaguar, 8; DKW, 5; Goli- 
ath, 5; Porsche, 4; Singer, 3; Sun- 
beam, 3; Citroen, 2; Datsun, 2; 
Goggomobil, 2; Maserati, 2; Mor- 
etti, 2; Rover, 2; Taunus, 2, and 
miscellaneous, 8. 

In Baltimore, new-truck sales by 
makes were: Ford, 44; GMC, 33; 


International, 32; Chevrolet, 31; 
White, 13; Dodge, 10; Willys, 10; 
Mack, 9; Diamond T, 4; Brockway, 
3; Reo, 1, and miscellaneous, 5.— 
(Kate Savage.) 

* 


Akron 


Shortage of 1960 models has had 
little effect so far on new-car sales 
in Summit county (Akron). At 
least, deliveries in October were 
among the highest for any month 
this year. 

A total of 2,258 cars were pur- 
chased in October, which was 14.7 
percent above September and 86 
percent more than in October, 1958. 

Imports did not contribute more 
than usual to the above-average 
volume, There were 141 of these 
vehicles registered in October, or 
6 percent of total sales, the normal 
pattern in recent months. 

For the first 10 months of 1959, 





Insurance-Rate Cuts 


Withheld in Canada 


TORON T O—The 10 percent 
reduction for small cars 


Canada for “a long time,” accord- 
ing to the Canadian branch of 
the company. 


said the com- 
pany is studying rates but that 
the Canadian price of vehicles 
has been consistently higher than 
in the U. S. 





new cars to make this one of the 
better automobile years on rec- 
ord. It was 50 percent more than 
in the same period last year. 

Registrations of individual makes 
up to Nov. 1 showed Ford has 
cemented its hold on the No. 1 spot 
for the year with 5,524 deliveries to 
5,021 for Chevrolet. Plymouth is 
still third with 1,519, and Pontiac 
is fourth with 1,364. Next comes 
Oldsmobile with 1,194. Rambler has 
moved into sixth, topping Buick, 
1,178 to 1,067. 


car buyers here acquired 21,263 Rounding out the first 10 are 





CLIMB ABOARD 
BOVE... 


WERE GOING PLACES! 










Amsko Distributors 





in the strictest 
NAME 





Director of Dealer Organization 


5069 Broadway, N. Y. 34, N.Y. 


Dear Sir: Will you please provide me with more complete 
information about the SKODA Franchise? | understand 


that | em under no obligation and my inquiry will be held 
confide 


ZONE —— STATE 


SKODA got off to a flying start . . . and it’s picking up speed 
as it goes along! Dealers report faster, full-markup sales . . . 
owners rave about this new motoring concept. Good looks? 


This car won 


Ist in Beauty 


at the International Auto Show held at 
Wiesbaden, Germany in September, 1959 


Yes, it has the kind of sleek good looks that bespeak its 
sports car performance, its family-car comfort. How about 


performance? Skoda was 


Ist in Performance 


in its class at the “‘Little LeMans” 
endurance race at Lime Rock, Conn. 


Skoda has everything ... plus a Franchise deal that com- 
mands your immediate investigation. Mail the coupon 


NOW! 


most American families . . . and it’s a 


BIGGER MARKUP... Even at 


profit-per-sale is as high or higher than on most other cars. 


““COME-BACK” CUSTOMERS .. . Skoda owners take a 
special delight in recommending others... and in making 


Skoda their lifetime car. 


@ Twin Carburetors 
© Speeds te 90 MPH 
@ 4-Speed Gear Box 
@ Swing Rear Axle 





SKODA IS THE PROFIT LINE! 
FASTER SELLING ... it falls easily within the income of 


great buy for the money. 


low Skoda prices, your 


A Fabulous Value at only 


1575 





for the Sedan. The flashing 
Sports Convertible is only $1995 


@ Aluminum Engine 
@ 40.36 Miles per Galion 


Coil Spring Suspension 


@ Extra Equipment Included 








Ry fH DISTRIBUTORS 


5069 Broadway, New York 34, N.Y. 
















——_, 


Dodge, 701; Mercury, 641, ang 
Studebaker, 420.—(Joe Kuebler) 


* * * 


‘Vancouver, B. C. 


Auto sales in the metropolitan 
Vancouver (B. C.) area in October 
totalled 1,376, with British and 
European imports accounting for 
41.9 percent of the total. 

For the 10-month period, the tota] 
was 19,164, compared with 16,241 g 
year earlier. 

The ten best sellers (with per. 
centage of the market in paren- 
theses) were: Chevrolet, 151 (11 
percent); Volkswagen, 126 (9,2); 
Ford, 121 (8.8); Pontiac, 116 (84): 
Vauxhall, 104 (7.5); English Ford, 
72 (5.2); Dodge, 55 (4.0); Oldsmo- 
bile, 54 (3.9); Buick, 52 (3.8), and 
Morris, 51 (3.7).—(F. H. Fullerton.) 

a * 


Sioux City, Ia. 


A total of 191 new cars were reg. 
istered during November in Wood- 
bury County (Sioux City), Ia., com- 
pared with 345 a month earlier and 
188 in November a year ago. 

By makes, registrations were: 
Ford, 58; Chevrolet, 37; Oldsmo- 
bile, 16; Plymouth, 14; Rambler, 
10; Buick, 9; Pontiac, 8; Volks- 
Dodge, 7; 


New-truck registrations number- 
ed 25 in November, compared with 
56 a month earlier and 50 a year 
earlier. 

By makes, they were: Ford, 9; 
Chevrolet, 8; International, 4; Dia- 
mond T, 1; Dodge, 1; Volkswagen, 


1, and Willys, 1. 
ok * 


Los Angeles 


Los Angeles is the second largest 
retail market in the U. S., trailing 
only New York City, according to 
the Los Angeles Chamber of Com- 
merce, 

The chamber quoted the Bureau 
of the Census report of 1958 retail 
trade, which it said showed that 
the Los Angeles metropolitan area, 
covering Los Angeles and Orange 
counties, had retail sales totalling 
$8,881 million in 1958. 

This was a gain of 25 percent 
over 1954 sales, the chamber said, 
and was enough to put the Los 
Angeles area ahead of Chicago, 
which previously ranked second. 

Chicago, it said, is now third, 
with Philadelphia fourth and De- 
troit fifth—(William Carroll.) 


6-Cylinder Sales 
Tripled by Dodge; 
Radios Also Gain 


DETROIT.—Purchase of six-cyl- 
inder engines by Dodge car buyers 
has increased substantially since 
introduction of ’60 models, M. C. 
Patterson, gener- 
al manager, said 
last week. 

Patterson said 
33.8 percent of 
’60 Dodge car 
have been 
equipped with the 
145 . horsepower 
Slant Six engine. 
In the 1959 model 
year, only 103 

| eae percent were 
M. C. Patterson bought with six- 
cylinder engines, he said. 

Patterson also reported increases 
in the purchase of optional equip- 
ment by buyers of ’60 Dodge car. 

The installation of radios showed 
the biggest increase. Radios have 
been purchased ‘in 62.5 percent of 
’60 Dodge cars, compared with 463 





percent in cars sold during the 1959® 


model year. 

Other accessory installations 
showing increases were: white side 
wall tires, 77.4 percent in ’60 mod- 
els compared with 71.1 percent in 
’59 models; windshield washers, 32.7 
percent, up 9.5 percentage points; 
power brakes, 30.1 percent, up 26 
percentage points, and tinted glass, 
22.4 percent, up two percentage 
points. 

Ninety-nine and four-tenths pet 
cent -of all ’60 Dodges tabulated 
were equipped with heaters or com 


-_bination heater-air condition 


units, Patterson said. 


Barnett Opens Rambler Deal 


BELEN, N. M.—Opening of Bar 
nett Auto Supply & Enterprise 
Inc. (Rambler), 317 N. Main §& 
has. been announced by Willis B 
nett. 
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Triple Observance 
| exciting reasons to cele- 
prate” was the heading of the 
three-quarter page advertisement 
by Casebere Motor Sales (Dodge), 


er- 
Edgerton, O. 









en- 
(11 The three listed were the dealer- 
2);] ship’s 25th anniversary, the open- 
4);] ing of a new and expanded show- 
rd,} room and a special preview of the 
no-| 60 Dodge cars and trucks. 
ind} In addition to the ’60 models, on 
m.)| display was a ’35 Dodge, first car 
sold by Paul and Carolus Casebere. 
od ad * 
eg. Dart’s Flying Billboard 
od- EITERALLY flying over all com- 
m-~ petition, S. A. Camp Motor Co., 
nd} Dodge dealer in Bakersfield, 
Calif., ended up being the top deal- 
®: | ership in customer traffic for the 
o | announcement weekend. 
: Don Hart, president, outdid com- 
6: petitors by displaying the Dodge 
> Dart to the entire population by 
ul, means of a flying billboard. The 
following message was flashed to a 
er- large geographical area in the San 
ith Joaquin valley: “See The Dodge 
mar | Dart, Camp Motor Co.” The words 
were spelled out in electric lights 
g: | on the underside of the plane. 
ia- On Friday night the plane flew 
en, | over the local football stadium for 
the high school game and on Sat- 
urday night covered the stadium 
for the junior college game while 
some 14,000 persons watched. 
est * * & 
®| Family Night 
amily Nig 
‘ Nickey Chevrolet Fetes 
ail 400 Aides, Guests 
rat More than 400 employes, their 
ea, | wives and guests attended a Nickey 
ee | Family Night staged by Nickey 
ng Chevrolet, Chicago. 
ont The showroom and service de- 
id, | partment were transformed into a 
as | huge banquet hall, and two buffets 
g0, ¥ were set up. There was a floor show 
rd, 
«| Chrysler Names 3 
*. 
To Business Staff 
DETROIT.—Three key appoint- 
> ments have been announced by 
9 | W. C. Flaherty, director of Chrys- 
yl- 
rs 
ce 
Cc. 
er- 
aid 
id 
of ee | 
. R.L. Walsh * J. W. Waters 
he ler Corp.’s business research and 
ref Market planning staff. They are: 
ost Robert G. Smith, formerly project 
jel director for a 
03 nationwide 
re research firm, 
ix- was named direc- 


tor of consumer 
research; Robert 
L, Walsh, former- 
ly assistant busi- 
ness research di- 
rector, was named 
business research 
director, and J. 
: William Waters, 
m. G. Guaith formerly a staff 
Member in the statistical and busi- 
hess research department, has been 
appointed market planning director. 

Smith joined Chrysler Corp. in 
1952 as a market research analyst, 
and continued in this position until 
1958 when he joined the Alfred 
Politz Research Agency. Walsh 
joined Chrysler Corp. in 1946 as a 
Statistician, and Waters joined the 
firm in 1954 in the statistical and 

iness research department. 






-?% Saas aeys 


Cadillac for Gov. Clauson 

AUGUSTA, Me.—A ’60 Cadillac 
lias been purchased as the official 
limousine for Gov. Clinton Clauson. 
The governor and executive council 


‘@Pproved an expenditure of $7,000 
th « tradein deal on the governor’s 
Seven-passenger sedan. 


How They're Pushing Sales... 


Dealer Ad Ideas 








and dancing to the music of Eddy 
Howard and his orchestra. 


The evening included recognition 
for employes who have been with 
the dealership 10 years or more, 
jackpot drawings for cash awards 
and a picture story of the dealer- 
ship’s growth in sales and per- 
sonnel. 

x * + 


Roaring Sixties 
EAMER MOTOR CoO. (Stude- 
bake r-Mercedes), Sacramento, 
Calif., has launched a Roaring Six- 
ties demonstration ride promotion. 

A person who comes in for a 
Lark demonstration is given a map 
covering a round trip route of six 
miles. If he can complete the trip 
in 27 minutes while obeying all 
traffic laws, he is eligible for a 
prize. 

He matches a number given him 
with the map with a numbered en- 
velope found on a car in the show- 
room, Whatever amount of money 


found in the envelope is his. The 


contestants can win from $1 to $60. 
Bud Hansen, sales manager, re- 


| ports the promotion is a success. 


He noted about one fifth of the 
persons competing in the promo- 
tion have purchased Larks. 

* * ca 


Dart Economy Run 
Helps Dealer Sell 
All His 60 Cars 


ve thronged Cal Worth- 
ington’s Dodge showroom in 
Huntington Park, Calif., to partici- 
pate in a Dart economy run. The 
promotion helped Worthington sell 
his entire stock of ’60 models plus 
several ’59s and used cars, 

A Dart Phoenix four-door with 
stick shift was used in the test. 
Contestants drove as far as they 
could on one-tenth of a gallon of 
gasoline. Every entrant got at least 
2.5 miles and the winner drove 3.4 
miles, Worthington said. 

The winner received $25, and he 
appeared on the dealership’s Sun- 
day television show. He delivered a 
commercial on the economy of the 
Dart. 


Some 2,000 persons visited the 





em 
Dealer Promotion— 


More than 2,000 persons visited Cal 
Worthington's Dodge showroom in Hunt- 
ington Park, Calif., during a Dart economy 
run, Art Bell, service manager, demon- 
strates the gasoline container used in the 
test. It held one-tenth of a gallon and 
was tied into the gas line by rubber hoses. 

ae ee 





ended. To cap it, one particularly 
determined customer insisted on 
buying the demonstrator used in 
the contest. 
* + * 

Fair-Dealing Pledge 
A SEVEN-POINT fair-dealing 

pledge was used in an adver- 
tisement by Cimino Bros., Ford, 
Inc., Raton, N. M. 

The company promised to price 
its products and services fairly, to 
provide proper facilities and per- 
sonnel and to furnish financing and 
insurance charges consistent with 
sound business. 

In conclusion, Cimino Bros. 
pledge to support programs design- 
ed to promote adequate highways 
and traffic safety. 


* * * 


Horse & Buggy Days 


D COLLINS has opened a new 

and used-car business at S. 
Alamo and §S. St. Mary’s in the lo- 
cation formerly occupied by Jordan 
Motor Co. 


Taking for his motto, “San 


showroom during the three-day! antonio’s only old-fashioned car 


contest. Worthington had to hire 


dealer” Collins has outfitted an 


a man to work exclusively on the|“ojq-fashioned sales room” with a 


economy run. 


Visitors continued to ask to take 
an economy drive after the event 


pot-bellied stove, an ancient tele- 
phone and other antiques to em- 
phasize his point. 





MORE 
IME & 


Hammer away 


at the advantages of 


"financing where you buy" 


Remind customers how convenient and practical 
it is to handle everything with their dealer— 

like “one-stop shopping.” 

Impress upon them that, in addition to the 


car itself, they can finance car insurance 
premiums, and low-cost creditor life insurance. 


Show them how the GMAC Plan can make 
credit facilities available for future purchases 
of tires, parts or major repairs. 


Assure them of considerate treatment by 
GMAC should they move or if their circumstances 
change. Any one of nearly 300 GMAC offices 
in the U.S. and Canada can assist them. 


Prove the dependability of GMAC financing. 
Since 1919, GMAC has helped people 
buy more than 40 million cars “on time!“ 


TIME BUSINESS 
iS PROFITABLE BUSINESS 


BUILD 





" 


- 


a 
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Available to Dealers in CHEVROLET * PONTIAC » OLDSMOBILE + BUICK + CADILLAC new cars and used cars of all makes 








FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 165 OF A SERIES 
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The engineer shown here is literally dwarfed by Hurricane Road’s 
enormous fan. While operating at its full 500 revolutions per minute, 
over 3-million cubic feet of air pass through the chamber every minute, 
duplicating wind forces from a whispering breeze to a roaring gale. 





In the glare of 240 overhead sun lamps, even 
the blistering Sahara desert would seem 

cool. ‘‘Hurricane Road”’ is the only test tunnel 
in the industry that can measure the 

effect of ‘‘sun load’’ on a vehicle. 





“™> 


asour’s drive from the steaming Sahara to frozen polar wastes. 


/ 


Here is the true test of a car. Hurricane Road, the 
only wind and weather lab of its kind, combines 

_all the world’s roads—all of the world’s climates— 
rolled into one! 


| In this gigantic test tunnel, an electronic brain 
| “builds” roads and changes weather in a matter of 
“minutes. The mammoth fan creates wind storms 
Pup to 140 miles per hour. Super sun lamps boost 
_ the thermometer from 20° below to 160° above zero. 
Fog, drizzle, snow and sleet—even monsoon rains 
}—all at the twist of dials. Two huge cylinders 
beneath the car wheels imitate every kind of road 





| —from flat, smooth turnpike to rutted mountain A visit to Hurricane Road calls for parkas and 
. : 7 ° és ” ° heavy gloves when engineers test cars at 20 degrees 
trail. This automotive ‘‘test tube” might well be ZG aoe Wa Gos Uesaetos take ainenel 
talled a scientific trouble-shooter. The results of from zero to nearly 100 degrees in just 
° * ‘s 30 minutes, and can reach a maximum of 160 
these tests at Hurricane Road make it possible to degrees Fahrenheit. 


| provide superior insulation, superior weather sealing, 
# superior performance in all of our cars—in all 
' climate conditions. 


} There’s excitement in the science of cars and 
Hurricane Road is a sample. It’s just one more 

} way science, imagination and research lead to 

f better design and performance in Ford Motor 
Company products. 


| Another reason why it’s great to be a dealer in the 
Ford Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


FORD * FALCON * THUNDERBIRD © MERCURY * LINCOLN e 
LINCOLN CONTINENTAL © ENGLISH FORD LINE ¢ 
TAUNUS * FORD TRUCKS *« INDUSTRIAL ENGINES 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE e 
FORD MOTOR CREDIT COMPANY 


4 VIAL THE AMERICAN ROAD DEARBORN, MICHIGAN 


MOTOR COMPANY 
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Ford Ad Wins Award— 


Television film commercials took one- 
third of the 33 total awards presented by 
the Art Directors Club of Chicago at its 
annual awards dinner in Chicago. More 
than 2,000 print ads and TV commercials 
competed, the latter numbering 225. Out 
of the TV awards, three were for auto- 
mobile commercials—a medal for Ford 
and merit awards for Dodge and Renault. 
Above is the winning Ford commercial, 
prepared by J. Walter Thompson Co, 
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‘Emotional’ Selling > 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 

“It’s the emotional appeal that 
sells automobiles today rather than 
information or facts,” according to 
Robert S. Marker, creative director 
on the Pontiac account at Mac- 
Manus, John & Adams, Inc., Bloom- 
field Hills (Mich.) advertising 
agency. 

Speaking before the Advertis- 
ing Club of Columbus, O., Marker 
disagreed -with the claim that 
today’s consumer wants only in- 
formation in automobile advertis- 
ing and only transportation from 
his automobile, 

“Granting that today’s buyer is 
smarter, more mature and more 


sophisticated,” Marker said, “we) 
live more by our emotions, more} 


by impressions, more by the irra- 
tional than by logic, information 
and facts. If advertising’s function 
as a marketing tool becomes that 
of only reporting information — 
straight, hard, cold, insipid, dull in- 


of Wynn’s Friction Proofing products! 


BE EASVAG 1.c- Bece Bees 
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{UTO ENGINE 





A can of Wynn's Friction 
Proofing in the crank- 
case will eliminate hard 
starting in the coldest 
sub-zero weather... pro- 
tect metal surfaces from 
corrosion in damp 
weather and keep en- 
gines running better. 








Pour a can of Wynn's 
Friction Proofing for 
Automatic Transmis- 
sion into your cus- 
tomers’ transmis- 
sions to give them 
smoother, faster 
shifting no matter 
how cold or bad the 
weather may be. 


formation — then we'd all better 


look to other fields. 

“The emotional approach means 
that your major selling appeal 
strikes at the stronger basic human 
wants—some of which are love, 
hunger, sex, pride, social accepta- 
bility, fun and laughter and joy. 

“The emotional approach does 


|not guarantee success, There are 


just as many ill-conceived emotion- 
al campaigns as any other kind. 
However, the advertising man has 
social and moral responsibilities in 
his use of the emotional appeal. 

“The emotional approach is 
more difficult to create because 
truly creative ideas never come 
from calculation and methodical 
logic,” Marker pointed out. 
“That’s why research men can’t, 
create advertising. They can 
guide us to the right emotion, 
but they can’t create the persua- 
sive idea, 

“The emotional approach is also 


Wiiter PROFiTs ARE in THE BAG 


Wynnter-proof cars for bad weather with this 
special kit of Wynn’s Friction Proofing products 


Bad weather is here and there’s more on the way. Sleet, snow and freezing weather in some 
parts of the country and damp, rainy weather in other sections. But whether you’re North, 
South, East or West—winter time is profit time when you service cars with this special kit 


Wynn's Friction 
Proofing Special 
Concentrate added 
to manual transmis- 


tials will make win- 
ter starting easier by 
reducing transmission drag. 
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usually more difficult for agencies 
to sell clients. Most businessmen 
are rational, logical, and practical. 
They like facts. 

“An agency has to have the con- 
fidence and respect of its clients 
in order to use and sustain the 
truly emotional approach success- 


fully.” 
Ti Se 


DeGrace Opens Agency 
William J, DeGrace has announc- 
ed the formation of W. J. DeGrace 
Co., Detroit, for public relations, 
publicity and advertising. DeGrace 
has been vice-president of Coy & 
Associates, a public relations 
agency, since March, 1958, His of- 
fice is in the Fox Building, Detroit. 


* * * 


A New Marketing Plan 


Electric Autolite Co., Carter Car- 
buretor division of ACF Industries 
and Holley Carburetor Co. have ap- 
pointed Clark & Bobertz, Inc., as 
coordinator of a new plan for mar- 
keting automotive replacement 
parts. The plan will be known as 
the Autolite-Carter-Holley automo- 
tive tuneup program. 

The agency will coordinate cer- 
tain activities of the three large 
manufacturers in connection with 
the program and will prepare ad- 





. SPECIAL 
SURPRISE 


BONUS | 
OFFER | 


sure you ask him about 
it the next time he calls. 






















ly, 


vertising, public relations ang 
promotional materials. The new 
plan will simplify and expand 
distribution at the service ‘eve 
by the use of joint catalogs and 
other cooperative activities, 

The “A-C-H plan” is the first 
break with traditional automotive 
parts marketing practices in more 
than 45 years. It has been under 
study by the three veteran automo. 
tive parts manufacturers for more 
than a year and is scheduled to 
become effective early in 1960. 

* * * 


Advance Muffler Move 


Advance Muffler Service, with 
21 outlets in Central and South- 
ern California, has moved its ae- 
count from Jimmy Fritz @ 
Associates to Bates & West Ad- 
vertising, Los Angeles. A $80,000 
budget has been set up for 1960, 


it was announced. 
* 7 ad 


World Wide in Magazines 


World Wide Imports, western 
states distributor of the Morgan 
and AC imported sports cars, is 
spearheading its 1960 advertising 
campaign with insertions in Motor 
Trend and Sportscar Graphic. 

Ads feature illustrations of the 
Morgan, the D. B. Sports Coupe 
and the Aceca, with copy stressing 
excellence of performance. Nation- 
al magazines are being used, a 
spokesman said, to bolster popu- 
larity of the cars through prestige 
media and to support dealer ad- 
vertising on local levels. 

+ * * 


Avis Elects Bonda 


A. T. Bonda of Avis-Cleveland 
has been elected chairman of the 
Avis Rent-A-Car System advertis- 
ing and policy committee. Bonda 
succeeds Frank J. Max jr. of Avis- 
Baltimore, who was elected vice- 
chairman, 

. ok ok 


Pettler Gets Ad Account 


Alfred M. Pettler Advertising has 
been appointed to handle advertis- 
ing and promotion for the North- 
ern California division of Sales, 
Inc., distributor of imported cars, 
Sales, Inc. is headquartered in 
Salt Lake City. 

* 


* * 


Shevin to Guide Hoffman 


Hoffman of California, distri- 
butor for Fiat and Lancia auto- 
mobiles, has appointed Fred 
Shevin & Associates to handle 
public relations in the Western 
states. 

+ + ” 


Personnel Changes 


Stanley T. Poag from sales pro- 
motion manager 
of Walker & Co. 
Outdoor Adver- 
tising to Detroit 
office of N. W. 
Ayer & Son, Inc. 
... George S. 
Bywater from 
Sawyer-Fergu- 
son-Walker Co., 
national newspa- 
Per representa- 
tives, to Detroit 
representative for 
Woman’s Day magazine . 





G. 8. Bywater 
. SB 
McLaughlin from American Ex- 
porter Publications to district man- 
ager of Stanley Publishing Co., with 
headquarters in Cleveland. 


a” 
Electric Era? 
Use as Second Cars 
Seen Rising 

NIAGARA FALLS, N. Y.—A re 
surgence in the use of electric auto- 
mobiles has been forecast by a din- 
ner speaker here. 

Donald E. Weaver said such 
autos would come into use ag sec- 
ond cars for short shopping and 
commuting trips. 

Weaver, manager of engineering 
sales, Exide Industrial division, said 
electric cars would operate at 
speeds up to 40 miles an hour at & 
fuel cost of three cents,a mile. 

“Great forward strides in bat- 
tery design improve the outlook for 
increased use of electric-powered 
vehicles,” Weaver said, 


McCarten Sells M-E-L Deal 


LaPORTE, Ind.—Ralph McCar- 
ten has sold McCarten Motor Co. 
(Lincoln-Mercury-Edsel), 1121 Lin- 
coln Way, to North Shore Sales, 
Pine Lake Ave., owned by Arthur 
Magnuson. The McCarten building 
has been leased to Trigg Buick- 
Pontiac, 720 Lincoln Way East. 
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INVESTMENT COMPANY 
Associates Discount Corporation South Bend, Indiana 
Associates Discount (Canada) Ltd. Emmco Insurance Co. 
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Feseove wad Protect 


the investment of your 


9 
customers car... 





with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 
for its enduring protection of 


AVAILABLE TO ALL CAR DEALERS 





$1,080. isicons: 
















What's New... 


Arvin Industries Names 
Three Zone Managers 


COLUMBUS. — Three zone man- 
agers for its recently formed auto- 
mobile-replacement parts division 


have been named by Arvin Indus-| 


tries, Inc. 


They are Thomas McAlear,| 


South-Central zone; Gilbert Bud- 


love, Midwest zone, and Ben Lasky, | 


Eastern zone. 
+ + om 


Becker Distributor Named 


PHILADELPHIA, — Bercraft 
Corp., Chicago, has been appointed 


distributor of the Becker auto) 


radio line in Illinois, Ohio and Wis- 
consin. 
* at * 


Westling Mfg. Moves 


MINNEAPOLIS.—Westling Mfg. 
Co. is moving from 721 Laurel Ave., 
into a larger plant at 10 N.E. Sec- 
ond St. The company rebuilds car- 
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In Parts and Accessory Distribution 


buretors, fuel pumps, water pumps, 
brake shoes, shock absorbers, mas- 
ter cylinders, clutch disks and as- 
semblies and Ford distributors. 
Donald Westling is president. 

* * 


Big Four Industries Moves 


To Founders’ Home Town 


MAINEVILLE, O.—The new mil- 
lion-dollar plant of Big Four Indus- 
tries, Inc., has been dedicated here, 
the home town of the firm’s found- 


}ers, Vern and Arch Hildebrant. 


The firm, which manufactures 
tire-service equipment, was estab- 
lished in Cincinnati in 1945 and was 
moved to Maineville this year. The 
company’s gross sales have grown 
from $227,000 in 1947 to almost $3 
million this year. 

a od a 


Hebeler Adds Parts Firm 


VERMILLION, S. D.— Dewey 
Hebeler has opened Vermillion 





*Slightly higher in the West 


Re Since the Vespa “‘400” was first introduced into the United States a few months ago, over 


300 dealers have been franchised. 


ym There are 12 spare parts warehouses located in key cities throughout the United States, main- 
tained by Vespa distributors, which guarantee you a steady supply of spare parts, anytime, 


anywhere. 


The dealer profit realized on the sale of a Vespa “400”, is equal to that of a car selling for 


twice the price. 


FIND OUT TODAY HOW YOU CAN BENEFIT FROM THE FANTASTIC SUCCESS THE VESPA “400” IS 
ENJOYING. FOR COMPLETE FRANCHISE INFORMATION WRITE: 
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Auto Parts Co. here in a new build- 
ing he erected on Highway 50, a 
short distance from Hebeler Mo- 
tors, which he also operates. John 
Gollahofer, formerly of Sioux City, 


Ia., has been named manager. 
* * + 


Manual on Spark Tester 


FLINT.—AC Spark Plug has pub- 
lished a 44-page manual explaining 
operation of its new ACilloscope 
spark-plug tester and giving in- 
structions for easy and accurate 
engine tuneup work. The manual 
has more than 100 illustrations. 

# * ca 


Loftus in New Quarters 


KANSAS CITY.—Loftus Distrib- 
uting Co., distributor of automotive 
parts and equipment for 13 years, 
have moved to a new building at 
Seventeenth and Locust. The com- 
pany is headed by Tom F. Loftus 
and has 8 employes. 

ob * * 


Lynn & Brooks Appointed 


LOS ANGELES.—Lynn & 
Brooks, West Coast manufacturer’s 
representative firm, has been ap- 
pointed by Arvin Industries, Inc, 
Columbus, Ind., to handle sales of 
Arvin automotive replacement 
parts in California, Oregon, Wash- 
ington, Arizona and Nevada. 

* * * 


Ford Group Picks Lang 


PROVIDENCE —Dan Lang, 
Dunne’s Ford Village, has been 
elected president of the Rhode Is- 
land Ford Dealers Parts and Serv- 
ice Managers’ Club. Other officers 
are Elthage Pare, vice-president; 
Edward Cross, secretary, and 


Joseph Thurber, treasurer. 
cd * Oo 


Wall Chart for ’60 Colors 


PITTSBURGH.—A wall chart, 17 
by 22 inches, listing body colors for 
the 1960 cars has been made avail- 
able by the Ditzler Color division of 
Pittsburgh Plate Glass Co, to aid 
paint shops in identifying colors 
on the 1960 automobiles. 

ed * ok 


Shat-R-Proof Catalog 


DETROIT.—The Shat-R-Proof 
Auto Glass parts catalog, issued 
annually by Shatterproof Glass 
Corp., will shortly be ready for 
1960. More information and a sam- 
ple catalog can be obtained from 
Shatterproof Glass Corp., Automo- 
tive Distributor Division, 4815 
Cabot Ave., Detroit. 10, Mich, 

* * * 


ASIA Convention Slogan 


Wins Trip for Author 


CHICAGO.—The honor of sub- 
mitting the winning slogan, “Team 
Progress for Sixty,” which has been 
adopted for the ASIA 1960 National 
Convention, goes to Henry Voight, 
general manager, Genuine Parts 
Co. of West Virginia, Wheeling, W. 
Va. 

For his winning entry, Voight 
will be awarded free round-trip 
fare for two to attend the ASIA 
convention in New York City, Feb. 
8-9. 

+ + * 
Sherwin-Williams Honors 


National Sales Champs . 


CLEVELAND.—E, Colin Bald- 
win, general manager of Sherwin- 
Williams Co., announced the win- 
ners of the paint firm’s 1959 
national top sales achievement 
awards. 

The eight national winners re 
ceived jeweled platinum lapel emb- 
lems bearing the “Cover the Earth” 
symbol, plus cash awards. Baldwin 
also cited 81 other Sherwin-Wil- 
liams representatives and branch 
managers throughout the country 
who won first, second ‘and third 
places in their respective regions 
and zones. These men will receive 
gold lapel emblems and cash 


awards. 
a * 7 


Krylon Names Newhope 

NORRISTOWN, Pa. — Newhope 
Corp., New York City, has been ap- 
pointed automotive sales represen- 
tative for Krylon spray paints and 
protective coatings in the metro- 
politan New York, Long Island and 
Northern New Jersey areas. 
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Capitol Spins Off Trucks 
LOUISVILLE.—Capitol Chevrolet | for truck sales. W. Haynie Gourley, 
Co. has completely revamped its| president, said passenger-car oper- 
building at Fifth Ave. and Demon-| ations would continue at 510 Broad- 
breun St. and is using it exclusively | way. 
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DEALERS FOR THE NOVI DELUXE 
AUTOMOBILE AIR CONDITIONERS 





QUALITY 
PERFORMANCE 
PRICE 





NOVI no. 


Superior Cooling 
Beautiful Design Advanced Engineering 
Greatly Reduced Installation Time 


Adapter kits packaged and sold separately for greater flexibility in 
sales, Five Novi warehouses assure fast delivery and lower inventory 
investment. 

90 DAY WARRANTY ON PARTS 


SPECIAL Comp! 
plete with clutch 
DEALER ‘] & 2 50 Federal Excise Tax 
PRICE included. 


F.0.B. nearest Novi warehouse 


NOVI SALES AND SERVICE CO., INC. 


WAREHOUSES: 2501 South Grand Avenue, Los Angeles, Calif. * 2112 West 
7th Street, Fort Worth, Texas * 2932 Troost Avenue, Kansas City, Missouri 
20830 Coolidge Hwy, Detroit, Mich. * 190 Fourteenth St., N.W., Atlanta, Ga. 


For information, write Novi Sales and Service, 20830 Coolidge Hwy, Detroit, Michigan 





FOR EXECUTIVES 


The Cincinnati Executive Management Program 


The College of Business Administration, University of Cincinnati, Cincinnati 
21, Ohio, announces. the Fifteenth Session of its Executive Management Pro- 
gram, March 6 through April 1, 1960. 

This Program will be opened for the first time to eligible participants 
throughout the Nation. Heretofore, it was limited to those living within com- 
muting distance, since it was scheduled on three afternoons weekly over a 
period of three months. 

The objective of this Program is to develop and expand capacity for execu- 
tive action, and the staff is composed of leading educators, and outstanding 
business executives. 


Eligible participants are those executives sponsored by company or organi- 
zation funds and approved by the Admissions Committee at the University. 


Costs are $750 for each participant to cover tuition, text materials, and 
books. Cost of room and board will be governed by personal taste. 


Facilities include modern hotel rooms suitable to the tastes of individual 
participants, attractive dining area and adequate classrooms, coupled with 
recreational, educational, and cultural facilities of the University. 


For a printed descriptive brochure or further information write: The Director, 
Executive Management Program, Dept. AN, College of Business Administration, 
University of Cincinnati, Cincinnati 21, Ohio. 





EW DESIGHS 


DESIGNED FOR IMPRESSIVE SELLING! 


BUSINESS CARDS 
IN FULL COLOR 
CARDS 
AVAILABLE FOR FOLLOWING DEALERS 
© FORD © CHEVROLET 
@ PONTIAC ® OLDSMOBILE 
@ BUICK 





Send for Free 
Sample Folder Today 


Equally impressive Line of cords ovailable for 
Dodge, DeSoto, Chrysler, Edsel and Rambler 
deolers 


17631 FILER) = © DETROIT 12, MICHIGAN 


UTLEY BROTHERS, INC. °@ 
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=|attle area this year. He is general 





— 


lowing telegram from BMV ig 


Munich, Germany, in connection 
with the sale to Daimler-Benz: 

“Statements and rumors that we 
are bankrupt and discontinued our 
production are unfounded and un- 
true and we shall take legal action 
against anybody who spreads such 
malicious rumors, which interfere 
with the orderly marketing of our 
products, which continue and are in 
fact on an increase. 

“In addition to the increasing 
production of our 700 model, we wil] 
manufacture products for Daimler. 
Benz on a substantial and profitable 
scale,” 

Fadex said its contract as sole 
importer for BMW in the U. §&.., in- 
cluding Alaska, Hawaii and Puerto 
Rico, is long-term and “is not af. 
fected in any way whatsoever by 
the contemplated collaboration of 
Daimler-Benz and Bavarian Motor 
Works.” 





Import Car News 


IAT MOTOR CoO., INC., has an-| site ig directly across from the 
nounced the appointment of the| south side of Los Angeles Interna- 
following 16 dealers: tional airport. 

McBrayer Motors, Dothan, Ala.; Green also is a Peugeot distribu- 
Boozer Motor Co., Tuscaloosa, Ala.; | tor. 

Valley Auto Sales, Bakersfield, * 
Calif.; Holden & Mundy, Dover, 
Del. 

Rowell & Sons Motors, Inc., Pan- 
ama City, Fla.; Central Florida 
Sales, Inc., Winter Haven, Fla.; 
Horst-Zimmerman, Inc., Davenport, 
Ia,; Foreign Auto Sales, Inc., Wa- 
tertown, Mass. 

Lutgen Import Center, Lincoln, 
Neb.; Mid-West Sport Car Center, 
Inc., Omaha; Lewis Motor Co., Inc., 
High Point, N. C.; H. T. Mulry 
Foreign Cars, Woonsocket, R. I. 

Bates Auto Sales, Killeen, Tex.; 
Rountree Pontiac Inc., Petersburg, 
Va.; Gilchrist Motors, Inc., Tacoma, 
Wash., and Cars of the World, 
Madison, Wis. 

* 








* * 
BMW 
ADEX COMMERCIAL CORP., 


New York, has received the fol- 
* + + 





* * * 


British Motor Corp. 

a MOTOR CORP. plans 

to double production of the 
Austin Seven and Morris Mini- 
Minor, a pair of small cars, Sir 
Leonard Lord, executive chairman, 
in commenting on the fiscal year 
ended July 31. 

Production is now running at 
4,000 units a week and will be 
stepped up to 8,000 a week, includ- 
ing “an additional range of light 
commercial vehicles” to be intro- 
duced in January. 

Total production for the fiscal 
year was 486,048 units, off 4 per- 
cent from the previous year’s 
504,712 due to labor troubles and 
model changeovers, Exports 
amounted to 198,107 units this 
year and 214,005 last year. 

Output in the first quarter of the 
current fiscal year was placed at 
147,309 units, Production now is at 
the rate of 750,000 units a year. 


NSU Prinz 
PPOINTMENT of nine NSU 
Prinz dealers has been an- 

nounced by Harold Medow, presi- 
dent of Mid-West Imports Co.,, 
Midwest distributor of the German- 
built car. They are: 

Glockner Chevrolet Co., Ports- 
mouth, O.; Cycle Center Imports, ' 
Frankfort, Ky.; Taylors’, Inc., De- 
troit; Otis H. Boylan, Inc., Kalama-| Designed for Imports— 
zoo, Mich, A replacement carburetor, made by 

Sprauer Sales & Service, Hamil-| Carter Carburetor division of ACF Indus- 
ton, cr Taylors’ on Van Dyke, Inc., tries, Inc., St. Louis, for imported cars, is 
Warren, Mich.; Cudahy Imported demonstrated for ease of installation on a 
Cars, Cudahy, Wis.; Zimmer Motor Volkswagen by Mitchell Howie, Carter 


Covi 5 Eastern district service engineer. Carter, 
Co., vington, Ky., and Taylors — which has designed these carburetors for 
Grand River, Detroit, 


Hillman, and Ford Anglia and Prefect, as 

° 0 well as for the VW, said replacement is 

Jaguar made by a simple ‘take-off, put-on" pro- In the fiscal year ended July 31, 

[HE Jaguar parts depot at 13-05| cedure, with all necessary parts included sports cars producéd totalled 44,888, 
Farty-third Ave., Long Island 


in each package. of which 40,115 were exported. 
City, N. Y., has been awarded hon- 


* * . * * * 
orable mention for “excellence of| } 
design and construction” in the 
1959 Annual Building Awards Com-| ” 
petition conducted by the Borough 
of Queens Chamber of Commerce. 
+. * * 


British Motor Corp. 


L*®° DUNNE has been appointed 
manager of the Western serv- 
ice division of Hambro Automotive 
Corp., British Motor Corp. conces- 
sionnaire in the U. S. He had been 
service manager for the Minneapo- 
lis division. 

Dunne’s headquarters will be in 
Burlingame, Calif. The BMC depot 
there supplies Hambro distributor 
and dealers in the West. 


* * * 


Standard-Triumph 
Eee a new organization 
structure, Standard Motor Co. ee f 
announced its name hag been - 
changed to Standard-Triumph In- Suzulight Makes U S. Debut— 


ternational, Ltd. STI also has be- 
come the holding and policy-mak-| The first Japanese-built Suzulight to arrive in the U. S. was received in New York by 





ing company for the Standard-| Michael Braude, president, Emkay, Inc., and Christopher Janus of Chicago. Emkay, 
Triumph group, the company sgaid,| nationat fleet leasing company with headquarters in Chicago, expects to import about 
10,000 of these cars in the next two years and set up distributors throughout the coun- 
try. The Suzvlight is said to get 50 miles to the gallon, seat five comfortably and retail 
for about $1,300. The air-cooled, two-cylinder engine is said to develop 22 horse- 
power at 6,000 r.p.m. 


Four planeloads of Triumph 
dealers, their wives and associ- 
ates were given a “Cal Sales appre- 
ciation holiday” of a week in 
Hawaii as a reward for setting an 
alltime Triumph sales record in the 
10 western states. More than 255 
Cal Sales dealer guests left the 
mainland from Los Angeles, San 
Francisco, Portland and Seattle for 
the junket. 


* * * 


Rolls-Royce 
OBERT R. MACLEAN has sold 
eight Rolls-Royces in the Se- 


manager of British Motor Car Dis- 
tributors, Inc., 620 Spokane St., Se- 
attle. 

* * * 


Renault 


OHN GREEN CORP.’S new 

headquarters at 2250 E. Impe- 
rial Highway, El Segundo, Calif., 
was formally opened with a cock- 
tail party and buffet luncheon at- 
tended by 500 Renault dealers, 
newspaper and magazine writers| Display Builds Sales— 
and civic officials. Bob Feste, import dealer, introduced the NSU Prinz to El Paso by displaying ‘wo 
‘ The new facilities on six acres} models in the lobby of a locol theatre. According to Feste, two sales were directly 
include two modern buildings, one| traced to the theatre display. Four more buyers decided on used imports from Feste's 
for executive offices and a 40,000-/ lot. Classified ads in daily newspapers were used by Feste to plug the display and 
square-foot parts warehouse. The| theatre's anniversary. 
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Big car 


year ahead... 


B-I-G sales year for YOU! 


. 


People are clamoring for the new 1960 automobiles, 
report dealers everywhere. And there are solid indica- 
tions that a boom lies just ahead in the months after 
the steel troubles have been cleared up. Dealers are 
confident—having had a taste of public interest and 
demand—that ’60 will still be a BIG new car sales 
year! 


A selling dealer is a buying dealer, and AUTOMO- 
TIVE NEWS’ 14th annual National Automobile Deal- 
ers Association Convention issue is designed to put 
your important story in front of this influential group 
—right in the middle of a big-year buying atmosphere. 
It’s the once-a-year issue that over 43,000 dealer-sub- 
scribers and industry executives look forward to for 


RESERVE SPACE NOW 
NADA SHOW ISSUE 


Published: February 1, 1960 
Closing Date: January 19, 1960 





NADA Convention and Show news important to their 
sales and service operations. It’s the big issue that 
did a big selling job for more than 140 successful 
AUTOMOTIVE NEWS advertisers last year. It’s the 
issue you can count on to reach thousands of dealers 
through extra show distribution of the weekly ““News- 
paper of the Industry.” 


Use it to invite new-car dealers to your show booth; 
use it to re-sell your product or service to show-goers 
and stay-at-homes alike, Or, if you can’t make it to the 
convention, use it to put your sales message where it 
will still be seen at show-time by an audience on the 
look-out for profitable ideas. 


To put your story in the NADA Convention spotlight, 
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Market Strength Chee 


contact your AUTOMOTIVE NEWS Representative 
for full details. But act fast—closing date is January 19. 


REPRESENTATIVES: 


NEW YORK: Edward Kruspak, Howard E. Bradley, Room 
707, 51 E. 42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, Room 903, 360 N. 
Michigan Ave., State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 


SAN FRANCISCO: ‘Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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GOGGLES—Bausch & Lomb Optical Co., 
Rochester 2, N. Y., has introduced a cov- 
all goggle and a plate holder for chippers 
and welders. The coverall goggle is made 
of soft, flesh-colored vinyl which will fit 
over prescription glasses. Flexibility of 
material is said to provide comfortable 
fitting to face and head contours. Louvre 
style for welders is available in Arc-Ban 
welding glass, shades from No. 3 through 
No. 6 and CR-39 plastic cover lenses are 
used for lens protection, Heat-treated Arc- 
Ban lenses are available on request. Chip- 
pers model, with mesh screening, can be 
assembled with flat or 6.00D clear lens, 
and in Ray-Ban No. 1, 2 and 3 shades. 
The new flexible plate holder has been 
designed for the chipper or welder who 
wants a wide areo of vision, and a secure 
but comfortable fit. The flesh colored poly- 
ethylene unit accommodates both welding 
plates or clear plastic cover plates, it is 
said. 





LIGHT CONTROL SWITCH —Energy 
Kontrols, Inc., 11 South First St., Geneva, 
lil., has announced a light control switch 
called Protect-O-Lite. It is an automatic 
switch activated by the presence or ab- 
sence of light. It is said to turn on electric 
power or lights at night and off at dawn. 
The unit requires no installation. It is 
plugged into a power outlet with the 
photo electric eye facing the outside na- 
tural light. Weighs less than 12 ounces. 
Size 3 by 2% by 1 inch. 

oo. ee: 





CAR CUSHION—Ace Rubber Co., P. O. 
Box 6147, Dallas 22, Tex., has announced 
a third line of car cushions, the Fros-Nip. 
This line is made of vinyl plastic impreg- 
nated fabric and features an arrangement 
of inner-locking spring construction. The 
Fros-Nip line is available in green, bive, 
red and black in regular, king and full 


seat sizes. 
88 


Firm Says Power Brake 


Works When Engine Is Off 


The Hydraflex power brake op- 
erates whether the engine is run- 
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NEW PRODUCTS 





ton trucks and fork-lift trucks, the 
firm said, 

The company said the unit’s 
function is to multiply the brake 
system’s fluid pressure after the 


cylinder. Fittings for the various 
vehicle makes come with the brake 


unit, the firm added. 
* * * 


POWER STEERING KITS—A line of power 
steering kits and hose has been announced 
by Varco Products, 1017 E. Washington 
Bivd., Los Angeles 21, Calif. Each Varco 
kit contains all parts (seals, washers, gas- 
kets, retainer rings, etc.) necessary for re- 
pair of the particular unit being serviced. 
All seals are said to be the same as origi- 
nal equipment. Kits and hoses are avail- 
able covering all models from 1952 through 
1959 for Ford, Chrysler and General Motors 
products, it is daimed. 


* 





EXHAUST DEVICE — Designed in Ger- 
many, the Steinbach exhaust is said to 
filter and absorb carbon monoxide gases, 
provide gasoline savings of 20 to 25 per- 
cent, avoid overheating of the motor, and 
provide noiseless performance by the 
motor. The patented invention is based on 
a system whereby exhaust. gases are not 
pushed out but drawn out. The unit is im- 
ported by Impex Credit Corp., 27 Williams 
St., New York 5, N. Y. 

e..% 


* 





GASOLINE CAN—Edward Can Co., 
6260 N. Northwest Highway, Chicago 31, 
lll., has added a five-gallon can to its 
line of Porta gasoline cans. The can is 
said to provide an extra measure of safety 
because of its shape. The wide base is 
said to result in a low center of gravity 
for safer storage. The can is furnished 
with a reversible flexible pouring spout 
and fine mesh filter screen. The can is 


vented and features a heavy-duty handle. 
CoS RS 


fluid is discharged from the master! 





OIL FILTER—A spin-on type replacement 
oil filter has been announced by Wix Corp., 
Gastonia, N. C. for '60 Ford Motor Co. and 
other cars. The Wix full-flow oil filter, call- 
ed PC-15, employs a “depth-type” filtrant 
which is blended to provide the high flow 
rate required by full-flow filtration sys- 
tems, it is claimed. It is said to be 20 per- 
cent more efficient than the pleated paper 
filtrants formerly used in this type of full 


flow filter. 
= 





SEAT CUSHION—A Thrifty line of ventil- 
ated seat cushions for 1960 has been an- 
nounced by Heckethorn Mfg. & Supply Co., 
Dyersburg, Tenn. The Thrifty is manufac- 


tured in three sizes—Nifty, King-size a 


“Klear-A-Kross."" Available colors are com- 
binations of white with maroon, green or 
blue in an attractive striped pattern. The 
line will use steel wire circulator coil con- 
struction and a yiny! coated fiber, 


kit it claims cuts by 80 percent the 
time required in replacing a leaky 
rear main bearing seal in all makes 
of cars. A hook with a handle is 
provided for pulling the old pack- 
ing around and completely out of 
its channel, the firm said, then the 
gripper is collapsed and pushed 
back through the channel with a 
fresh section of packing engaged 
by the exposed end of the gripper 
and pulled through. 


* * * 


DRUM LATH E—A vertical-type brake 
drum lathe which occupies less than 2 
square feet of floor space has been intro. 
duced by Van Norman Machine Co., divi- 
sion of Van Norman Industries, Inc, 
Springfield, Mass. Model 301 Re-Tru drum 
lathe is designed for service stations, brake 
shops, car and light truck dealers and 
garages with limited work space and per 
sonnel. Automatic feed and shut off and 
controls for positioning tool bar into drum 
make operation easy and simple, it is 
said. Standard equipment includes a built- 
in drum micrometer, as well as universal 
equipment to precision machine pleasure 
cars and light trucks. 





STOP-TAIL LIGHT — Latest addition to 
the line of Pathfinder truck lighting equip- 
ment is this 5% by 6%-inch stop-and-tail 
light, for Ford 1955-59 and other cars and 
trucks. Introduced by Auto Lamp Mfg. Co., 
2909 S. Indiana Ave., Chicago 16, Ill. The 
| light is ready to install. Light is finished 
in black, with large red stop lens, clear 
| license illuminator. Called the Pathfinder 


No. 134, it replaces original Ford part No. 
B9OTFI3405C, is wired for either six or 12- 
volt systems. 


















SHELVING — Up to 100 percent more 
available shelf space in the same floor 
area is said to be possible with a floor 
grating system announced by Equipto, 
Aurora, Ili. Present shelving can be ex- 
tended as ceiling height permits. Then 
non-skid steel catwalks are installed com- 
plete with access stairway, it is said. Pic- 
ture shows double-decked shelving with 
total height of 14 feet and catwalk at the 
7-foot level. The same components can be 
used to build a second or mezzanine floor 
even where no shelving exists, it is said. 

“0. * 








MIRROR FOR COMPACTS—The Compact, 
a rear-view mirror designed for the Ameri- 
can small-car market, has been announced 
by C. M. Hall Lamp Co., 1035 E. Hancock, 
Detroit 7, Mich. The Hallmark mirror is said 
to be the only one on the market especially 
styled to complement the individual looks 
of the compact cars. It comes in two styles, 
a 4-inch replaceable head and a deluxe 
4¥%-inch replaceable head. The Compact 


is quadruple plated. 
eo &: «@ 





Rear Main-Seal Kit 


R.A.R. Mfg. Co., 136 S. Broad St., 
Ridgewood, N. J., has developed a 
* a * 





LAND-WATER CRUISER—Terra-Marina Mfg. Co., Inc., 2214 Washington Ave., Houston 
10, Tex., has introduced its 1960 Terra-Marina Amphibious Land and Water Cruiser 


model D. Designed as a year around craft, 


four. 


the unit has accommodations for sleeping 


The unit features fore and aft decks, a sun deck, and is equipped as a seif- 


ning or not, according to Power'| sustained land and water cruiser, it is said. Facilities include fresh water tank, galley 
pump, stove, sink, icebox, wardrobe, toilet, two lighting systems, positive steering, 
insulation and fodm rubber cushions. The firm produces four other models, including 


Sales Corp., 732 Dermon Blidg., 
Memphis 3, Tenn. The units are 
available for all autos, % and %- 


the nine-passenger model E shown above. 






WHEEL BALANCER — The Facom U44-A|/ 
“off-the-wheel" balancing machine is dem- |} 
onstrated at the Renault training center, 
Maspeth, N. Y. The Facom balancer is said 
to be standard for Renaults because of its 
ease of operation and its ability to handle 
the Renault wheel, which is without center 
hole. The unit is imported by Western Serv- 
ices Corp., Linden, N. J. 


FILTER TOOL—Removal of easy-change 
type oil filters is said to be speeded up 
with the Fram Filter Grip tool. The tool is 
made of rust-proof cold rolled steel. De 
signed to work even on the greasiest filter, 
the tool has no adjustments and will fit 
all filter sizes. Fram Corp., Providence, R. |. 


* * * 





LANTERN—The Radar-Mate lantern is 
said to be compact enough to fit into a 
small-car glove compartment. Powered by 
three standard flashlight batteries, the 
lantern has been engineered by the Bur- 
gess Battery Co., Division of Servel, Inc., 
Freeport, Ill., to provide a_ lightweight, 
weatherproof, and dependable lantern for. 
indoor-outdoor living. Standing on the 
flat base of its battery case, Radar-Mate 
can be used hands-free, it is said. Its dis- 
tortion-proof lighthead is movable within 
a 135 degree arc to permit the light beam 
to be directed exactly where it's needed, 
it is claimed. 





PARTS CABINETS — Special parts cab 
inets have been marketed by Bay Products, 
1835 W. Cambria St., Philadelphia 32, Pa. 
Standard models have either 18 or 24 
drawers and each drawer can be sub- 
divided into various size compartments by 
adjustable cross dividers. Cabinets are 4 
inches wide, 11 inches high, and either " 
or 17 inches deep. Construction is all steel 
with forest green baked enamel finish. 
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William G. Burket has been ap- 
pointed chief engineer of truck 
tire design for the Goodyear Tire & 

‘§ Rubber Co., Akron, replacing J. E. 

¢ Me arty. 

, Burket, assistant to McCarty 

“8 when the veteran tire designer re- 

"@tired Oct. 1, served 17 years in 

-Btechnical positions in the rubber 
jndustry before joining the develop- 
ment staff of Goodyear Interna- 
tional Corp, in 1956. 

* * * 

Thompson Appoints Two 

In Michigan Division 

Thompson Ramo Wooldridge, 
Inc., announced the appointment of 
‘two men to new management posts 
jn the company’s Michigan division. 
Robert M. Lynas was named man- 
ager of the hydraulic products 
works, Cleveland, and Joseph A. 
Poremba was appointed assistant 
manager of the Van Dyke works, 
Warren, Mich. 

Lynas, who joined the company 
in 1950, has been assistant to the 
general manager of the Michigan 
division. Poremba has been works 
manager, hydraulic products. He 
joined the firm in 1941. 
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Simoniz Names Connolly 


Product Sales Manager 


Arthur F. Connolly has been ap- 
pointed general sales manager of 
the Simoniz prod- 
ucts division, 
Simoniz Co., Chi- 






cago. 
With Simoniz 
since 1954, Con- 
nolly became as- 
sistant sales man- 
ager in 1957 and 
was named sales 
manager in 1958. 
co As general sales 
- manager he will 

A, F. Connolly be responsible for 
the administration of field sales di- 
visions handling Simoniz consumer 


products. 
om * ob 
Cain Joins Sterling 
Frank Cain, formerly with Allied 
Automotive Parts Co., has been 
appointed assistant manager, re- 
placement division, of Sterling 


Aluminum Products, Inc., St. 
ex. | Charles, Mo. 









* * * 


Universal CIT Names Keen 


To Head Atlanta Division 


Louis H. Keen jr. has been elect- 
be Jed an assistant vice-president of 
Universal C.LT. 
Credit Corp. and 
will direct all ac- 
tivities of the fi- 
Rance company’s 
Atlanta division. 
Formerly Atlanta 
branch super- 

, Keen suc- 
ceeds Julian H. 
,» who re- 


aid. 










Keen, who join- ‘ 
Universal L. H. Keen 
T.’s Roanoke (Va.) office as an 
r in 1937, has spent his en- 
business career with the com- 
y. He was branch manager in 
oke and Norfolk, Va, and 
Raleigh, N. C., and joined the divi- 
flon office in Atlanta in 1950 as 
Operations manager. Later he be- 
fame divisional sales manager and 
branch supervisor there. 
ae * * 


Southern Car Distributors 


Names Robinson VP 


R. K. Robinson has been named 
Vice-president and general manager 
of Southern Car Distributors, Inc. 
Robinson formerly held field execu- 
tive posts with Chrysler Corp. in 
the Midwest and Southeast. 

The firm distributes Panhard and 
Vespa autos in the Southeast. 

* + + 
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Bergheimer, Hedgpeth, Bass 


Are Elected Crump VPs 


Philip T. Bergheimer, Richard T. 
gpeth and V. Kenneth Bass 
pg, | Rave been elected vice-presidents of 
2 43. T. Crump Co., Inc. 
yo { Bergheimer is manager of the 
by automotive parts, accessories and 
yg uipment division. Hedgpeth is 
1 Manager of the trim, body and 
oil -shop supplies department. 
directs sales of auto seat 





Auto Personnel 
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convertible tops and seat 
cushions. 


covers, 


* * * 


Thor Promotes MacDonald 


John L. MacDonald has been 
appointed manager of the newly 
created sales training department 
of Thor Power Tool Co, He will 
help develop new programs for 
training Thor sales personnel and 
distributors. 


* * * 
Brinker Joins J. I. Case 


John H. Brinker has resigned as 
vice-president and general manager 
of the permaglas division, A. O. 
Smith Corp., to become executive 
vice-president of J. I. Case Co. He 
also has been elected a Case di- 
rector. 

* * * 
Brown Named Assistant 
To Ford Purchasing VP 


Charles S. Brown has been 
appointed special assistant to 
Earl G. Ward, purchasing vice- 
president Ford Motor Co, 

Brown has been with the com- 


Every car owner is a prospect for this 
amazing new undercoating. Cork, one 
of nature’s most efficient insulating 





pany since 1919, He entered pur- 
chasing in 1921 and joined Lin- 
coln-Mercury in 1947. He was 
appointed general purchasing 
agent for L-M in 1951 and has 
supervised purchasing activities 
on. those car lines since that 
ie, 


* . * 
DeSoto Names Stretz 


Sales Promotion Chief 


Frank Stretz has been appointed 
sales promotion manager for De- 
Soto, He joined Chrysler Corp. as 
a district sales manager in the 
Kansas City region in 1955. 

During the next four years he 
was successively city manager, 
sales promotion manager and dis- 
tribution manager for the Kansas 
City region. He was called from 
there to Detroit to assume his 
present position. 

oe + * 


Morrison in Atlanta Post 
Scott Morrison has been appoint- 
ed field manager for the Atlanta 
district of Associated Tires and 
Accessories, a division of B. F. 
Goodrich Tire Co. 
+* 


+ +* 


Buick Ups MacArthur 


Bruce M. MacArthur has been 
appointed assistant manager of 








33 


Buick’s Washington zone, He had| Pennsylvania, West Virginia, West- 


been business manager of Buick’s 
Philadelphia zone. 
* * 


Shatter proof Names Datema 


Automotive Sales Manager 


Shatterproof Glass Corp. has 
named Larry Datema sales manager 
in charge of the 
automotive sales 
division. 

Datema will di- 
rect the distribu- 
tion of auto re- 
placement glass 
to automotive 
jobbers in the na- 
tionwide network 
of Shat-R-Proof 
distributors and 
dealers. He spent 
over a year in the 





Larry Datema 


field for Shatterproof before taking | 3 


over as manager of this division. 
+ * + 


Divin, Furman Appointed 
Hi-Way-i Representatives 

Joseph F. Divin and Sol Furman 
have been appointed sales repre- 
sentatives for Hi-Way-i, automatic 
headlight beam changer. 

Divin will cover Ohio, Indiana, 
Michigan and Kentucky, while Fur- 
man’s territory takes in Western 





ern Maryland and Virginia. 
* * 


Wade Joins Ren Plastics 


Richard E. Wade has been named 
Western regional manager for Ren 
Plastics, Inc., Lansing, formulator 
of epoxy resins for tools and tool- 
ing. He had been general manager 
of a Detroit plastics firm. 

cd * 


ed 

Ford Appoints Klotsch 
Military Vehicle Chief 

Paul Klotsch, who headed devel- 
opment of Ford Motor Co.’s free 
piston engine 
that was tested 
in the experi- 
mental Typhoon 
tractor, has been 
appointed direc- 
tor of the newly 
expanded special 
military vehicles 
office. 

Klotsch former- 
: ly was manager 

~~ of the product 

Paul Klotsch development de- 
partment, engineering research and 
advanced product study office. He 
was associated with several Ameri- 
can manufacturing concerns as 
chief engineer before joining Ford 
in 1951. 





YOUR MARK-UP IS 
100% OR MORE ON 
LION 


Nokorode 
eG a> FE 


UNDERCOATING : 


the new, improved undercoat that insulates as it protects 


road noises. 


materials, is a primary ingredient, 
bringing increased efficiency to both 


car heaters and air conditioners. Just 
one-eighth inch dry film thickness ap- 
plied to the underside of a car will 
decrease heat loss or gain by 40%! 


In addition to its superior insulating 
qualities, Lion Nokorode protects 


N OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 
EL DORADO, ARKANSAS 


€ LIO 





of course. 


LION OIL COMPANY 
A Division of Monsanto Chemical Company 
Dept. AN-I, El Dorado, Arkansas 


Please send complete information about Lion Nokorode Cork Under- 
coating and how it can increase my market and profits. No obligation, 


6:2 ebnevececbacseve 


against rust, prevents squeaks and 
rattles, stops dust leaks and deadens 


WRITE TODAY FOR FULL DETAILS 
ABOUT LION NOKORODE CORK 
UNDERCOATING AND HOW IT 
CAN OPEN A BIG, NEW PROFIT- 
ABLE MARKET FOR YOU... 
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Dodge Cites Veteran Dealers— 


Dealers in the Philadelphia region who have been with Dodge for 25 years were 
honored at a recent luncheon. Dealers receiving silver anniversory plaques were, 
seated, from left, the late Harry Conaway, Georgetown, Del.; Allen Carlson sr., North 
East, Md.; Orville Nearing, Milford, Pa.; Guy Stevens, Meshoppen, Pa.; Roland Heinel 
sr., Philadelphia, Standing: J. R. Javis, Dodge Philadelphia regional manager; Santo 
Ruano, Birdsboro, Pa.; Robert Ferguson, Kennett Square, Pa.; A. J. O'Connell, Phila- 
delphia, and K. L. Heatherly, assistant regional manager. Lionel Kaplan, Washington, 
and Harry Moreland, Waldorf, Md., were not present at the meeting to receive their 


plaques. 
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By British Manufacturer... 





600,000 Import Sales 
Eyed for U.S. in ’60 


By William Carroll 
Staff Correspondent 


LOS ANGELES. — “I think im- 
ported-car sales will level off to 
about 600,000 units for 1960, with 
established manufacturers enjoy- 
ing an even greater share of the 
business,” John Panks, chairman of 
the British Automobile Manufactur- 
ers Assn., told Automotive News 
during the fourth annual BAMA 
reception in Beverly Hills. 

Panks pointed to statistics 
showing that Britain led all other 
European countries in imported- 
car sales to the U. S. during the 
first nine months of 1959. More 
than 150,000 British cars have 
come into the States. 

About 30,000 units came in 
through the adjoining ports of Los 
Angeles and Long Beach, This is 
an increase of over 50 percent, com- 
pared with 1958. Current British 
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ae 


Forward Control 
Chassi: 


i Montpelier dita ilies ‘haem for the F 

| job — and mounts them on ANY standard 7 

chassis. Put more PROFIT on your books. | 
) Montpelier ““STAY-SOLD” bodies mean | 


| repeat. business. 








car imports through both ports ex- 
ceed $50 million annually. 

“We feel our industry is wide 
awake, and we've taken steps to 
further strengthen our position 
here,” said Panks, who also is man- 
aging director of the Rootes Group. 


“British makers are introducing 


new and revolutionary models, such 
as the Morris Mini-Minor, We offer 
the first real economy cars with 
automatic transmissions in the Hill- 
man and Singer. 

“Our luxury cars such as Jaguar 
and Rolls now offer more perform- 
ance than ever before. There are 
new sports cars such as Sunbeam 
Alpine and Daimler and, in Jan- 
uary, a major British maker will 
announce an entirely new sports 
car. 

“We don’t feel compacts (from 
Detroit) can be ignored,” Panks 
said, “but British makers are 


- 
i) Wy, 




















working toward a lasting mar. 
ket.” 

Honored at the reception wer, 
Lloyd A. Menveg, president, Lg, 
Angeles Harbor, and Harry & 
Ridings jr., president, Long Beach 
Harbor. Each received a speciaj 
presentation from British auto ip. 
dustry representatives visiting Logs 
Angeles for the International Auto. 
mobile Show at Pan Pacific Audj- 
torium, 

Panks said the association wished 
to pay tribute in this way to mutua] 
trade between Britain and Souther 
California. 

Senior representatives of the Brit. 
ish group visiting Los Angeles for 
the show, and present at the re. 
ception, included: J. Eerdmans, 
president of Jaguar; R. A. B. Lea. 
royd, U. S. representative of British 
Motor Corp.; Richard Yorke, vice. 
president of Rolls Royce; W. Owen, 
president of Lucas Electrical; 
Nisonger, president of Nisonger 
Corp.; Connie Yeras, western re. 
gional manager of Standard Tri- 
umph, and John Dugdale, vice-pres. 
ident of BAMA. 

At another meeting, J. S. Kemp, 
M-E-L imported-car marketing 
manager, told newsmen that a 
big advertising and sales-promo- 
tion campaign is aimed at in- 
creasing sales of the new English 
Ford Anglia by 50 percent. 

Kemp said Anglia currently ac- 
counts for 50 percent of English 
Ford sales in the U. S. 

“Our sales goals for 1960,” he 
said, “are 50,000 English Fords and 
12,000 German Taunus cars. The 
latter figure would be double Tav- 
nus sales in 1959.” 

Questioned about the import out- 
look for 1960, Kemp said: “We don't 
really know how many imported 
cars will be sold here next year, 
but we are planning on the basis of 
half a million. 

“Our company believes that, as 
a whole, import sales will decline 
next year.” 

Asked why Ford made such a 
great change in the Anglia, which 
already was selling well, he re- 
plied: “We want a greater share 
of the world market, including 
the U. 8S.” He said this country 
now takes some 20 percent of the 
English Fords exported. 

Kemp said Southern California is 
English Ford’s biggest market, fol- 
lowed by Florida and New York. 
There are about 700 English Ford 
dealers in the U. S., he said. 





Bacon Appointed 
Director of Bear 


Service School 


ROCK ISLAND, Ill.—E, Miles 
Bacon, a former vocational-techni- 
cal instructor and service garage 
owner-operator, has been appointed 
as director of 
Bear Mfg. Co.’s 
service school. 

Bacon is a 
graduate of Col- 
gate University, 
with a masters 
degree in indus- 
trial education 
from the Univer- 
sity of Connecti- 
cut. 

He was in part- eA 
nership with his E. M. Bacon 
father in a service garage in Lé- 
cester, Mass., for seven years, 
during this period attended the 
Bear school twice, 1947 and 1951. 

Bacon comes to Bear from the 
Henry Abbott Technical School, 
Danbury, Conn., where he was al 
tomotive instructor as well as track 
coach. He was also secretary of the 
State Curriculum Committee for 
Automotive Subjects. 





Highway Trailer Names 


Charnay to Presidency 

NEW YORK.—David B, Charnay, 
chairman of Highway Trailer Co, 
has been elected president of the 
company, succeeding Harold J. 
Meagher. 

Highway Trailer Co. is a wholly- 
owned subsidiary of Highway 
Trailer Industries, Inc., of which 
Charney also is board chairman 
The company has plants in Edger 
ton and Stoughton, Wis., Hazelton, 
a and a factory branch in New: 
ar 


Davis Elected in Butte 
BUTTE, Mont—Jack B. Davis 
has been elected president of the 
Butte Automobile Dealers Assn, 
succeeding Hugh Currie. 


Earl | 
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put stock in your company 


When it comes to buying a car, the average man is like 
a kid with a new toy. When he makes up his mind he wants the 
car, he wants it now, not six to eight weeks later, but 
les now. Nothing makes him break out in a cold 
= sweat faster than the thought of having to wait for 
nted his shiny new ESSEX-SIX. The wise dealer caters to this 
= | quirk in the American male. He lays in a well-rounded stock of 
models so he can tell his customer, “Sign on the dotted line 
and drive home with your car.” This often means 
closing the deal on the spot rather than settling for that 
familiar line, “I’ll be back later.” 





sell those features 


Talk up your car’s big comfort features. SOLEX is a 
good example. Tell your prospect how this 
green tinted safety glass makes for more driving 
pleasure, both winter and summer. Point 
out how SOLEX absorbs over 50% of solar heat, making 
it a must for air-conditioned cars. An 
easily demonstrated feature like SOLEX will help sell 
cars for you. Order your cars with SOLEX. It’s a 
profitable decision for both you and 
your customers. i 
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Ip. Pittsburgh Plate Glass Company 


Paints * Glass + Chemicals * Fiber Glass 
In Canada: Canadian Pittsburgh Industries Limited 4 
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avis a\ili , 
s 3 es SOLEX® the best glass under the sun All PPG Automotive Safety Glass complies with every recognized safety code. 
/ 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 
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Tim Anspach Dealer’s Auto Auction. Sale 
every Monday, Prices are for sale of Nov. 
30. Prices have been gradually backed off 
for the past few weeks. Buyers were pick- 
ing only choice units and seemed indifferent | 
whether they bought or not. Sold 101 cars| 
from 146 consignments. 
BUICK—'57 Special Estate Wagon, $1,475* 


(ps). 
"56 Special 2-dr. 


Riviera, $770* (ps), 
$710", $560°. 
'53 Special 2-dr. Riviera, $300*; 4-dr. 
Riviera, $170*. 
CADILLAC—'56 (62) 4-dr., $1,500* (ps); 


COLORADO 





Denver Auto Auction 
% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 








CONNECTICUT 








NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our !2th year 
of continuous operation. 
Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
; Warehouse Point, Conn. 


: 
F 
; 








FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 
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INDIANA 


INDIANAPOLIS—Indianapolis Auto 
Auction, P.O. Box 24007. Wed. 11:00 
A.M. Dual Ring. CHapel 4-9546. 





ee 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 
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North-East-South-West 
Automotive News' 









“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








AUTOMOTIVE NEWS, DECEMBER 14, 1959 


(Compiled by Automotive News from Auction Reports.) 





2-dr., $1,300* (ps). 
'55 (62) 2-dr., $1,150* (ps); 4-dr., $950* 
(ps). 

CHEVROLET — '59 Kingswood (8) 4-dr., 
$2,375* (ps); Bel Air (8) 4-dr., $1,- 
910°, 

"58 Impala (8) conv., $1,790* (ps); Bel 
Air (8) 4-dr. hardtop, $1,580*; Two- 
ten (6) 4-dr., $1,250*; Biscayne (8) 


DeSOTO—’'57 Firedome 4-dr., 


4-dr., $1,250*. 
‘57 Bel Air (6) station wagon, $1,375. 
’566 Two-ten (6) station wagon, $975*; 


4-dr., $910*; Delray, $840*; 2-dr., 
$600; Bel Air (8) conv., $940*; 4-dr., 
$900*, $800*. 

"55 Two-ten (6) station wagon, $660; 
2-dr., $590*, $500, $435, $390; 4-dr., 
$500; Bel Air (8) conv., $600*; 2-dr., 


$400*. 
’54 Two-ten 2-dr., $265, $235; Bel 
2-dr. hardtop, $260*, 


Air 
$850°*. 


DODGE—’57 Royal (8) 2-dr. hardtop, $1,- 


025*; Coronet (8) 4-dr., $985* (ps). 


MICHIGAN 





@eee 


12:00 SALE EVERY WEDNESDAY 















‘56 Royal (8) 4-dr., $660*. 


EDSEL—’59 Ranger 2-dr. hardtop, $1,540*. 


‘58 Corsair 4-dr. hardtop, $1,090*. 


FORD—’60 Galaxie (8) Starliner, $2,585* 


(ps). 
59 Fairlane 500 (8) 2-dr, Victoria, $2,- 
075*; conv., $1,975*. 


"58 Country Squire (8) 4-dr., $1,850* 


(ps); Country Sedan (8) 4-dr., $1,- 
510*, $1,350* (ps), $1,350*; Ranch 
Wagon (8) 4-dr., $1,310; Ranch Wag- 
on (6) 2-dr., $1,120. 

"57 Del Rio (8) 2-dr., $1,130* (ps); 
Country Sedan (6) 4-dr., $1,075; Cus- 
tom 300 (6) 4-dr., $875*; Custom 300 
(8) 2-dr., $730; Custom (6) 2-dr., 
$700". 

"56 Country Sedan (8) 4-dr., $1,075*; 
Fairlane (6) 2-dr., $360. 

’55 Fairlane (8) 2-dr., $400*. 

"54 Crest (6) 4-dr., $360; Custom (6) 
4-dr., $335*; 2-dr., " $250". 

"53 Country Sedan (8) 4- dr., $270, $260. 


HUDSON—’55 Hornet 4-dr., $370°, 


NEW JERSEY 





Flint Auto Auction, Inc. | Minutes from New York City 


FLINT, MICHIGAN 
Exclusively for Dealers 


“DUAL RING" 2 lines running 
ously. 


Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area. 


Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers, 
Fair management, 

MICHIGAN'S FINEST SALE 
12:00 


M. D. McCollum, Vice-President and Manager 


3711 Western Road 


Phone CEdar 2-3/8! 





ian. i i ° 10 
A.M. Dealer-owned. Dealers only. A tco 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 





19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


MISSOURI 





ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 
BIG SALE EACH FRIDAY 
300 TO 400 CARS 


We Issue Our Checks and insure Titles 
Owned and Operated by 

J. F. REED— HUGO HASHEIDER 

NORB RUGH 

Twin Ring Selling 


simultane- - ” 


vn AUCTION 











EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
Insured B: 


y 
INSURANCE AGENCY, 
Alabama 


EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 
CApito! 8-0100 for Reservations 


AUCTION 


Oe Ee Le 138 0133 | 
Eta ahadiiate panned 


‘N-A-D-E 


Every Tey 2 rn" We 


NATIONAL AUTO 
DEALERS EXCHANGE 





PONTIAC—’56 Chieftain 2-dr., 
Catalina, $585*; 4- 


Star Chief 





LAFAYETTE—Syracuse Auto Aucti 


$ $ $ 





Average Price of Used Cars Sold at Auction 









Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and ’51s dropped in December, 1958. 
Figures alongside bars represent dollars. 


(Copyright, 1959, by Automotive News) 


LINCOLN—’58 Continental Mark III 4-dr., 
$2,650* (ps). 
MEROCURY—’56 Custom 4-dr., 
*55 Custom 2-dr, hardtop, $390. 
NASH—’55 Ambassador (8) 2-dr. hardtop, 


$160*. 
OLDSMOBILE — ’'56 (88) 2-dr. Holiday, 
$830*. 
"54 (88) 2-dr., $290°. 
PLYMOUTH—’'58 Plaza (8) 4-dr., $850. 
‘57 Belvedere (8) 4-dr., $820*; Savoy 
(6) 4-dr., $800*; 2-dr., $610; Plaza 
(6) 4-dr., $790. 
’56 Suburban (8) Custom 4-dr., $660*, 


$625". 
’53 Plaza 2-dr. hardtop, $120. 
$680°. 
’55 Chieftain 2-dr. 
r., $570*, $410. 
"54 Chieftain 4-dr., 
4-dr., $175*. 


$250*; 


’53 Chieftain station wagon, $230* (ps). 
RAMBLER—’57 Custom (6) 4-dr., 


’56 Custom Cross Country, $825*. 


NEW YORK 


Center of Empire State. Check an 
Title Protection. (Wed.). 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 
Auction 


Dealer Auto 
Albany 5, N. Y. 
Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 


checks guaranteed. Mon. 10 A. M. 


PENNSYLVANIA 





And Hard-to-Sell Used Cars 


More Bidders @ Higher Prices 


at the world's only 
3-LANE auction 


MANHEIM AUTO AUCTION 


ROUTE 72, MANHEIM, PA. 
Phone MOhawk 5-2401 








TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 
Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 











An Ad in the Classified Section of the Automotive News 


Will Get You Quick, Satisfactory Action 






$760* (Ds). 


$860". 


ere eS. 8 


TOP DOLLAR FOR 
LEFT-OVER '59s 









565 Custom Cross Country, $400. 
MISCELLANEOUS—’'50 Willys pick 
$580. 
’47 Willys Jeep, $560. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Ay 
Auction, Sale every Tuesday. Prices 
for sale of Dec, 1, 

BUICK—’59 Invicta 2-dr. hardtop, $2,739 

(ps), 

’57 Century 2-dr. Riviera, $1,440 
Special 2-dr. Riviera, $1,295*. 

56 Century 2-dr. Riviera, $925° 
Special 2-dr. Riviera, $760*, 

55 Century Estate Wagon, $975* 
Riviera, $935* (ps). 

’54 Super 2-dr. Riviera, $650* (ps). 

’53 Special 2-dr., $225; Super 2-dr. Rivi- 

era, $135*. 

'52 Special 2-dr., $100. 


CADILLAC—’59 (60) Special 4-dr., $5. 
250* (ps), $5,200* (ps); de Ville 4-dr, 
hardtop, $5,000* (ps), $4,750* 
2-dr. hardtop, $4,950* (ps), 
(ps); (62) conv., $4,830* (ps) 
$4,750* (ps), $4,700* (ps), $4,590" 
(ps), $4,500* (ps); 4-dr., $4,650* (ps), 

'58 (60) Special 4-dr., $3,900* (ps); (62) 
Coupe de Ville, $3,400* (ps); cony,, 
$3,385* (ps); 2-dr., $3,050* (ps). 

’57 (60) Special 4-dr., $2,605* (ps), §2,- 
510* (ps); (62) Sedan de Ville, $2,535* 
(ps); Coupe de Ville, $2,490" (ps), 
$2,245* (ps); 4-dr., $2,400* (ps). 

’56 (60) Special 4-dr., $1,900* (ps), $1,- 
825* (ps); (62) Coupe de Ville, $1,810* 
(ps); conv., $1,800* (ps); Sedan é& 
Ville, $1,690* (ps). 

(62) 


(ps); 
(ps); 
4-dr, 


’55 (60) Special 4-dr., $1,260* (ps); 
conv., $1,015* (ps). 

’53 (62) 2-dr., $400. 

"50 (60) Special 4-dr., $125*. 

*48 (60) Special 4-dr., $155*. 


CHEVROLET—'59 Nomad (8) 4-dr., §$2,- 
505* (ps); Impala (8) sport coupe, 
$2,500*, $2,475* (ps), $2,350* (ps); 
sport sedan, $2,435* (ps), $2,275*, §2,- 
120*; conv., $2,150; Brookwood (8) 
4-dr., $2, 130; Bel Air (8) 4-dr. §2,- 
100* (ps), $1,980* (ps); Biscayne (8) 
2-dr., $1,680. 

’58 Impala (8) sport coupe, $2,025* (ps), 
$1,900* (ps), $1,825*, $1,735*; conv., 
$1,795*; Bel Air (8) sport sedan, §1,- 
730* (ps), $1,700* (ps). 

’57 Bel Air (8) conv., $1,480* (ps); 4 
dr., $1,375*; sport sedan, $1,305*; 
Two-ten (8) 4-dr., $1,270*, $1,135*; 
Two-ten (6) 2-dr., $1,030; One-fifty 
(8) 4-dr., $985*; One-fifty (6) 2-dr., 
$955. 

’56 Nomad (8) 2-dr., $1,275*; 

(8) sport coupe, $1,125*; One-fifty (6) 
2-dr., $640. 

55 Bel Air (8) sport coupe, $900*; 4-dr., 
$850*; Two-ten (6) station wagon, 
$850°. 

’54 Bel Air 2-dr., $505; One-fifty station 

(Continued on Page 37, Col. 1) 


TEXAS 
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AMARILLO AUTO 
AUCTION, INC. 

10TH Phone: DR 2-9503 
WE PICK UP AND SELL 

FOR LEASING COMPANIES ANYWHERE 
12 Years Fair Dealing 
Auction Checks Issued. 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


3202 E. 











| 








WASHINGTON 
SOUTH SEATTLE AUTO AUCTION 
10844 E. Marginal Way Seattle 88, Wash 


Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M. 
HIGH MARKET AREA 


Write for free accurate market reports 
Bill Jehnsen Bob McCenkey 









Crossroads 






. . « Where they meet... 






buyers and sellers . . . new and 









used car dealers. They meet at 










the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 
through an ad in Automotive 
News. 


Bel Air 
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2,730¢ 
(ps); 
(ps); 
4-dr, 


» $2. 
2,535* 
(ps), 
. = 
1,810' 
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Used-Car Auction Prices 
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(Continued from Page 36) 


wagon, $475, $450*; Two-ten 2-dr., 
$390. 

‘53 Two-ten 4-dr., $325; Bel Air conv., 
$275*, $200°. 


’52 Deluxe 2-dr., $175*. 
'51 Deluxe conv., $275*; Bel Air, $235*. 
50 Deluxe 4-dr., $125. 
CHK YSLER—’58 NY Town & Country, $2,- 
00* (ps). 
'53 Windsor Town & Country, $395*. 
pesoTO—’' 57 Firesweep 2-dr. hardtop, $1,- 
155* (ps). 
PODGE — '59 Coronet (8) 2-dr. hardtop, 
$1,980*. 
57 Coronet (8) conv., $1,000*. 
*55 Royal (8) 2-dr. hardtop, $700* (ps); 
Custom Royal (8) 4-dr., $540*. 
53 Coronet (8) 4-dr., $215, $165*, 
FORD—'59 Thunderbird (8), $3,675* (ps), 
$3,450*, $3,325* (ps); Galaxie (8) 4- 
dr. Victoria, $2,100* (ps); Custom 300 


(8) 2-dr., $1,755. 

58 Thunderbird (8), $3,210* (ps), $2,- 
890* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,635*; 4-dr., $1,435°*. 


'57 Thunderbird (8) conv., $2,600* (ps), 
$2,410*; Fairlane 500 (8) Skyliner, 
$1,650* (ps); 2-dr, Victoria, $1,435* 
(ps); Fairlane (8) 2-dr. Victoria, $1,- 
250* (ps); 4-dr., $1,000*; Custom (8) 
2-dr., $835°. 

56 Country Sedan (8) 4-dr., $985*; Fair- 
lane (8) 2-dr. Victoria, $825*; Custom 
(8) 2-dr., $740*, $675*; 4-dr., $700*; 
Main (8) 2-dr., $520, $480, 

55 Custom (8) 4-dr., $650; 2-dr., $500*, 
$465; Fairlane (8) 2-dr. Victoria, $585; 
Ranch Wagon (6) 2-dr., $550. 

’54 Country Sedan (8) 4-dr., $480*; Cus- 
tom (8) 2-dr., $360*. 

53 Main (8) 2-dr., $165, $145; Custom 
(8) 2-dr., $150. 

52 Custom (8) 4-dr., $145; Main (8) 2- 
dr., $100, 

KAISER—’54 Special 2-dr., $185. 

LINCOLN—’57 Premiere 4-dr. hardtop, $1,- 
550° (ps). 

MERCURY—’59 Monterey 2-dr., $2,150*. 

*58 Commuter 2-dr., $1,800* (ps); Mont- 
erey 4-dr., $1,375*. 

'57 Monterey 4-dr. hardtop, $1,445* (ps); 
2-dr., $1,350* (ps), $1,250* (ps), $1,- 
185*; conv., $1,335* (ps). 

55 Montclair 2-dr., $880* 
erey 2-dr., $740*, $450*. 

"54 Monterey 2-dr., $515*; conv., $385*. 

63 Monterey 2-dr., $345*, $285*; 4-dr., 
$190*. 

‘51 Monterey 2-dr., $100*. 

"53 Ambassador 2-dr. hardtop, 


(ps); Mont- 


OLDSMOBILE — ‘59 (88) 4-dr. Holiday, 
$2,665*. 

‘67 (98) 4-dr. Holiday, $1,785* (ps); 4- 
dr., $1,430* (ps); (88) Super 4-dr. 
Holiday, $1,555* (ps); (88) 2-dr. Holi- 
day, $1,350* (ps). 
‘56 (88) Super 4-dr. $1,185* 
(ps), $1,075* (ps). 

‘65 (88) 4-dr. Holiday, $650* (ps). 

"53 (88) Super 2-dr. Holiday, $300* (ps); 
2-dr., $290*; (98) 2-dr. Holiday, $295* 


Holiday, 


Pte UN 


(ps 

(KARD—’55 Clipper 4-dr., $510*, 
OUTH—'58 Suburban (8) 4-dr., $1,- 
’ 595*; Savoy (8) 2-dr., $1,355* (ps). 
‘57 Suburban (8) Custom 4-dr., $1,345* 
(ps); Belvedere (8) 4-dr. hardtop, $1,- 
85* 


"55 Belvedere (8) 2-dr. hardtop, $715. 

‘b4 Savoy 4-dr., $240*. 

‘53 Suburban 2-dr., $450*. 

PONTIAC—’59 Bonneville 4-dr. Vista, $2,- 
755* (ps); Catalina conv., $2,400* 
(ps). 

"56 Chieftain 2-dr. Catalina, $785*. 

‘55 Chieftain 2-dr. Catalina, $725* (ps); 
4-dr., $540; 2-dr., $475*, $475, $450; 
Star Chief 4-dr., $695* (ps). 

"62 Chieftain 2-dr. Catalina, $140*. 

RAMBLER —’58 Ambassador (8) Cross 


Country, $1,825* (ps); American (6) 
2-dr., $1,190. 

‘53 Super Suburban, $270. 

"62 Custom station wagon, $135. 

‘51 Custom station wagon, $185, $145; 
conv., $115. 

os Champion (6) 4-dr., 

40. 

‘52 Commander (8) Land Cruiser 4-dr., 

$190*. 


MISCELLANEOUS—’59 Ford (8) 
ero, $2,200* (ps) 

‘58 Chevrolet (8) %-ton pickup, $1,085; 
(6) %-ton panel, $1,035. 

’55 Chevrolet (8) %-ton LWB pickup, 
$900*; (6) delivery sedan, $300, 

‘54 Ford (8) F-350 1-ton pickup, $400. 


NASHVILLE, TENN. 


Nashville Auto Auction. Sale every Wed- 
Resday. Prices are for sale of Dec. 2. Sold 
131 cars from 212 consignments. 


Ranch- 


BUICK—'57 Super 4-dr., $1,175* (ps); 
Special 4-dr. Riviera, $1,150*. 

"56 Super 4-dr. Riviera, $925*; Special 
4-dr., $755*. 

"55 Special 4-dr. Riviera, $690*, $625*, 
$610*, $575*. 


"54 Special 4-dr., $590*, $480*, $430*. 

‘53 Special 2-dr., $310*, $290*. 
SADILLAC—'59 (62) 4-dr., $3,300* (ps). 
"57 (62) Coupe de Ville, $2,380* (ps). 

"56 (62) 4-dr., $1,825* (ps). 

"55 (62) Coupe de Ville, $1,210* (ps). 

"53 (62) 4-dr., $380* (ps). 

CHEVROLET—'59 Impala (8) 2-dr. hard- 
top, $2,205*; Bel Air (8) 4-dr, hard- 
my $2,145*; Bel Air (6) 4-dr., §$1,- 
10. 

"58 Impala (8) 2-dr, hardtop, $1,830*, 
$1,820* (ps); conv., $1,815; Biscayne 
(8) 4-dr., $1,455*; Biscayne (6) 4-dr., 
$1,375*; Bel Air (8) 4-dr., $1,365*. 

‘S7 Bel Air (6) 4-dr., $1,430*, $1,325*; 
Bel Air (8) 4-dr. hardtop, $1,395*, 
$1,305* (ps); Two-ten (8) 4-dr., $1,- 
080, $980, $940. 

‘56 Bel Air (8) 2-dr, hardtop, $1,155*; 


Two-ten (8) 2-dr., $890*, $590; One- 
fifty (6) 2-dr., $615. 

‘55 Bel Air (8) 2-dr, hardtop, $985*, 
$930* (ps); Two-ten (8) 2-dr., $670, 
$595; Two-ten (6) 2-dr., $655, $630* 
(ps). 

*54 Two-ten 2-dr., $415. 

*53 Bel Air 2-dr., $345. 

VMRYSLER—'55 Windsor 4-dr., $555*. 

SSOTO—'56 Firedome 4-dr., $975*. 


*55 Firedome 2-dr. hardtop, $755*. 


DONGE—'57 Sierra (8) 4-dr., $1,255*. 
‘56 Royal (8) 2-dr, hardtop, $685*. 
"55 Coronet (8) 4-dr., $505*. 

‘S54 Coronet (6) 4-dr., $315. 


» 53 Coronet (8) 4-dr., $225. 


FORD — '60 Galaxie (8) 4-dr., $2,605*, 
$2,600* (ps); Fairlane (8) 2-dr., §1,- 
875. 


’59 Galaxie (8) 2-dr. Victoria, $2,270*. 
‘58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
570*; Fairlane (8) 4-dr., $1,300*. 
"57 Fairlane 500 (8) 4-dr, Victoria, $1,- 
310* (ps), $1,225*; Country Sedan (8) 
4-dr., $1,075*; Custom (8) 2-dr., 

$990°, $795. 

‘56 Fairlane (8) 2-dr. Victoria, $1,010*, 
$895*; 4-dr., $850*; Custom (8) 4-dr., 
$715*, $690, $640. 

‘55 Fairlane (8) 2-dr, Victoria, $805*, 
$710*, $675, $630*; 4-dr., $630; Cus- 
tom (8) 4-dr., $595; Custom (6) 4-dr., 
$410; Ranch Wagon (8) 2-dr., $510. 

’54 Custom (8) 2-dr., $400. 

’53 Crest (8) 2-dr. Victoria, $415. 


MERCURY—’'57 Montclair 4-dr., $1,310*. 
56 Monterey 4-dr., $990*, $955, $795. 
’55 Monterey 2-dr. hardtop, $755* (ps), 

$720*, $660*, $645* (ps). 

*53 Monterey 4-dr., $335, $300*. 
OLDSMOBILE—’57 (88) Super 2-dr. Holi- 
day, $1,545* (ps), $1,500* (ps). 

’56 (88) Super 4-dr., $1,005* (ps), $905* 

(ps); (88) 4-dr., $895*, $875*. 

*55 (88) Super 2-dr. Holiday, $890* (ps), 

$860*, $785* (ps). 

’54 (88) 4-dr., $480* (ps). 
PACKARD—’56 Clipper 2-dr., $705. 
PLYMOUTH—’57 Belvedere (8) 2-dr. hard- 

top, $955*; Savoy (8) 4-dr., $835*. 

’56 Savoy (8) 4-dr., $685*, $655°*; Plaza 

(6) 4-dr., $455. 


55 Belvedere (8) 4-dr:, $480*. 


'54 Savoy 4-dr., $305. 
’53 Cranbrook 4-dr., $225. 
PONTIAC—’60 Catalina 4-dr. Vista, $2,- 
755* (ps). 
’57 Chieftain Safari 4-dr., $1,105* (ps). 
*54 Chieftain 4-dr., $425* (ps). 


DETROIT 


Motor City Auto Auction, Sale every 
Monday. Prices are for sale of Nov, 30. 


BUICK—’59 Electra 2-dr. hardtop, §2,- 
360* (ps); Invicta 2-dr, hardtop, §2,- 
150*. 

’57 Century Estate Wagon, $1,550* (ps); 
2-dr. Rivigra, $1,250*; Special 2-dr. 
Riviera, $1,250* (ps). 

56 Super 2-dr. Riviera, 
Special conv., $605* (ps). 

55 Century 2-dr, Riviera, $515*; Special 


$800* (ps); 


2-dr. Riviera, $470* (ps), $425*. 
*52 Special 2-dr, Riviera, $110*. 
CADILLAC—’58 (62) Sedan de Ville, $3,- 
300* (ps). 
’57 (62) 4-dr. hardtop, $2,200* (ps). 
’56 (62) 4-dr., $1,350° (ps). 
’55 (62) 2-dr. hardtop, $1,250* (ps). 
’53 (62) 4-dr., $650* (ps). 
CHEVROLET—’59 Impala (8) 4-dr. hard- 
top, $2,305* (ps), $2,250*, $2,200°; 
4-dr., $2,275*. 
"58 Bel Air (8) 2-dr., $1,430*%; 4-dr., 
$1,340°*. 


’57 Bel Air (8) 2-dr. hardtop, $1,350; 
conv., $1,225; 2-dr., $1,175*, $1,150. 
’56 Nomad (8) 2-dr., $1,050*; Bel Air 
(8) 2-dr. hardtop, $950* (ps); Bel Air 


(6) 4-dr., $755*; Two-ten (6) 4-dr., 
$585". 

55 Bel Air (8) conv., $650*; Bel Air 
(6) conv., $600*; 4-dr., $550*. 

53 Two-ten station wagon, $400; Bel 
Air 2-dr. hardtop, $335; 4-dr., $300* 
(ps). 

"52 Deluxe 2-dr. hardtop, $265°. 

CHRYSLER—’57 NY 4-dr., $1,400* (ps). 


’55 NY 2-dr. hardtop, $615* (ps); Wind- 
sor 4-dr., $515*. 





Model Breakdown 
Of Auction Averages 














Dec., 1959 Nov., Oct., 

Model To Date 1959 1959 

ine EE... lavellinny) *,eghadie 

2,561 $2,574 $2,536 

Viannicbiniche 1,638 1,588 1,641 

iscisedubsies 1,125 1,153 1,171 

749 790 816 

557 584 600 

347 373 393 

Ceneeeions 250 254 260 

ee 194 213 
Overall 

Average $1,260 $ 939 $ 954 





’54 NY 4-dr., $125*. 

‘58 Firedome 4-dr., $1,600* (ps), 
$1,395*; Firesweep 2-dr, hardtop, $1,- 
390°. 

’56 Firedome 2-dr. hardtop, $700* (ps). 
’54 Firedome 4-dr., $350* (ps). 


DODGE—’57 Coronet (8) 4-dr. hardtop, 
$915°*. 
'56 Coronet (8) 2-dr., $620. 
‘55 Coronet (8) 2-dr. hardtop, $495*, 
$340*; Coronet (6) 2-dr., $345. 
’54 Royal (8) 2-dr., $190*. 


"53 Coronet (8) 2-dr., $185. 
EDSEL—’60 Ranger 4-dr. hardtop, 
435* (ps). 
’58 Villager 4-dr., $1,470*. 
FORD—’'59 Fairlane 500 (8) 4-dr. Victoria, 
$2,010*; Galaxie (8) 2-dr., $2,000, 
$1,900; Fairlane (8) 4-dr., $1,850*. 
‘58 Fairlane 500 (8) 4-dr, Victoria, $1,- 
600*; conv., $1,500* (ps); 2-dr. Vic- 
toria, $1,450* (ps); Country Sedan 
(8) 4-dr., $1,550*%; Fairlane (8) 2-dr. 
Victoria, $1,350* (ps); 2-dr., $1,200*; 


$2,- 
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Fairlane (6) 2-dr. Victoria, $996; Cus- 
tom 300 (8) 4-dr., $1,300; 2-dr., $1,- 
210*; Ranch Wagon (6) 2-dr., $1,085. 

’57 Fairlane 500 (8) 2-dr. Victoria, $1,- 
355* (ps), $1,100* (ps); 4-dr. Victoria, 
$1,115*; conv., $1,060*; 2-dr., $1,050*, 
$1,000; Fairlane (8) 4-dr. Victoria, 
$1,1000* (ps); 2-dr, Victoria, $1,050*, 
$975*; Ranch Wagon (8) 2-dr., §$1,- 
000, $950; Custom 300 (8) 4-dr., 
$975*; 2-dr., $850*. 

’66 Fairlane (8) 2-dr. Victoria, $760*; 
Ranch Wagon (8) 2-dr., $700; Custom 
(8) 4-dr., $660*; Custom (6) 4-dr., 
$600* (ps), $590*. 

'55 Custom (6) 4-dr., $440°; 2-dr., $415. 

‘54 Ranch Wagon (8) 2-dr., $450*; Cus- 
tom (8) 2-dr., $440, $335; Main (8) 
2-dr., $290. 

’53 Crest (8) 2-dr, Victoria, $350. 

’52 Custom (8) 2-dr., $185*. 

LINCOLN—’ 54 Capri 2-dr. hardtop, $535*, 
$420* (ps); 2-dr., $500* (ps) 


MERCURY—’58 Montclair 4-dr.,  $1,500* 


(ps). 
'57 Monterey 4-dr. hardtop, $1,100; 4-dr., 
$1,100*; 2-dr. hardtop, 2 at $1,600*. 
‘56 Montclair 2-dr, hardtop, $800*. 
‘55 Montclair 4-dr., $490*, 
’54 Monterey 2-dr. hardtop, $400*; 4- 
dr., $180*, $150. 
’53 Monterey 4-dr., $275*. 
’50 Custom 4-dr., $130. 
OLDSMOBILE—’58 (98) 4-dr. Holiday, 
ga (ps); (88) 2-dr., $1,650*, $1,- 
. 


0*. 

'57 (98) 4-dr., $1,550° (ps); 4-dr, Holli- 
day, $1,500* (ps); (88) Super Fiesta 
4-dr., $1,350* (ps); (88) 4-dr., §$1,- 
250°. 

’56 (88) 2-dr, Holiday, $1,005*. 

"55 (88) 4-dr., $700*, $600* (ps); 2-dr. 
Holiday, $640*, $425*, 

'54 (88) 4-dr., $315*, $240* (ps). 

PLYMOUTH—'58 Plaza (8) 2-dr., $960. 

‘57 Suburban (8) 2-dr., $900; Plaza (8) 

2-dr., $750; Savoy (6) 4-dr., $650*. 


(Continued on Page 38, Col. 1) 





Because Mrs. 


She wants the next steak she buys to 
look and taste like the last. In eggs, milk, 
sausages, canned tomatoes, frozen peas, 
fresh broccoli, she wants‘consistent quality 
— which she isn’t getting now even though 
she buys the same brands. 

Her wants mean mounting pressure on 
food stores, packers, processors and the 
produce companies who pass along her 
demands to the farmers. In consequence, 
farming in the next decade will undergo 


some radical changes. 


The good farmer will no longer produce 
what he wants or likes, but to specifications 
and contract orders; and adopt factory 
schedules and new technologies. Farms 
will continue to shrink in number, increase 
in size. Farmers will be fewer, but better 
producers and more prosperous. 

So SuccessFuL Farminc began in its 
November issue an important new series, 
titled ‘Blueprint for Farming in the 





1960's.” Every article in the series will be 
by an authority on agricultural economics, 
methods, livestock, building, equipment, 
crops, machinery and materials handling. 

The objective of the new “Blueprint” 
series is the same one SF has maintained 
for fifty-seven years—to help its farm 
subscribers plan better, work better, 
produce and earn more, and live better: 
Regardless of how many or how few 
farmers there are a decade hence, the 
best farmers in the country will still be 





Successful Farming 


. .. Des Moines, New York, Chicago, Atlanta, Boston, Cleveland, 
Detroit, Los Angeles, Minneapolis, Philadelphia, St. Louis, San Francisco. 


onsumer wants 
uniform food products- 


HORMONE 


reading, studying, and making practical 
applications of SuccessFuL FARMING. 
And if any publication had done as 
much for you as SuccessFuL FARMING 
does for its readers, it would have your 
loyalty, respect, and greater responsiveness. 
Besides being a great medium, SF has 
a great market—with an estimated average 
farm cash income of $12,180 in 1958. If 
you want mere business in 1960, look for 
it in Successrut Farminc Any SF office 
can give you the details. , 
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MACTON MACHINERY COMPANY, INC. $950". 
STAMFORD % CONNECTICUT | eeen ee nner on ce) para 
$2,240. % 

’59 Thunderbird (8) 2-dr, hardtop, §3,- 


225* (ps); Galaxie (8) conv., $2,675* 
S - (ps), $2,240* (ps); Country Squire 
Te} CAR DEALERS (8) 4-dr., $2,410* (ps); Country Se- 


dan (8) 2-dr., $1,900*. 
‘58 Thunderbird (8) 2-dr. hardtop, $2,- 


NO ae) Lc 


760*, $2,600* (ps); Fairlane 500 (8) 
conv., $1,450* (ps), $1,210*; conv., 
$1,520* (ps); 4-dr., $1,320* (ps), $1,- 


150; Ranch Wagon (8) 2-dr., $1,310*, 
$1,200*; Custom 300 (6) 4-dr., $1,020. 


*57 Country Sedan (8) 4-dr., $1,250*; 
Fairlane 500 (8) 2-dr, Victoria, $1,- 
220* (ps), $905; Country Squire (8) 
4-dr., $1,150*; Custom (8) 2-dr., $805, 
$755, $750*; 2-dr. Victoria, $800°; 
4-dr., $600* (ps); Custom 300 (8) 
2-dr., $700. 
*56 Fairlane (8) 2-dr, Victoria, $910, 
ree; —" 2-dr., $500*%; 4-dr., 
: ‘ -dr. Victoria, es * 
TONY THORNTON $800*, $770*, $750", soso", Country 
AUCTI Ss Te Squire (8) 4-dr., $720* (ps); Country 
ON SERVICE Sedan (8) 4-dr., $675*; Main (6) 2- 
dr., $475, $420; Custom (6) 4-dr., 
$475. 
"55 Country Sedan (8) 4-dr., $625*, 
$615*; Fairlane (8) conv., $575*; 
Crown Victoria, $460*; 2-dr., $450*; 
2-dr, Victoria, $390*; Custom (6) 4- 
dr., $410; 2-dr., $250. 


HUDSON—’54 Hornet 2-dr. hardtop, $175*. 
*49 Commander 4-dr., $125*. 


MERCURY—’59 Montclair 4-dr. hardtop, 


$2,290*; Monterey #dr. hardtop, $2,- 
000* (ps). 
"58 Park Lane 2-dr. hardtop, $1,925* 
(ps); Commuter 4-dr., $1,800* (ps); 
Monterey 4-dr., $1,375*. 
*57 Monterey 4-dr., $1,015*. 
Mede = ae 4-dr., $850* (ps); Medalist 
Read a Auto Headi -dr, hardtop, $585*; 2-dr., $475*. 
: : , matin: inings +6 Ambassador 4-dr., $525*, 
a ae * 
"54 Ambassador 4-dr., $100*. 
OLDSMOBILE — ’59 (98) 4-dr. Holiday, 
$2,775* (ps); 2-dr. Scenic, $2,700* 
on tad (88) 4-dr. Holiday, $2,525* (ps). 
, ( « * ° 
Send samples you want matched. ae que: ere, eee 
Hundreds of factory a colors. °ST (88) 4-dr., $1,590* (ps); 4-dr, Holi- 
ANY $10.50 ¢ ee day, $1,020* (ps); 2-dr, Holiday, $1,- 
COLOR 320* (ps). 
ANY CAR or STATION WAGON "86 (83) 2-dr, Holiday, $1,040* (ps), 
2 Prepaid $850* (ps), $745* (ps), $710*; (98) 
ALEXANDER AUTO INING CO. conv., $400* (ps). 
5440 Monte Vista St., Los Angeles 42, Calif. PACKARD—’53 Clipper 4-dr., $105*. 
PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$2,030* (ps); 2-dr. hardtop, $1,965* 
(ps), $1,785*; Belvedere (8) 2-dr. 
hardtop, $1,785* (ps). 
"58 Suburban (8) 4-dr., $1,630* (ps), 
$1,390* (ps); Belvedere (8) 2-dr. 


$1,400* (ps); Savoy (6) 4-dr., oi aoe. 
’57 Suburban (8) 4-dr., $1,125*, 

Belvedere (8) 4-dr., $825*; cee “a; 

2-dr. hardtop, $850*, $765* (ps), $675*, 


$570*; 4-dr., $750. 
PONTIAC—’59 Bonneville 2-dr. hardtop, 
$2,800* (ps). - 
"57 Star Chief 4-dr. Catalina, $1,220*; 


DEFIANCE: OHIO 


conv., $1,100* (ps). 





MERCURY—’58 Parklane 2-dr. 






































top, $1,175*. 
’55 Custom Royal (8) 4-dr., $155* (ps). 
EDSEL—’58 Ranger 2-dr., $920, $780. 


toria, $895; ‘Country Sedan (8) 4-dr., 


$985. 
’56 Ranch Wagon (8) 2-dr., $530, $400; 








FORD™~’ 60 Thunderbird (8) 2-dr. hard- Fairlane (8) 4-dr., $515*, $390°; conv., 
50°C rai (Ps dr., $2,100*; 4-d $350° 
P alaxie ) -dr., a : -dr., ‘ : T 
$2,065* (ps); Fairlane 500 (8) 4-dr.,| ‘55 Fairlane (8) 2-dr. Victoria, $475*; 
$1,950* (ps); Custom 300 (8) 4-dr., 
$1,600; 2-dr., $1,540*. e 
58 Fairlane 500 (8) skyliner, $1,725*; Tuesday Auction Opens 
2-dr., $1,635* (ps), $1,225"; conv., fe 
$1,635 (pe): Country Sedan (8) 4-ar., Outside Hartford 
® * *; Custom 6) 4-dr., 
§1,240°; Ranch Wagon (8) 2-dr., $1,- HARTFORD.—A new oes ection 
outlet has been opened in Newing- 
’57 Country Sedan (8) 4-dr., $1,080* * 
(ps); Fairlane 500 (8) 2-dr., $1,-|ton, Conn., just outside of Hart 
020°; 2-dr. Victoria, $960: Fairlane (8)|ford. It is known as — 
r. ctoria 0*; Custom 300 (8) i rr uz: 
4-dr., §$905°:" Custom 300 (6) 2-dr.,| AUto Auction es Morris oul 
$635*, Darling is president. 
756 Custom (8) 2-dr., $740*, $530", Taking over the former Post 
495; 4-dr., $610, $435* ); Fairl 
8) ‘conv,’ $705%;" 4dr. $675" (ps),| auction sales building on the Ber- 


$655* (ps), $590*. lin Turnpike, wholesale auctions 


’55| Country Sedan (8) 4-dr., $575*:| will be held every Tuesday begin- 
Fairlane (8) 4-dr., $550*, $410*, $270; 
Ranch Wagon (8) 2-dr., $530, $405:|ning at noon. The building has 
Custom (8) 4-dr., $305*: Custom (6)| 22,000 square feet under cover, It 


4-dr., $300. 
’54 Custom (6) 2-dr., $225, $205. 
"53 Custom (8) 2-dr., $110. 
LINCOLN—’56 Premiere 2-dr. 
$930". 
’55 Capri 4-dr., $425* (ps). 


is equipped to provide dual lane 
auctions, 

There are 7% acres of parking 
space. A food concession and ladies’ 


hardtop, 


hardtop, | lounge is provided. 





Open All the Way— 

For 1960, the Austin A-40 has added a model called the Countryman in which the 
rear end opens completely. In earlier A-40 models, only the bottom tailgate opened, 
while the upper rear window was fixed. The Countryman has a folding rear seat 
and strengthened decking. 








































’54 Ambassador 4-dr., $200*. 
OLDSMOBILE—’57 (88) 4-dr., $1,100*, 
$1,050. 
’56 (88) Super 4-dr., $950*. 
PLYMOUTH—’58 Fury (8) 2-dr. hardtop, 
$1,800* (ps). 
’57 Belvedere (8) 4-dr., $1,030*. 
’55 Savoy (8) 4-dr., $255. 
’53 Cranbrook 4-dr., $210, $140. 


PONTIAC—’57 Safari 2-dr., $1,500* (ps); 
Star Chief 4-dr., $1,250* (ps). 
’56 Chieftain 2-dr. Catalina, $740*. 
’52 Chieftain 2-dr., $180*. 
STUDEBAKER—’53 Champion 4-dr, 


$150°. 
MISCELLANEOUS—'51 Willys Jeep, $325. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Dec. 3. 4 
wonderful sale. Sold 480 cars from 736 
consignments. 

BUICK—’59 Invicta 2-dr. hardtop, $2,325° 


(ps). 

58 Limited 4-dr. Riviera, $2,135* (ps); 
Special 4-dr., $1,335*. 

’57 RM 4-dr. Riviera, $1,320* (ps); Su 
per 4-dr. Riviera, $1,260* (ps); 2-dt. 
Riviera, $1,150* (ps); Special 4-dr., 


$1,050". 

’56 RM 2-dr. Riviera, $900* (ps), $820° 
(ps); 4-dr., $670* (ps); Special 4-dr. 
Riviera, $805* (ps); Super 4-dr, Riv 
era, $800*; 2-dr. Riviera, $750* (ps). 

’55 Century 2-dr. Riviera, $700* (ps), 
$550*, $450* (ps); conv., $405; Super 
4-dr. Riviera, $655* (ps); 2-dr. Rive 

$585* (ps); RM 2-dr. Riviera, 


"54 Special conv., $225*. 
CADILLAC—’ 60 (62) 2-dr., $5,475* (ps). 
’59 (60) Special 4-dr., $4,775* (ps), $4 
555* (ps); (62) 4- dr., $4,240* (ps). 
58 (60) Special 4-dr., $3,310* (pS); 
(62) 2-dr., $3,050* (ps); Coupe a 

Ville, $3,050* (ps). 

57 (62) conv., $2,475* (ps), $2,300 
(ps); Coupe de Ville, $2,325* (ps)i 
Sedan de Ville, 2 at $2,250* (ps); * 
dr., $2,100* (ps), $2,080* (ps), $1 
915* (ps). 

55 (62) 4-dr., $1,490* (ps). 

"52 (62) 4-dr., $410* (ps). 

’49 (75) limousine, $400*. 

CHEVROLET—’60 Corvair (6) $2, 
145*, $2,100*, $2,005". 

’59 Impala (8) conv., $2,280* (ps), $2r 
250* (ps), $2,205* (ps), $2,175, §2, 
125*, $2,030* (ps), $1,975; sport seda®, 
$2,250* (ps), $2,170* (ps); Nomad @) 
4-dr., $2,260* (ps); Bel Air (8) 4-df 
$1,850*; Biscayne (8) 4-dr., $1,670) 


2-dr., $1,580. 
’58 Impala (8) conv., $1,700*; Yeomal 
‘$1, 210; Brookw 


(6) 4-dr., $1,400", 

(8) 4-dr., $1,370*; Bel Air (8) 4-df 
$1,325*; Biscayne (8) 4-dr., $1,300* 
2-dr., $1, 270*; Delray (6) 2-dr., 

57 Bel Air (8) sport coupe, $1,270* 
sport sedan, $1,250*; Bel Air (6) 4-dt 
$1,165, $1,035*. 

56 Bel Air (6) 4-dr., $850*. 

‘55 Bel Air (8) sport coupe, 


(Continued on Page 40, Col. 


4-dr., 


$9608, 
3) 








’56 Chieftain 4-dr. Catalina, $850* (ps); $1,710* (ps); 4-dr., $1,690* (ps); Mon- 4-dr., $410; Ranch Wagon (8) 2% 
Ster Chief 4-dr. Catalina, $715* (ps). terey 2-dr., $1,400*, : $415. U 
e e ’55 Chieftain 4-dr., $490* (ps). ’56 Montclair 2-dr. hardtop, $695*; Mon- 54 Main (8) 2-dr., $200; Custom (8) g# o. 
’54 Chieftain 4-dr., $245*; Star Chief terey 2-dr., $515, dr., $195, $180. 4 
se es ar uc ion rices 4-dr., $170*. '55 Monterey 2-dr. hardtop, $565*; 4-dr., ’53 Custom (8) 2-dr, Victoria, $170. ( 
’53 Chieftain 2-dr., $150*; 4-dr., $145*. $355; Montclair 2-dr, hardtop, $525. "52 Custom (8) 2-dr., >. a 
STUDEBAKER—'59 Lark (6) 4-dr., $1,-| OLDSMOBILE—'60 (88) 2-dr. Scenic, $3,-| MINTS — 2 eo ee 
;_ $1,420. 150* (ps) ane ° 
’57 President (8) 4-dr., $850*; Cham- , : ‘ ‘ 56 Capri 4-dr, hardtop, $1,140*. 
(Continued from Page 37) pion (6) -o., $765*. . = eo we cts a. ouper .¢ ’55 Capri jon inaamet'e = te 
. , , a , i : 7 MERCURY—’56 Monterey dr 90°, 

'56 Belvedere (6) 4-dr., $560*; Savoy|and model as | MISCELLANEOUS— 48 GMC %-ton, $165. 57 (88) Super 4-dr, Holiday, $1,340* ’ 2-dr., 95; 4-dr., $220°, 
oT $400, $250°. ; , detailed. Still o greek pre Boge we | 47 Willys Jeep pickup, $110. fie 2-dr., $1,130° (ps); 4-dr., 58 aaawer om. S150, “a 

, laza (6) 4-dr., $300* (ps); Savoy| cars and trucks and foreign cars are still , ’ 5 . ’51 Monterey 2-dr., $125*. 

(6) 4-dr., $150°, scarce and bring top dollar, Sold 75 per- FLINT 56 (88) Super 4-dr., $835* (ps); (88) 4-| or nsMOBILE—'58 (98) 4-dr. Holiday 8° 
’53 Savoy 4-dr., $150. cent of 488 cars. . dr., $785°; (98) 4-dr., $825 (ps). $1,865". se 

PONTIAC—'S9 Catalina 4-dr. hatdtop, $2,-/ BUICK—'58 RM 4-dr. Riviera, $2,100* KRtmahuwmimnsaal —_— ee... Se cee ea ae 
A000 C i » $2, ' . 2, ; . 1,150*. 

8 tahoe var hee” (ps), it Rien hte aa onsen percentage of cars sold and prices were 53 (88) 4-dr., $115*. '56 (88) 2-dr., $930*; 4-dr., $575*. 

'57 Chieftain Safari 4-dr., $1,400* (ps); $1.10 (so), St Gar. Rive, B-lageeee ee ee ee station wagon 4°) "55. (88) 2-dr. Holiday, $595"; 4-dr,J§ mé 
2-dr. Catalina, $1,150*; 4-dr. Cata- 310* (ps); Special 4-dr. hardtop, 31. & . PLYMOUTH—’58 Sav (6) 2-dr., $955 $370*. sa 
lina, $1,100* (ps); 4-dr., $875*. 190*, $1,050*. : ; *'°| BUICK—'59 Electra 2-dr. hardtop, $2,-|"'‘5 "Pury cg) 2-dr. hardtop, §650* (ps),| (54 (98) 2-dr., $475*. 

'56 Chieftain 2-dr. Catalina, $705*; Star| 56 RM 4-dr. Riviera, $1,020* (ps), $750* 520° (ps); LeSabre 4-dr. hardtop, $2,-| 455 ‘Beivedere (8) 2-dr., $305*; Plaza| p. 52 (88) 2-dr., $100°. 

Chief 2-dr. Catalina, $690*, $650*. (ps); conv., $740* (ps); Special 2-dr 365* (ps), $2,250* (ps), $2,205* (ps), (6) 4-dr., $290: Savo (6) 4-dr. hard- PLYMOUTH—’57 Belvedere (8) 2-dr. hara® ¢ 
'S5 Chieftain 4-dr., $475*; 2-dr., $460°. Riviera, $825* (ps), ‘'$585*; 2-dr., SS.1008 5 _S-Ge., 92,500°, $3,200", §3,- top, $275; 2-dr., $230. ; > tes +O, em; ew ee 
"54 Chieftain 4-dr., $350. $750*; ‘4-dr., $730* (ps); Super 4-dr. Cee Sae., TES PONTIAC—'59 Bonneville conv., $2,900* Gt... $080". 

53 Chieftain 4-dr., $165. Riviera, $615* (ps). ’ ‘| '58 Century Estate Wagon 4-dr., $1,930* (ps): Catalina, 4dr. Vista, $2.675*| .. 25. Savoy (8) 2-dr., $360, $210. b 

RAMBLER—'57 Super (8) Cross Country ‘55 Super 2-dr. Riviera, $685* (ps); Cen- (ps); Special 2-dr. Riviera, $1,770* Ps); Pe os2 580° (pe) : , PONTIAC—’55 Star Chief 2-dr. Catalin § g 
$930. tury 4-dr. Riviera, $625* (ps); Special (Ds); 4-dr., $1,495°; Super 4-dr., $1,-| 50 PChiertain 2-dr., $1,705* (ps), $1,- $510°, 9486; Chieftain é-dr., $690. ite 
STUDEBAKER—'59 Lark (8) 2-dr., $1,- 4-dr., $480* (ps); 2-dr, Riviera, $460*. Te0® (pa). 575° ( are 7 "| *53 Chieftain 2-dr., $185*. 

850° “~"* *") 154 RM 2-dr, Riviera, $450* (ps). os - oe, Sen ee. By ¥ ‘OY Chtuttain @-Gr Catalina, 9040° STUDEBAKER— 54 ‘Champion 4-dr., $105.8 
, 4 oe CADILLAC—’ : ps), 450°; 2-dr. Riviera, $1,060*; J an . ’ P '53 President r. 

55 President (8) 4-dr., $460*. 300° (ps), 59 (62) 4-dr. hardtop, $4, RM '2-dr., $1,330*; 4-dr., $1,205*; Su- 56 a “~ ey Fa 93); MISCELLANEOUS—'53 Chevrolet %-t on, co! 
BORDENTOWN, N 58 (62) 4-dr, hardtop, $3,290* (ps) per 4-dr. Riviera, $1,305° (ps); 4-dr., ee ee $300. ea 

» N. J. $3,250* (ps), $3,150* (ps). 7 $1,200* (ps). ‘sg mtar Chief 4-dr., $550*; Chieftain| 749 Ford %-ton wrecker, $100. me 
National Auto Dealers Exchange. Sale 57 (75) 4-dr., $2,385* (ps). 56 RM 2-dr., $865*; Century 2-dr. Rivi- 2dr. $830° (ps) " , ’47 Ford 1%-ton, $125. 
every Wednesday. Prices are for sale of "BG (62) 4-dr., $1,815° (ps); (60) Spe- era, $800* (ps), $455* (ps); Special RAMBLER_’57 Custom (6) Cross Country 
Dec, 2. Sales, prices and volume show cial 4-dr., $1,610* (ps). og Ge. Cate”; Davee —* $500* (ps). 4-dr., $1,030 FARGO, N. D. fre 
sharp increase, Buyers again here in| CHEVROLET—'60 Corvair (6) 4-dr., $2,- 55 Super 4-dr., $580* (ps); Century 56 Custom (6) 4-dr., $685 th 
masses, taking home cars in every year 175°, 4-dr. Riviera, $560* (ps), $390* (ps); 5 ti 4-dr., $115*. Tri-State Auction Company, Inc, Sak 

59 Impala (8) 2-dr. hardtop, $2,275* 2-dr., $515*; Special 2-dr. Riviera, - Coes See: : every Thursday. Prices are for sale of} fe] 
(ps), $2,200* (ps) $2 185°: conv $485*; RM 2-dr., $350*. STUDEBAKER—’58 Champion (6) 4-dr.,| Dec. 3. Very good on clean, late mode, Co 
$2,225* (ps), $1 950°: 4-dr..’ $2 180* "54 Super 2-dr, Riviera, $400*; 2-dr., $755. sharp units. Sold 83 cars from 150 con du 
(ps); Impala (6) conv., $2,220* (ps); $370*, $350*; Special 2-dr., $375*; 2- ’57 President (8) 4-dr., $650*. signments. : 
Bel ‘Air (8) 4-dr., $1,840*:; Biscayne| ,_.o°-_Riviera, $230*, $175*; 4-dr., $155*. | MISCELLANEOUS—’56 Chevrolet (8) %-| BUICK—’57 Special Estate Wagon 4-dr, Sh 
(6) 2-dr., $1,575. * Special 4-dr., $285*; Super 4-dr., ton pickup, $640. $1,250* (ps), ‘ 

"58 Impala (8) 2-dr, hardtop, $1,750*; 52 a. 2-dr_ Rivi 145°: 8 ’49 International %-ton stake, $175. ’56 Super 4-dr. Riviera. $800* (ps). to 
conv., $1,650*; Biscayne (8) 4-dr., juper Tr, Riviera, $145*; Special CHEVROLET—'59 Impala (8) 4-dr., $2, 
$1,490*, $1,420*, $1,235* (ps), $1,150 4-dr., $100. DYER. IND. *. Bel Air (8) 4-dr., $1,960° Jo: 
$1,090*; Brookwood (8) 4-dr., $1,480*, | CADILLAC—'52_ (60) 4-dr., $295°. : . 58 Brookwood (8) 4-dr., $1,600" (pay; emt 
$1,395*; Bel Air (8) 4-dr., $1,470*:| _ ’48 Hearse, $175. Dyer Auto Auction, Inc, Sale every Bel Air (8) 4-dr., 2 at $1,575* (ps), | gol 
2-dr. hardtop, $1,410*; Bel Air (6) S. Impala (8) conv., $2,-| Friday. Prices are for sale of Dec. 4. 4 at $1,550* (ps), 2 at $1.530* (ps), so 

: 2-dr, hardtop, $1,150. se I ws). a et 2.215°: Weather: Nice, House full of buyers. Lots 2 at $1,500* (ps); Biscayne (8) 4-dr, Ele 

57 Bel Air (8) 4-dr. hardtop, 2 at mpala ) sport coupe, $2, ;}of action all day. Sold 199 cars from 307 $1,425*: Biscayne (6) 4-dr., $1,325: | sti 
ge ee ad Se ree. Fetieeen ree a-de) | Conmtanmantes. Two-ten (8) 4-dr., $1,400%, | | 
Two-ten (3) tatio Caen bee te $2,020; Bel Air (8) 2-dr, $1 s85° "$1..| BUICK—'58 Super 2-dr. Riviera, $1,725*;| 57 Bel Air (8) 4-dr., $1,250*; Two-ter 
Bee. fubaneh ee Haat. c;| Ri ‘pesooe ons| SPIE cone, WE, nar, mime] adnan “ay Se ap, s 

: , , . ° ‘ ’57 Super conv., . ; 2-dr, viera, 55 Two-ten (8) r., 
PARAVANE for big cars || st"),81,000; onesii (a) aan, | "OL Bel aur (> conv., $1.00 opn:| "SE, Supe or. iver] BE “Boston tear $000, s0e; an, 
PARAVANETTE for small || ‘56 Bel Air’ (s) 4-ar. naratop, $1,000%;| sayne (8) 4-dr., $1,300"; "2dr., $1.-| "34 SPECIE, 2-05. in. aa aarer | ae -ten 4-dr., $285 gl 
2-dr, hardtop, $980*; Two-ten (6) 2- 265; Biscayne (6) 2-dr., $1,175*; Del- oa ae ; Rivi 510%: 2dr Se Swo-ten +o. OS. 8) 4-d a 
dr.,' $760, $700, $550; 4-dr., $710; ray (6) 2-dr., $1,110, $1,065. 55 Super 2-dr. Riviera, $510°; + | DODGE—'57 Custom Royal (8) 4-dr.._ $1, 
2-dr., $600°, ; ° | °57 Bel Air (8) 4-dr, hardtop, $1,300%,| ,, $500°. ie 2. ongi2S* (ps); Coronet (S) 4-dr., S81, Big 

‘55 One-fifty (8) 2-dr., $450° $1,900" (pe); 3-dr. hardtop, $1.900°;| "Ot Contury 2-., 900k); Mpeem giso%.| ce Coronet OL ene me 

'54 Two-ten 4-dr., $450; 2-dr., $335 conv., $1,030; Two-ten (8) station] ,,$200*; conv. S176° ; Super > od wRiv: 54 Coronet 2-dr., $210. — 

53 Bel Air 2-dr., $410, $385, $330°; wagon 4-dr., $1,220*; 4-dr., $1,190*;| °5% Special 4-dr.. a oe "| POR D-’s0 Fairlane (8) ¢-dr., 91.50) toy 
4-dr., $400; conv., $265*, $210; Two- Two-ten (6) 2-dr., $990°, $985*; One-| 2°) SI80"s  s145 Sra $1,600; Fairlane (8) d-dr,, $1, [WO 
ten station wagon 4-dr., $305; Deluxe fifty (6) station wagon 2-dr., $1,020; ae 7 * * 08), Saves See wre aaa: 
4-dr., $240; 2-dr., $205. . 2-dr., $925*. CADILLAC—’54 ‘—o. $990*, $705*. 575*; Fairlane 500 (8) 4-dr., $1,940", firs 

, el “eae. . . 7 ’56 Bel Air (8) 4-dr. * *; ’53 (62) conv., P, $1,900* (ps); Country Sedan (8) 4-dr,, 

Sc Bel Air (6) 4-dr., $140"; ‘Two-ten (8) | CHEVROLET—'38 Brookwood (8) _4-dr., $1,960* (ps). - 

No tools required 51 elene ade “harat $195* station wagon 4-dr., $880*; 2-dr $1,565; Bel Air (8) 4-dr. hardtop, $1,- ’58 Fairlane 500 (8) 4-dr., $1,375*; | are 

CHRYSLER—'57 Windsor 4-dr. harat $860*; Two-ten (6) 4-dr., $675*, $630, 540°; Biscayne (8) 2-dr., $1,325°. Fairlane (8) 4-dr., $1,350*, $1,305" | car 
$1,255* (ps). : hte $590*: 2-dr., $630*; One-fifty (6) ae ’57 Two-ten (8) station wagon 4-dr., (ps), $1,300* (ps), $1,280* (ps). 

‘56 Windsor 2-dr, harat $1,050* dr., $600. ; $1,015; Bel Air (6) 2-dr,, $955. '57 Fairlane 500 (8) 4-dr., $1,175*; Cus- 

NY 4-dr. hardto a’so00" (Pe);) 55 ‘Bel Air (8) 4-dr., $570*, $470*;| ‘55 Bel Air (8) 2-dr., $650; Bel Air (6) tom (8) 4-dr., $1,075*; Custom 300 

‘54 NY 4-dr., $455" (ps). conv., $355*; Two-ten (8) station 4-dr., $550; Two-ten (8) 2-dr., ee (8) 2-dr., $860*; Country Sedan (6) 

DeSOTO—'58 Fireflite 2-dr. hardtop, $1,- Wagon, $550; Delray, $495, $360°;| “OS Ket ‘ar. $300"." ee ‘56 Fairlane (8) 2-dr., $880°; Custom 
690* (ps); Firedome 2-dr. hardtop, Two-ten (6) 2-dr., $500, $450; One- ss a ten 2-dr., $130; Bel Air 4-dr. 56 rn -dr., ; 
$1,520" (ps); Firesweep 4-dr. hardtop fifty (6) 2-dr., $385. — x ; oe. *. 
$1,480* (ps). ° ’ 54 Two-ten club coupe, $200 $110. a ’55 Country Sedan (8) 4-dr., $670*; Fair- 

57 ‘Firesweep 2-dr. hardtop, $1,130* 53 Bel Air 4-dr, hardtop, $270*. CHRYSLER—’56 Windsor 4-dr., ae: lane (8) 4-dr. Victoria, $630, $530*; 

SEND FOR FREE CATALOG $1,090" (ps). | | "| OHRYSLER—'58 Saratoga 2-dr. hardtop, | POPGH 94 Hoveg fo) Adres 44085 Core) sd Main (6) 2-dr., $200, "$255, 
a ge a ee a Pe as Uy “Gan +53 Royal 2-dr., $165°. ‘2 Crest (8) 2dr, $230; 2... (8) 2 
"BT Coronet (8) 2-dr. hardtop, $1,200*| °56 Windsor 4-dr.,_$900* (ps); 2-dr.| pops Ranch Wagon (8) 2-dr., $1.-| ar $165. 
(Ps), $1,100* (ps); 2-dr., $900*; ‘Cus- hardtop, $710*; NY 4-dr., $815* (ps). ° Victoria SO a . 
: tom Royal (8) 2-dr, hardtop, $1,070*| °55 Windsor 4-dr., $415* 405*; Fairlane 500 (8) 4-dr. Victoria, | HUDSON—'56 Hornet 4-dr., $490*. 
(ps) . P, °53 NY 4-dr $180* yr $1, 310°; Custom 300 (8) 4-dr., $1,-| LINCOLN—’47 om» $540. * 580° 

, DeSOTO—’58 3 > Be * 175°. MERCURY—’56 Monterey 4-dr., ‘i 

aS deen te om, Dae Hivumasr = "ST Thunderbird (8) conv., $1,9808; Fulr-| 754 Monterey 4-dr., $430° (pe). 
, 4 : , ao. i * i lane 500 ) r ctoria, ; ’53 Monterey 4-dr., $250* (ps 
EDSEL—’58 Pacer 2-dr. hardtop, $1,060*, | DODGE—’58 Custom Royal (8) 2-dr. hard conv., $985*; Fairlane (8) 2-dr. Vie-| NaSH—'55 Ambassador 4-dr., $315* (ps). 
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Underpaid Profession? 


By John K. Teahen Jr. 
Staff Writer 

DETROIT.—There are plenty of 
good salesmen around, but they’re 
gelling industrial equipment and 
other such items instead of auto- 
mobiles, according to Lillian Wag- 
ner, who is conversant with both 
sales fields. 

The reason is money, according 
to Mrs. Wagner. She believes 
dealers could attract and hold 
better salesmen if they would pay 
a salary the salesmen could live 
on, 

Commissions would enable the 
competent auto men to boost their 
earnings to the level of good sales- 
men in other fields, she said. 

Mrs. Wagner sold automobiles 
from 1915 to 1920 and returned to 
the sales field in 1947 as Detroit 
representative of W. S. Rockwell 
Co., Fairfield, Conn., maker of in- 
dustrial ovens, furnaces and valves. 
She retired in 1958. 

She was one of the first women 
to sell automobiles. Her father, 


‘I Joseph Reynolds, was superintend- 


ent of Detroit Electric Co., and she 


/} sold some $650,000 worth of Detroit 
‘IBlectric cars during her five-year 


stint. 
The Detroit Electric was a 





$3,250 automobile, she recalls. It 
had an aluminum body, 21 coats 
of paint and varnish and lots of 
glass area “just like today’s cars.” 
She’s convinced that the electric 
car is coming back and that it 
will be more popular than ever. 

Mrs. Wagner returned to sales 
work in 1947 after the death of her 
first husband, Dale Bauer. He had 
represented W. S. Rockwell in this 
area, and the firm asked her to 
carry on his sales agency. 

She feels that too many of to- 
day's auto salesmen lack enthusi- 
asm, and she considers enthusiasm 
asalesman’s most important asset. 


‘I've visited showrooms where 


U.C. Dealer Loses 


License in Sale 
Of Defective Car 


ROCHESTER, N. Y.—A suburban 
wed-car dealer has lost his deal- 
e's license after selling a car with 
defective brakes. 

The license of Ear] DePascale, 
Brighton,- was revoked indefinitely 
by the State Motor Vehicle Bureau. 
DePascale operated River Motors, 
With a branch in Rochester and 
me in suburban Chili. 

State Trooper C. G. Zink said 
DePascale sold a 1950 Chevrolet/| 
With defective hand and foot 
brakes to a woman last July. The 
day after buying the car, the 

oman was involved in a personal- 
injury accident which was blamed 

m the defective brakes, 

In New York, all autos sold by 
dealers must have safety equip- 
ment, including brakes, windshield 
Wipers, exhaust systems, lights, etc., 
in good working order. 

This was the first revocation of a 
dealer’s license in this area in sev- 
etal years, according to Zink. De- 
Pascale will be able to apply for a 
mew license in a year. DePascale 
has operated River Motors five 





pts New Owner 
CLEVELAND. — American Ship 


‘|Building Co. here has purchased 
4 fAutomobile Transport, Inc., Wayne, 


Mich., a Class 1 common carrier en- 
8aged in moving new cars, primar- 
ly for Ford Motor Co. 

All outstanding stock was pur- 
thased for an undisclosed amount. 
Active management of the company 
Will remain unchanged. Established 
in 1943, Automobile Transport has 
&@ fleet of approximately 1,000 trail- 
etfs and terminals at Wayne; Lor- 

» O.; Wixom, Mich., and Hazel- 
od, Mo. 


Phila. Dealers to Meet 


PHILADELPHIA. — The annual 
mer and meeting of the Phila- 
Phia Automobile Trade Assn. 

o held Dec. 8 at the Warwick 





Saleswoman Looks at Car Selling 


the salesmen didn’t even get out 
of their chairs to find out if I was| forget it,” she declared. 
interested in buying,” she said. 
“They should consider that every-| Salesman” theory. “Training courses 
one who comes in is interested.| Can develop a salesman’s natural 


Otherwise, why would they come 


in?” 


Mrs. Wagner disagrees with sales! stinct.” 
counsellors who suggest that the| 


salesman direct his pitch to the 
woman when husband and wife 
visit the showroom together. 


“The man makes the decision 


Chicago Dodge Dealers 
Name Caruso President 


CHICAGO.—Sam Caruso, Caruso 
Motor Sales, Hinsdale, has been 
elected president of the Dodge 
Dealers Assn. of Chicago. Other of- 
ficers are: 

Lee Klinger, Klinger Motors, Inc., 
Chicago, vice-president; Leon Ray, 
Ray Cole Motors, Inc., Chicago, sec- 
retary, and Jack Schutte, Schutte 
& Ray Motor Sales, Chicago, treas- 
urer. 





In 1946 retail sales of mobilehomes amounted to $114 mil- 
lion. This year the figure is expected to exceed $700 million. 
At last report, 14 mobilehomes and travel trailers were being 
built for every 100 housing starts. Without question, it’s one 
of the fastest growing industries in America. 


And it’s a business automobile dealers can get into with an 


absolute minimum investment. 
tional personnel, facilities or financing arrangements are 


required. 


NASHUA, a pioneer of cost-cutting assembly line production 


NASHUA MANUFACTURING COMPANY 
e Kansas City 16, Mo., 610 E. 76th St. N., GL 2-5800 

e Macon, Ga., 1205 Hightower Rd., 2-7344 

e Wichita Falls, Tex., 

e Boise, Idaho, 200 N. Maple Grove Rd.—Rt. 4, Phone 2-5651 
e Montoursville, Pa., 304 Streibeigh, Williamsport 8-8672 

e Tulare, Calif., 20170 Road 140, MU 6-3437 

e Elkhart, Ind., 2204 Cassopolis Rd., JAckson 4-1647 
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on buying a car, and don’t you 


She also subscribes to the “born 


ability,” she asserted, “but you 
can’t teach a man to sell unless he 
was born with that certain in- 


Mrs. Wagner believes that the 
telephone is an excellent sales tool, 
and she notes with some amaze- 
ment that no auto salesman ever 
has phoned to ask her to buy a car. 

Along this line, she tells of a re- 
cent visit to a dealership where she 
once purchased a car. A salesman 
greeted her and remarked, “We 
haven’t seen you in quite a while.” 

“I didn’t think you had any- 
thing to show me,” Mrs. Wagner 
said, “since you didn’t bring out 
a new model this year.” 

“Why, certainly we have a new 
model,” replied the surprised sales- 
man. “It’s right here in the show- 
room. 

“Well, why didn’t you call me and 
tell me about it?” she asked. 


Be 





Dealer Rewards Employes with Stock— 


Merrill H. Kendall, president, Kendall Motor Co. (Ford), Eugene, Ore., distributed 
more than $3,000 worth of Ford Motor Co. stock to employes who have been with 
the firm more than one year. Kendall is shown as he presents a share to one of the 
39 workers honored. The firm has 82 employes. Seated is Harry L. Kendall, treasurer, 
who is recovering from an injury suffered in an accident. 
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methods in the industry, today is one off the world’s largest 
producers of mobilehomes. You'll find that in almost every 
case Nashua mobilehomes are priced hundreds of dollars less 
than competitive models. 


Why not fill out and mail the coupon below. Let us send 
you full details. Also, if you are a dealer in a territory where 
, 2 we are not represented at this time, we'll be glad to arrange 
In virtually every case, no addi- . 

for you to see a new Nashua on your lot. No cost or obliga- 
tion. We deliver mobilehomes in all sections of the country and 
it’s easy for a driver to stop and show you a new Nashua 


while making .a delivery. 


FILL OUT AND MAIL THIS COUPON TODAY 











; 


Maret hdl jn vse Serer aa nol chad ell I 
*An offer to dealers in territories where we are not represented at this time. 


’ 
: C) Please arrange for me to see'a Nashua at'my dealership, without ; 
: cost or obligation. * ® 
t © Please send literature and other details only at this time. ; 
1020 Vermont, 322-7839 hauae : 
. 
t COMPANY. : 
STREET. gs : 
' 8 
' 5 
a s 
t 8 
' 4 
t 2 
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To make a truly outstanding quality oil, 
Wotr’s Heap starts with the best—100% 
Pure Pennsylvania, nature’s richest crude. 
Then Wotr’s HEap is Tri-Ex refined three 
important extra steps for truly superior per- 


formance. 








X 
a 


THOROUGH DEWAXING 


- . . to remove wax impurities but 
preserve all of the essential lubricat- 
ing properties often eliminated by 
excessive or improper dewaxing. 


DOUBLE DISTILLING 


. . - by close fractionation in special 
reducing stills that expertly remove 
all unstable, inferior and non-lubri- 
cating fractions that cause high oil 
consumption, sludge and varnish 
deposits, excessive wear, corrosion 
and other harmful conditions. 


TRIPLE FILTERING 


. . . through a special and costly 
“filtering medium’’ under the most 
rigidly controlled conditions to re- 
move undesirable carbon, resins 
and heavy residual materials .. . 
without removing the natural oxida- 
tion and corrosion inhibitors that are 
removed with less costly methods. 


There is no finer motor oil. Give your customers 
the best... WoLr’s Heap, Tri-Ex refined, 100% 
Pure Pennsylvania, scientifically fortified. 


WOLF’S HEAD OIL REFINING CO., INC. 


WARMS A LOT 


OIL CITY, PA. 


UP FAST 


COLD MORNING 


CAR WARM UP 


Porter Pal will hold accelerator to any desired 


position. Just press tip of Porter Pal on accel- 


erator to desired speed, then hook notched 


side to under side of Brake Pedal, let go and 
presto, it holds. right there for you! 

PORTER PAL WORKS ON EITHER 
POWER OR STANDARD BRAKES 


hae 


CLEVELAND 13 
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PER DOZEN 


ORDER NOW 
FORM U.C, 23 


JOBBERS OPPORTUNITIES 
AVAILABLE — 
WRITE TODAY 


BARRY CLEVELAND CORPORATION 


25TH STREET 


OHIO 





$640*, $570*; conv., $725*, $350*; Bel 
Air (6) sport coupe, $250*; 
(8) 4-dr., $605*. 
’54 Two-ten 2-dr., $400, $325. 
CHRYSLER—’56 Windsor 4-dr. 
$975* (ps). 
’55 Windsor 2-dr., $470*. 
DeSOTO— 57 Firesweep station wagon, $1,- 


hardtop, 


180* (ps); Firedome 2-dr. hardtop, 
$970* (ps) ° 
’56 Fireflite 4-dr., $620*. 
DODGE—’55 Royal (8) 2-dr. hardtop, 
$635. 
EDSEL—’58 Villager 4-dr., $1,375* (ps); 


$1,070* 
$995*; 


(ps); 
Ranger 4-dr., 


FORD—’60 Fairlane 500 (8) 4-dr., $2,- 
380*, $2,370* (ps), $2,325*; Falcon 
(6) 2-dr., $1,950, $1,900, $1,820. 

’59 Thunderbird (8) 2-dr. hardtop, $3,- 
200* (ps), 2 at $3,075* (ps); conv., 
$3,025* (ps); Country Sedan (8) 4-dr., 


Citation 4-dr., 
4-dr., $1,050*, 
$1,050* (ps). 


$2,150* (ps); Galaxie (8) 4-dr., $1,- 
910*, $1,880*; Fairlane (8) 4-dr., $1,- 
550* (ps). 

"58 Thunderbird (8), $2,650* (ps); Coun- 
try Sedan (8) 4-dr., $1,500* (ps); 
Fairlane 500 (8) 4-dr. Victoria, $1,- 


385* (ps), $1,260* (ps); conv., $1,355* 
(ps), $1,215*; 2-dr. Victoria, $1,325*; 
2-dr., $1,080* (ps); Fairlane (8) 2-dr. 
Victoria, $1,140* (ps); 4-dr., $1,140* 


Used Imported 
Cars 


ALBANY 
Opel—’58 2-dr., $1,080. 
Renault—’57 Dauphine 4-dr., 
$400. 
Volkswagen—’60 (113) 2-dr., 4 at $1,600. 
’58 Microbus 4-dr., $1,200. 


BORDENTOWN, N. J. 
Opel—’58 2-dr., $1,025. 
Volkswagen—’'59 station wagon 4-dr., $1,- 
460; 2-dr., $1,350. 
"57 2-dr., $725. 


CALDWELL, N. J. 
Ford (English)— ‘58 Squire 2-dr., $630. 
’57 conv., $555. 
MG—’58 2-dr. hardtop, $1,435. 


$400; 4-dr., 






Mercedes Benz—’57 (2208) 4-dr., $2,215*. 
°56 (220A) 4-dr., $1,950. 
Metropolitan—’60 Deluxe conv., $1,375, 
$1,350. 
Moretti—’59 2-dr., $1,000, $990. 


CHICAGO 
Fiat—’59, $1,100. 
Triumph—’59 station wagon, $955; TR-10 
4-dr., $745. 
Volkswagen—’58 sunroof, $1,265. 
'57 2-dr., $935. 
"56 2-dr., $850. 


DANVILLE, VA. 
Volkswagen—’54 station wagon, $525. 


DAYTONA BEACH, FLA. 
Austin-Healey—’'59 Sprite conv., $1,410. 
rd—’60 station wagon 2-dr., $1,750. 

’59 station wagon 2-dr., $1,450. 

’57 2-dr., $760. 
Ford (English)—'58 2-dr., $800. 
Simea—’60 2-dr., $1,525. 
Volkswagen—’'59 2-dr., $1,205. 

DETROIT 

Ford (English)—’58 Anglia, $710. 
Hiliman—’53 4-dr., $150. 
Isetta—’57 1-dr., $250. 
Metropolitan—’58 2-dr., $950. 


Volkswagen—’'58 2-dr., $1,115. 
’56 2-dr., $775; conv., $700. 


FLINT 
Hillman—’58 4-dr., $975. 
Opel—'59 2-dr., $1,270. 
Volkswagen—'58 2-dr., $775. 


LOS ANGELES 
Austin-Healey—'58 roadster, $2,000. 
Fiat—’58 Multipla, $600. 

"57 2-dr., $510; (600) 

$400. 

MG—’58 MGA roadster, $1,685. 
Mercedes-Benz—'57 (2208S) 4-dr., 
Renault—’58 4-dr., $1,010. 
Triumph—'54 TR-2 roadster, $700. 
Volkswagen—’'57 2-dr., $900. 

’56 sunroof 2-dr., $850. 


MANHEIM, PA. 


station wagon, 


$2,500*. 


Austin Healey—'59 Sprite, $1,425; conv., 
$1,350. 
Borgward—’59 Isabella 2-dr., $1,540. 


Citroen—’58 4-dr., $1,260* (ps). 
Datsun—'59 4-dr., $760. 
Fiat—'59 4-dr., $900; 2-dr., $785. 
"58 4-dr., $800, $775. 
’57 4-dr., $560. 
daguar—’58 (XK150) roadster, $2,075. 
"57, $1,595. 
"52 2-dr., $510. 
Lioyd—’'59, $1,350. 


Mercedes-Benz—’'60 (180), $2,975. 
’59 (300), $6,250; (190) 4-dr., $2,600, 
$2,125. 


MG—’60 roadster, $1,975. 
’59 roadster, $1,750. 
Morris—’'60 Minor 2-dr., $1,100. 
Opel—’59 2-dr., $1,680. 
Porsche—’'58 roadster, $2,200. 
Renault—’'60 4-dr., $1,300, 
59 Dauphine 4-dr., $825; 4-dr., $735. 
’58 4-dr., $675. 
"57, $665. 
Sunbeam—’'58 2-dr., $1,250. 
Taunus—'59 2-dr., $1,645. 
Triumph—’58 TR-3, $1,225. 
Vauxhall—'58, $1,075. 
Volkswagen—-'60 Karmann-Ghia conv., $2,- 


350, $1,650, $1,625, $1,580, 
’59, $1,510; sunroof, $1,450; 2-dr., $1,- 
410, $1,210, 


’57 2-dr., $1,210, $1,125, $1,010; station 
wagon 2-dr., $515. 
"56, $775. 
"52 2-dr., $235. 
Volvo—’59 station wagon 2-dr., $1,750. 
’58 station wagon, $1,050. 


SEATTLE 


Borgward—'58 2-dr., $1,195. 
Volkswagen—'58 2-dr., $1,125, $815. 


Two-ten 


Corsair 












Used-Car Auction Prices 
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(ps), $1,115*; 
$1,100*, $850. 

’57 Thunderbird (8) conv., $1,850* (ps); 
Fairlane 500 (8) skyliner, $1,435*; 
conv., $1,175* (ps); 2-dr. Victoria, $1,- 
155* (ps), $1,095*; 4-dr. Victoria, $1,- 
055*, $985*; Country Sedan (8) 4-dr., 
$1,250*, $1,230*, $1,220* (ps), $1,- 
210*, $1,185* (ps); Custom 300 (6), 
$920, $825*; 2-dr., $885*, $880*, $710, 
$630, $605; Fairlane (8) 2-dr., $815* 
(ps); 2-dr. Victoria, $775*. 

’56 Fairlane (8) Crown Victoria, $760*; 
2-dr. Victoria, $735*, $695*, $605*, 
$550* (ps), $550*, $475*, $420*; 4-dr., 


Custom 300 (6) 4-dr., 







$700*; Ranch Wagon (6) 2-dr., $600, 
$525*; Main (6) 2-dr., $525; Custom 
(8) 2-dr, Victoria, $305*. 

°55 Country Sedan (8) 4-dr., $675*; 
Fairlane (8) 4-dr., $660* (ps); 2-dr. 
Victoria, $500, $435*, $425*; Custom 
(8) 4-dr., 2 at $500, $425*; Ranch 


Wagon (8) 2-dr., $405; Main (6) 4- 
dr., $260; 2-dr., $240. 

"h4 Crest (8) 2-dr. Victoria, $495*; 
Country Sedan (6) 4-dr., $300*. 
IMPERIAL—’ 57 Crown 2-dr., $2,140* (ps). 
’55 Imperial 2-dr., $845* (ps). 
LINCOLN—’57 Premiere 2-dr., $1,750* 


(ps). 
’56 Premiere 2-dr., $1,075* (ps): 4-dr., 
$1,000* (ps); Capri 2-dr., $1,005* (ps). 
’55 Premiere 2-dr., $525* (ps). 
MERCURY—’58 Commuter 4-dr., $1,675* 
(ps); Monterey 4-dr., $1,175* (ps). 
°57 Turnpike Cruiser 4-dr., $1,445* (ps), 


$1,435* (ps); Montclair conv., §$1,- 
210* (ps); 4-dr., $1,070* (ps); Voy- 
ager 2-dr., $1,000* (ps); Monterey 4- 
dr., $945*. 

56 Montclair 2-dr., $780*; Monterey 2- 
dr., $740*; Custom 2-dr., $600*. 

’55 Montclair 2-dr., $660* (ps); Mon- 
terey 2-dr. hardtop, §$585*; 4-dr., 
$400*; Custom 2-dr., $475*. 

'54 Custom 4-dr., $400*; sport coupe, 
$210*; Monterey 2-dr. hardtop, $395*, 
$290*; 4-dr., $300*. 

OLDSMOBILE—’'59 (88) Super 2-dr. Sce- 
nic, $2,600* (ps), $2,500* (ps); (88) 


4-dr., $2,100* (ps). 

’58 (98) 4-dr. Holiday, $1,950* (ps), $1,- 
880* (ps); 4-dr., $1,790* (ps); (88) 
Super 4-dr. Holiday, $1,800* (ps); (88) 
4-dr., $1,615*. 

57 (88) Super 4-dr. Holiday, $1,470* 
(ps), $1,425* (ps); Fiesta 4-dr., $1,- 


305*; (98) 4-dr. Holiday, $1,415* (ps); 


(88) 2-dr. Holiday, $1,305* (ps). 

’56 (88) 2-dr, Holiday, $935*, $880* 
(ps), $830*. 

"55 (88) 4-dr., $675*; (98) 2-dr. Holiday, 
$610* (ps); 4-dr., $575* (ps), $560* 
(ps), $525* (ps); (88) Super 4-dr., 
$480*, $445°* (ps). 

"54 (88) 2-dr., $300*. 

’53 (88) 4-dr., $220* (ps). 

PLYMOUTH—’58 Suburban (8) Sport 4- 


dr., $1,490*; Savoy (6) 4-dr., $885. 

’57 Suburban (8) Sport 4-dr., $1,075* 
(ps), $1,025*; Suburban (6) 2-dr., 
$745*; Savoy (8) 2-dr. hardtop, $950* 
(ps), $725*; Belvedere (6) 2-dr. hard- 
top, $750*; Plaza (6) 4-dr., $550; 2- 
dr., $500. 

56 Savoy (6) 4-dr., $485; Savoy (8) 
2-dr., $460; Plaza (6) 2-dr., $250. 
’55 Suburban (6) 4-dr., $505; Savoy (6) 
4-dr., $440*, $435, $375; Plaza (6) 4- 

dr., $340*. 
’54 Savoy (6) 2-dr., $405*. 
PONTIAC—’60 Bonneville conv., 
(ps). 


$3,075* 


59 Bonneville 4-dr. Vista, $2,800* (ps); 
Catalina 4-dr., $2,125*; 2-dr., §1,- 
825*. 

’57 Chieftain Safari 4-dr., $1,230*; 4- 


dr., $1,015*, $1,000*; Star Chief 4-dr. 
Catalina, $1,200* (ps), $1,100* (ps). 
*56 Star Chief 2-dr. Catalina, $695* (ps). 
’55 Chieftain 2-dr. Catalina, $680*, $485. 
RAMBLER—’58 Super (8) Cross Country, 
$1,470* (ps); 4-dr., $1,320*; American 
(6) 2-dr., $1,000. 
57 Custom (8) Cross Country, $1,175*; 
4-dr., $1,110*, $1,005*. 
"56 Super Cross Country, $735*, $570, 
$550; Custom 4-dr., $690*. 
’55 Super 4-dr., $500*; Cross Country, 
$415; 2-dr., $280. 
STUDEBAKER—’57 Golden Hawk (8) 2- 
dr, hardtop, $1,120*. 
*55 Commander (8) 2-dr. hardtop, $405*. 
’53 Commander (8) 2-dr. hardtop, $225*. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Dec, 2. 
BUICK---’59 Electra 4-dr., $2,500* 

’57 RM 4-dr., $1,450* (ps). 

"56 RM 4-dr. Riviera, $865* (ps); Su- 

per 4-dr., $750* (ps); Century 2-dr. 
Riviera, $710*; Special 4-dr., $600*. 












(ps). 







performances in 1959, with a luncheon. 






Schulte, Pontiac Midwest regional 








Pontiac Honors Top Dealers— 


Pontiac's top 10 dealers in the Chicago Zone were honored for outstanding 
From left are Haskell Cahan, Chicago; 
Koertgen, Skokie, Ill,; Harry Seltzer, Chicago; Charles C. Townsend, Gary, Ind.; G. 
manager; Nels Hendrickson, Chicago; Sher 
Abrams, Chicago; E. C. Fullmer, Chicago assistant zone manager; W. J. Mc 
Chicago zone manager; Tony Piet, Chicago; Leo Bianchi, Chicago; Elman Segol, © 
cago; Jack Townsend, Gary; and Paul Grossinger, Chicago. 








—_, 


’55 Special $580*; Super 2 


$530° (ps). 
CADILLAC—’59 de Ville 4-dr. hard 
$4,200* (ps); (62) 4-dr., $4,050° (pg 


4-dr., 


"58 (62) Sedan de Ville, $3,100° (pq) 
$2,775*. 

'57 Eldorado conv., $2,355* (ps): (@ 
Coupe de Ville, $2,350* (ps); 
de Ville, $2,300* (ps). 

"56 (62) 2-dr., $1,575*; 4-dr., $1,509 


$1,395* (ps). 
CHEVROLET—’59 Impala (8) sport coup 
$2,225* (ps); Biscayne (6) 4-dr., $1, 
625*, $1,580; 2-dr., $1,560, 2 at § 
550, $1,545. 

"58 Bel Air (8) 
2-dr., $1,475* 
dr., $1,240*; 
200. 

"56 Bel Air (8) 

00 





















sport coupe, $1,4 
(ps); Biscayne (6) 
Delray (6) 2-dr., § 


$840*; cony, 
$800. 
’55 Bel Air (8) sport coupe, $770*. 
CHRYSLER—’57 NY 4-dr., $1,350° (ps) 
’55 Windsor 2-dr,. hardtop, $425* (ps), 
DeSOTO—'57 Firesweep 2-dr. hardtop, $1, 


10° 
2-dr. hardtop) 


2-dr., 


0 ° 
DODGE—’59 Coronet (8) 
$1,865* (ps). 

’57 Coronet (8) 2-dr., $835*. 

EDSEL—’58 Ranger 2-dr. hardtop, $1, 
005°. 

FORD—’60 Fairlane 500 (8) 4-dr., $2, 
365*; Fairlane (8) 2-dr., $1,900. 

"59 Galaxie (8) 4-dr. Victoria, $2,179 
(ps), $1,825; conv., $2,105*; Fairlamn 
500 (8) 4-dr, Victoria, $1,850* (ps); 
Ranch Wagon (8) 2-dr., $1,850; Cu 
tom 300 (8) 4-dr., $1,790* (ps); 2-dr, 





$1,510. 

’58 Thunderbird (8) 2-dr, hardtop, §2. 
700* (ps), $2,600* (ps); Fairlane 5 
(8) skyliner, $1,600* (ps); Ranch 
Wagon (8) 2-dr., $1,200; Custom 3% 
(8) 4-dr., $1,020*; 2-dr., $980. 

’57 Fairlane 500 (8) conv., $1,150, $1, 
085* (ps); 2-dr. Victoria, $1,110* (ps), 
$1,100*; 4-dr., $840*; Ranch Wag 
(8) 2-dr., $885*%; Custom (8) 2-dr, 


$770, $740, $690. 
56 Custom (8) 2-dr. Victoria, $735°; 


2-dr., $585*; Custom (6) 2-dr., $529; 
4-dr., $470*; Country Sedan (8) 4-dr,, 
$700. 

55 Fairlane (8) conv., $520; 2-dr, 
$480*; Custom (8) 2-dr., $475. 
LINCOLN—’58 Capri 4-dr. hardtop, §2, 

675* (ps). 
57 Capri 4-dr., $1,755* (ps). 
’54 Capri conv., $425* (ps). 
MERCURY—’58 Montclair 2-dr., $1,720 
(ps). 


’57 Montclair 4-dr., $1,065; Monterey 2 
dr., $890* (ps). 

’56 Monterey 2-dr. hardtop, $750*, $725*. 

’55 Monterey 2-dr. hardtop, $575°*. 

OLDSMOBILE—’58 (98) 4-dr., $1,725* 
(ps). 

’57 (88) 2-dr. Holiday, $995*. 

"56 (88) 4-dr., $640*. 

PACKARD—’55 Clipper 4-dr., $400*. 
PLYMOUTH—’59 Belvedere (8) 2-dr. hard 
top, $1,725*. 

’58 Suburban (8) Custom. 4-dr., $1, 
400*; Savoy (8) 4-dr., $1,025*, $980*; 
2-dr., $900*. 

’57 Savoy (6) 4-dr., $675*. 

’56 Belvedere (8) 4-dr., $500* (ps). 

'55 Savoy (8) 2-dr., $415. 

PONTIAC—’56 Star Chief 2-dr., $775* 
(ps). 

RAMBLER—’59 Custom (8) Cross Coun 
try, $1,900; Super (8) 4-dr., $1,620. 

’58 Ambassador (8) 4-dr hardtop, $1, 
415* (ps); Super (8) Cross Country, 
$1,400. 

’55 Custom 4-dr. hardtop, $335. 

. « . 


— Auctions in Brief — 
CALDWELL, N. J. 


Skyline Auto Auction. Sale. every Thurs 
day (Dec. 3). Sale red hot this week @& 
dealers were grabbing all clean, late model 
cars. Prices firm with rough cars slipping 
a shade. Sold 206 cars from 260 consign- 


ments. 
* * * 


CHICAGO 
Arena Auto Auction. Sale every Tues 
day (Dec, 1). Terrific sale. We had a lot 
of clean cars and buyers from all over 
demanding. more sharp cars. Sold 469 cars 
from 712 consignments, 
* * 


DANVILLE, VA. 
Danville Auto Auction, Sale every 
Wednesday (Dec. 2). Holiday demands ar 


exceeding the offerings. 
* * 


EBENSBURG, PA. 
Ebensburg Auto Auction. Sale every MA 
Thursday (Dec. 3). More cars in demand . 
at auction. Sales slow due to Christmas 
season, ’56 and ’55 models seem to have 
moved rapidly this week at over averagt 
prices. Sold 57 cars from 6° consignments. 
* * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri 
day (Dec. 4). Weather: Clear. Sold 70 per 
cent of 873 consignments. 
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7 (Continued from Page 6) 


steel unit construction has full 
49 protection. 

6) Some inside dope: Once upon & 
| 1 time, only the most expensive 
cars boasted a plastic impeller on 
the sealed-bearing water pump. 
(py But today the Rambler Six gives 
ps its owners this advantage— 


= 





lighter weight = pump ——— 
cor- 
—_ to tn coutnet with a oe 
t. 
* n new threaded-type oil pump 
, Ms 
, 
im(GMAC Slapped 













By Court for 
Wrongful Repo 


WASHINGTON.—The U. S. Court 
“fof Appeals last week ruled that 
‘IGeneral Motors Acceptance Corp. 
.|was liable for acts of its employes 
in the wrongful repossession of a 
‘Isoldier’s automobile. 

‘| A three-judge pane] unanimously 
ond upheld a jury’s award of $2,500 
-1B. Froehlich, a member of an Army 
Presidential honor guard unit. 

The court said the Washington 
office of GMAC was informed that 
the car had been picked up by 
police “for narcotics” and was a 
‘I*hot car.” The court said the in- 
725: formation was erroneous. The sol- 

dier had left the car parked while 
he was away on Army business. 
c The court noted that GMAC 
wanted to take possession of the 
-lear before it was confiscated by 
; {Federal authorities. It also noted 
that at the time the car was re- 
hs possessed in May, 1957, no pay- 
ments on Sgt. Froehlich’s account 
were in arrears. 


|, 720° 
ey 2 








1 Dealers’ Christmas Ball 
To Aid Goodfellow Fund 


FORT WORTH, Tex, — The 
Fort Worth Independent Auto- 
mobile Dealers Assn. will have its 
annual Christmas charity ball 
Wednesday (Dec. 16) to raise 


‘oie! {funds for the Goodfellow Fund. 

_— Last summer the association 
taised more than $1,200 at a 
jalopy auction for the benefit of 
needy children. 

Tues- 

a lot 

over 

cars 

every 

s are 

ery | MADISON, Wis«—No opposition 

mand voiced at a legislative hearing 

<= a bill to exempt wide 1960 autos 

erage #tOM a State law requiring special 

ents. ors and clearance lamps on 




















hicles more than 80 inches wide. 


The Ford, Lincoln, Mercury, 
Edsel, Chevrolet, Pontiac, Buick, 
Oldsmobile and Imperial all are 
% or more inches wide. The Ford 
i the widest at 81.5 inches, 
puis Milan, executive vice-pres- 
tt of the Wisconsin Automotive 
tac Assn., told the Assembly 
lighway committee that changing 
me law would not encourage wider 
The law was aimed at truck 

hs. 

} The dealers are not sympathetic 
'the change in width,” he said. 
wrence E. Teich, American 
omobile Assn. legislative repre- 
ative in Wisconsin, told the 
ng that auto owners were for- 
te that the Wisconsin Legisla- 
Mire has a fall session. 

He noted that in Tennessee, 
Which has a similar law and 
s to enforce it Jan. 17, the 
Legislature has adjourned and 
will not be called into special 
S€ssion to amend the law. 

Wide cars in Tennessee can com- 
y with the law by placing reflec- 
G, iflerized tape at the ends of the front 


‘ a rear bumpers. 
olf Assemblyman Duffey, Milwaukee 
Cre’emocrat and one of the authors 


‘J the bill to exempt the wide cars, 





punitive damages to Sgt. Edward 
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The Man Behind the Wheel... 


inlet tube provides greater reliabil- 
ity of oi] supply from crankcase to 
the gear-type oil pump. A magnetic 
gadget isolates and traps metal 
particles that might cause damage 
inside the engine. 

The fan knob of the efficient 
Weather Eye heater operates a 
vacuum-powered heat damper as 
well as the blower. Heat is also 
controlled by thermostat. 


Transmission Protection 


F IMPORTANCE to the owner 

with automatic transmission 
are built-in protection features 
which make it almost impossible to 
damage the unit by negligence. 

For instance, most transmissions 
can be damaged severely if placed 
in park before the vehicle stops. On 
this transmission, the drive buttons 
cannot be operated as long as the 
park slide is engaged and, before 
park can be used, the neutral-start 
button must be pushed. 

Of course, you could push the 
start button and pull out the 
park slide before the vehicle 
stops moving, which would be 
certain to cause damage, but it 
is unlikely that anyone would try 
to stop in that manner. 

It’s hard to find features to 

criticize in the Rambler Six with 
automatic transmission. It gives 





Ready to Roll— 


L. H. Houck reaches for the starter but- 
ton as he begins another leg of his 1,000- 
mile Rambler sales test. He found the car 
quiet, comfortable, easy to steer and easy 
to park. 


Wis. Bill Exempts ’60 Cars 
rom Width Restrictions 


praised the Motor Vehicle Depart- 
ment for not enforcing the restric- 
tions on the cars. 

A. J. Thelen, executive secre- 
tary of the Wisconsin County 
Boards Assn., tacked onto the bill 
an amendment calling for high- 
way snow-removal equipment to 
be equipped with flashing or re- 
volving amber lights. 

Another unopposed bill increases 
the maximum truck-weight limits 
from 68,000 to 73,000 pounds on 
Class A highways. The measure 
already has passed the Senate. 





Kaiser Aluminum 


Adds Detroit Site 


DETROIT.—Kaiser Aluminum & 
Chemical Corp, last week opened 
its new automotive business devel- 
opment office in the Creson Build- 
ing, 2480 W. Maple, Birmingham, 
Mich. 

The office will be the Detroit 
headquarters of Kaiser Aluminum 
personnel engaged in the develop- 
ment of major aluminum automo- 
tive applications such as wheels, 
bumpers, engines, radiators and 
mufflers, according to R. G. Stan- 
wood, manager of automotive busi- 
ness development. 

Automotive industry and district 
sales offices of the company are 
located in the IBM Building, 7700 
Second Ave., Detroit. 


+ Sales Testing the Rambler Six 


high performance; it is roomy in- 
side, especially so when you con- 
sider its wheelbase of 108 inches, 
and it is easy to park with an 
overall length of 189.5 inches. 

In looking for things to criticize, 


if you do it fairly, you can only 


admit that it’s a small car, with 
low horsepower, but made that way 


on purpose. But being the first of 


the compacts, it maintains its 





Rambler Six Engine— 


The Rambler Six has a small engine, but 


standing in this class, with an im-|it packs a mighty wallop, according to 
pressive past that can only be a/| Sales Tester L. H. Houck. The 127-horse- 
source of satisfaction to the 1960} power unit displaces 195.6 cubic inches 


owner. 


and has a compression ratio of 8.7 to 1. 





Ford Motor Celebrates .. . 


50th Year 


(Continued from Page 8) 
revolutionized and dominated the 
automobile scene for the next 18 
years, were hailed at the Atlanta 
show for offering two models—one 
a metal and wood enclosure for 
cold weather and the other pro- 
viding a canvas convertible top. 

Shortly after the Ford branch 
opened in Atlanta, it doubled in 
size, taking in adjoining store 
space. By 1913, the success of the 
Model-T forced the company to 
move to larger quarters at 380 
Peachtree. 

During that year, construction 
was started on a new assembly 
plant at 699 Ponce de Leon Ave. 
The four-story plant, which pro- 
duced its first Model-T on March 
29, 1915, employed 600 persons and 
had a capacity of 100 cars per day. 

Until this time, cars were de- 
livered to Atlanta by train where 
they had to be picked up by the 
dealer and partly assembled be- 
fore they could be sold. 

Except for a year during World 
War I and a depression-shutdown 
from 1933-36, production of Model- 
T’s, Model-A’s and V-8’s continued 
until 1942, when the War Depart- 
ment purchased the building, Total 
output from 1915 to 1942 in this 
plant was 444,662 cars and trucks. 

Three years later, 83 acres were 
acquired in Hapeville, Ga. On Dec. 
10, 1947, Henry Ford II dedicated 
the company’s first new post-war 
plant, marking the beginning of 
Ford’s $2.9 billion expansion and 
modernization program. 

During 1954, in less than seven 
years of operation, the Hapeville 
plant surpassed the entire 27-year 
production total of the Ponce de 
Leon plant, and on July 22, 1955, 
the one millionth Georgia-built 
Ford rolled off the assembly line. 

As of the end of October, 1959, 
Ford’s production in Georgia for 
50 years was 1,384,910, This total 
included a model record of 117,550 
during the 1959 model run which 
ended last August. 

Not all Ford-in-Georgia growth 
has been confined to production. 
In 1952, the Ford division dedicated 
a parts depot built on a 7%-acre 
site in East Point’s Empire Indus- 
trial Area. 

The depot also houses the Ford 
division district sales office, which 
directs the sales and service ac- 
tivities of Ford dealers in Georgia, 
Alabama, and parts of Tennessee 
and North Carolina. 

Still another phase of company 
operations came to Georgia three 
years ago when the tractor and 
implement division established its 
Southern training center near Vien- 
na, 

The center’s 400 acres are de- 
voted to research and testing, as 
well as an instruction program for 
sales and service personnel. 


In 1957, on the 10th anniversary 
of the Hapeville assembly plant, 
construction was completed on a 
407,000-square-foot addition to the 
building, The expansion boosted 
production capacity to 540 units 
daily on a one-shift, overtime 
schedule. 

The Hapeville building is also 
headquarters for the M-E-L divi- 
sion’s Atlanta sales district, which 


in Georgia 


includes dealers in the two Caro- 
linas, Georgia, Alabama and part 
of Tennessee, 


Ford’s Georgia operations now 
involve more than 2,000 employes, 
a Metropolitan Atlanta payroll in 
excess of $12 million a year, and 
company purchases from Georgia 
firms amounting to $20 million an- 


nually. 
* * * 


Ford Motor to Mark 


50 Years in Texas 


DALLAS.—Ford Motor Co. will 
observe its 50th anniversary in 
Texas Thursday (Dec. 17) at a 
civic dinner at the Adolphus Hotel 
here. Henry Ford established his 
first Texas branch on Dallas’ Com- 
merce St. on Dec. 17, 1909. 

William T. Gossett, Ford vice- 
president and general counsel, will 
speak at the dinner. He is a native 
of Gainesville, Tex. Gov. Price 
Daniel and Dallas Mayor R. L. 
—— have been invited to at- 
tend. 


Ex-Dealer Sues 
AMC for $750,000 
Under Faith Law 


SOUTH BEND.—Ted Doba Auto 
Sales, Inc., 2002 Western Ave, 
owned by Theodore Doba, has filed 
a $750,000 suit in U. S. District 
Court against American Motors 
over an alleged “unfair” termina- 
tion of its dealership Dec. 31, 1957— 
the first suit in the South Bend 
division of the court involving the 
Automobile Dealer Franchise Act 
passed by Congress in 1956. 

Doba said he held the franchise 
for the exclusive dealership in the 
South Bend area of Rambler, Met- 
ropolitan and Hudson cars from 
Dec. 31, 1956, to Dec. 31, 1957. He 
said he was notified by AMC Sept. 
30, 1957, that the dealer contract 
would not be renewed. 


He alleged the termination was 
“unfair, inequitable and without 
good faith” without further elabo- 
ration. 

American Motors franchises now 
are held by Yeager Motor Co., 
South Bend, and Jordan Rambler 
& Sports Cars, Ltd., Mishawaka. 

AMC withheld comment on the 
Doba suit. 
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Obituaries 
Ira A, Kirksey, 56, Headed 


Oldsmobile’ s Houston Zone 


HOUSTON.—Ira A. Kirksey, 56, 
Houston zone manager for Oldsmo- 
bile for three years, died of a 
heart attack Dec. 6 at his home 
in Houston, 

A veteran of 30 
years with Gen- 
eral Motors, 
Kirksey joined 
Oldsmobile in 
1943. He had 
served as a dis- 
trict manager, 
business manage- 
ment Manager 
and assistant 
zone Manager at 5; 
Dallas before 1. A, Kirksey 
being promoted to zone manager at 
Omaha in 1954. He was named 
Houston zone manager in 1956, 

+ * + 
Arthur H, Edgerton 

CLEVELAND.—Arthur H, Edgerton, 73, 
patent attorney and automotive engineer, 
died Dec. 3. He aided in the development 
of early autos, including the Marmon, Cole 
and Premier, and was a patent attorney 
for White Motor Co, from 1922 to 1927. 

+ cd o 
John R, Millar 

RENO, Nev.—John R. Millar, 
tired chairman of National Automotive 
Fibres, Inc., died Nov. 29 in an Oakland 


(Calif.) hospital. 
* * * 


Leo Lawrence Brackett 
AMARILLO, Tex, — Leo Lawrence 
Brackett, 72, former auto dealer in Plain- 








72, re- 


view, Tex., and Portales, N, M., was 
killed Nov. 30 in an auto accident in 
Plainview. 


Louis W. LeForge 
JOHNSTOWN, N. Y.—Louis W. Le- 
Forge, 69, a former auto dealer in New 
Haven, Conn., died of a heart attack 
Dee, 1. 
* * * 


John J. Helfer 


AUBURN, N. Y.—John J, Helfer, for- 
mer partner in J. C. Lehrer Co., died 
here recently. He sold his interest in the 


firm to Ramsay Motor Co. in 1948. 
* * * 


Henry T. Landrum 
KOSCIUSKO, Miss.—Henry T. Landrum, 
57, auto dealer here, died Dec. 2. 
- * * 


A, I, Erlichman 
PHILADELPHIA. — Abraham I. Erlich- 
man, 65, a partner in Richards Mfg. Co. 
here, producer of auto accessories, died 
Nov, 29. 
* * * 


J. F. Hicks Sr. 

MEMPHIS.—Jeff F. Hicks sr., 79, for- 
mer owner of Jeff Hicks Motors, Inc. 
(Nash), died Dec. 4, An auto dealer for 
40 years, Mr. Hicks was a past president 
of the Memphis Automobile Dealers Assn. 
He retired in 1956. 

* * * 


Howard McFadden 
BUFFALO, — Howard McFadden, 565, 
sales manager for the former Korst Chev- 
rolet Co., Hamburg, died Dec, 3, He was 
associated with Bill Miller Pontiac in 
Hamburg when he became ill three years 
ago, 
* * - 
Irving J. Messenger 
MASSILLON, O.—Irving J, Messenger, 
79, Dodge-Plymouth dealer here until his 
retirement a few years ago, died Dec, 7 
in a local hospital, 
* * 


James Wilson Hover 
CHARLESTON, W. Va.—James Wilson 
Hover, 43, an auto dealer, died Dec, 3 of 
injuries suffered in an automobile accident. 
* * 


Rodney Prather 
MITCHELL, 8. D.—Rodney Prather, 66, 
owner of Mitchell Motor Co, (Pontiac- 
Buick-Cadillac) died Dec, 3, He had been 
a dealer since 1927. 
* * * 


Ted Middleton 
CROSBY, Minn. — Ted Middleton, 46, 
owner of Middleton's, Inc, (Pontiac-Buick- 
Opel), died Dec, 4. 
* * * 


Mrs.” Lurley E. Johnson 
PIKEVILLE, Ky.—Mrs. Lurley E. John- 
son, secretary-treasurer of Johnson Motor 
Sales Co., died recently. 





Newspaper Reps Host Bowers— 


The Detroit Chapter of the American Assn. of Newspaper Representatives hosted 
John Bowers, Ford division advertising manager, at its December luncheon meeting. 
From left are Stanley E. Cloutier, Story, Brooks & Finley, inc.; William Thurber, J. 
Walter Thompson Co.; Jack Strait, Ford division; E. S. Stragg, AANR president; Bowers, 
and Ralph Bachman, media director for the Detroit office of J. Walter Thompson. 
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Steel Tieup, Farm Slump Hurt Business .. . 





Economy Promising Despite Dip 


(Continued from Page 6) 


for Federal bonds appears to have 
become more settled. 
. * * 


Philadelphia 


ANUFACTURERS in the Phil- 

adelphia area have estimated 
that capital spending in 1960 will 
total $360 million, according to the 
Philadelphia FRB. 

This is just slightly above the 
$357 million in capital spending 
for this year but well above the 
$271 million spent in 1958, A fair- 
ly high volume of capital spend- 
ing is considered essential to a 
sound economy because of the 
money this work puts in circu- 
lation, 

In the Lehigh Valley, north of 
the Philadelphia area, capital 
spending plans for 1960 are almost 
30 percent below the 1959 total. A 
cutback by cement producers caus- 
ed a considerable part of this de- 
cline. 

* * * 


Richmond 


TLE mills continue to ex- 
perience what amounts to a 
boom, the Richmond FRB report- 
ed. For example, production of 
print cloth is 90 percent sold for 
the first quarter of 1960 and 60 to 
70 percent sold for the second quar- 
ter. 
District furniture factories’ 
ion and shipments con- 
tinue to rise and run at “what 
is probably an all-time high for 
the industry.” 
The farm picture in the district 
is mixed, Yields were below last 
year’s excellent harvests but the 


ASIA Accuses 


acreage planted was larger. While 
crop receipts showed a slight gain, 
livestock receipts were off 4 per- 
cent. 

ca Ra * 


Cleveland 


HE Cleveland FRB found that 

recession and boom affect in- 
dustrial communities in widely dif- 
ferent ways, 

Middletown, O., a city where 
the largest employer is a steel 
company, showed only a modest 
decline in business activity in the 
1958 recession. During the upturn 
in the first half of 1959, business 
ran 13 percent ahead of the first 
half of 1957 in Middletown, This 
was the sharpest gain of any of 
the major cities in the district. 
In Butler, Pa., another steel com- 
munity, business fell off by 17 per- 
cent during the recession. In the 
first half of this year, recovery did 
not bring business activity back to 
the level experienced in the first 
half of 1957. 

* * * 
Chicago 
oS defense expeditures taking 
10 cents of every $1 spent in 
the U. S., the Chicago FRB turned 
its attention to the effect of de- 
fense spending on the nation’s 
economy in the future, 

The bank expects defense costs 
to remain high, although they 
may take a greater or lesser 
share of national output. The 
bank added: 

“It would perhaps be complacent 
to suggest that these changes (in 
the relative importance of defense 


spending) can be taken ‘in stride.’ 


Oil Firms 


Of Coercion, Unfair Acts 


WASHINGTON. — Appearing be- 
fore a House Smal] Business sub- 
committee last week, members of 
the Automotive Service Industry 
Assn, accused major oil companies 
of coercive and unfair trade prac- 
tices in the sale of tires, batteries 
and accessories. 

They asked Congress to force 
these companies to get out of the 
automotive service field. The 
ASIA delegation was headed by 

Victor L. Toft, president, and 
Harold T, Halfpenny, general 
counsel. 

Rep. James Roosevelt, California 
Democrat, is chairman of the sub- 

committee. 

Toft, executive vice-president of 
Sidles Co., Omaha, declared that 
“there is a general trend among oil 


MR. BUSINESS MAN! 


For good customer entertaining, 
resultful conferences or real re- 
laxation, there’s no place like 
ST. CLAIR INN, just 50 miles up- 
river from Detroit! Re our complete 


facilities, contact Creighton Holden 
or Mrs: Margaret Nelson. 


St. Clair inn and Country Club 
OPEN ALL YEAR .. . ON THE SCENIC ST. CLAIR RIVER 
Owned and operated by the Holdens 
ST. CLAIR, MICHIGAN ¢ dial FA 9-2222 





BUYING—OR—SELLING 
A DEALERSHIP? 


Contact an Experienced Broker 


RAYMOND E. CECIL 


Midwest 7-0744 
625 $. Hunter Bivd., Birmingham, Mich. 





company jobbers to play fast and 
loose with prices.” 

“These,” he said, “as well as co- 
ercive practices have brought chaos 
to the market and loss of business 
to the automotive wholesaler for 
reasons Other than sales ability or 
adequate warehouse stocks and 
service to customers.” 

He eontinued: “Another practice 
of the major oil companies is that 
of supplying equipment such as 
hoists, air compressors, greasing 
equipment, tire spreaders and the 
like at the automotive wholesaler’s 
cost or at a price with which he 
cannot compete.” 

Using his own company as an 
example, Toft said: “We carry an 
equipment inventory of over 
$400,000. We employ a full-time 
equipment specialist and several 
mechanics who are specialists in 
equipment repairs. 

“It hardly seems proper, there- 
fore, that through the machinations 
of the major oil companies who 
carry no stocks, provide no special- 
ist service and provide no facilities 
for repair, they should be able to 
buy at our cost or lower, or should 
be permitted to enable their lessees 
to buy at these prices. 

“Obviously, the automotive 
wholesaler hasn’t a prayer in this 
market under these conditions,” 
Toft said. “This doesn’t restrain 
trade or competition, it eliminates 
it completely.” 

Halfpenny accused the Federal 
Trade Commission and the Depart- 
ment of Justice of failure to pro- 
tect independent businessmen in 
the automotive service industry 
from the alleged coercive practices 
of the oil companies. 

He urged Congress to do the job 
through legislation to force the oil 
firms to divorce themselves from 
the automotive parts and equip- 
ment business. 


Firestone Introduces 
Butyl-Rubber Tire 


AKRON.—Raymond C, Firestone, 
president of Firestone Tire & Rub- 
ber Co., announces plans for intro- 
duction of a Firestone premium- 
quality tire made of butyl rubber. 

This marks the first premium 
butyl tire to be added to the line 
of a major rubber company, he 
said, 


But the record of the past indicates 
that the impact of shifts in de- 
fense spending need not undermine 
the basic strength of the economy 
nor seriously deter its growth.” 

* + * 


Upper Midwest 


Seg receipts of farmers in the 
Upper Midwest are running 6 
percent below the 1958 total, com- 
pared to a drop of 3 percent for the 
nation as a whole, the Minneapolis 
FRB said. 

The July-August period was 
the worst. District farm income 
was off 19 percent for the two 
months and the national total 
was off 9 percent, 

The bank said the outlook for the 
year ahead is for “a continuation 
of depressed farm income in the 


district.” 
* « * 


St. Louis 


He= for victory in the battle 
against creeping inflation was 
seen by the St. Louis FRB. 

The bank noted that the last 
three decades have seen an up- 
surge in the quest for financial 
security. Many citizens are plac- 
ing their hopes for security in 
life insurance policies, pension 
funds and savings accounts 
which pay off in fixed dollar 
amounts. 

When this mass of citizens real- 
izes its interest in maintaining a 
stable dollar, there will be strong 
public reaction against inflation, 
the bank says. 

* 


Kansas City 


ESIDENTS of the Great Plains 

are lagging behind their cous- 
ins in other areas in terms of per 
capita income, the Kansas City 
FRB said, 

Lagging farthest behind is Ok- 
lahoma where per capita income 
is $317 a year below the U. S. 
average, Colorado, Kansas and 
Missouri are also below average 
and Wyoming is $13 above the 
U. S. figure. 

The bank traces much of the lag 
in income to the heavy dependence 
of the area on farm income, As the 
area becomes less dependent on 
farming, the situation should im- 
prove, the bank said. 

+ OK * 


Southwest 


Peer ane employment in the 
Southwest is improving only 
slightly but the farm situation is 
generally good, according to the 
Dallas FRB, 

Cotton and grain sorghum pro- 
duction exceeded the 1958 totals 
and the current citrus crop in 
Texas is expected to be substan- 
tially above last year’s harvest. 
Department store sales in the 

district continue to run ahead of 
the 1958 totals but construction 
contract awards have slipped off. 

* ok * 


Far West 


MPLOYMENT in the Far West 

is rising but the labor force is 

going up at an even faster rate, 
the San Francisco FRB reported. 

Personal income in the district 
continues to increase and depart- 
ment store sales are 12.5 percent 
ahead of the 1958 total. 

The demand for consumer credit 
from commercial banks remains 
strong but an upswing in loan de- 
linquencies was noted. A downslide 
in construction contract awards 
continues and lumber prices have 
weakened, reflecting uncertainty 
about building activity in the 
months ahead. 


Defective Brakes Cost 
U. C. Dealer’s License 


ROCHESTER, N. Y.—A used-car 
dealer was put out of business 















Lead Dealers in Santa Monica (Calif.) Area— 

Newly elected officers of the Bay District Motor Car Dealers Assn., with headquarter 
in Santa Monica, Calif., are, from left, Bill Hunt (Fiat), Santa Monica, secretary; Carl. 
ton W. Walker (Ford), West Los Angeles, treasurer; King Jenkins (Ford), Santa Monica, 
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vice-president, and John Hessell (Chevrolet), El Segundo, president. D 


Dealer Forum _ 3y Robert m. Fintey 


(Continued from Page 3) 





and Sweden, noted for quality out- 
put, have strong unions. Some say 
the accent on volume production in 
the U. S., with the breaking down 
of the product into so many pieces, 
makes it difficult to take pride in 
workmanship. 


“Over there,” said Fleener, “it 
isn’t just a matter of hiring me- 
chanics, You take them into the 
plant as boys and teach them 
through an apprentice program.” 

Management must set the limits 
of quality by what it will accept, 
and there is plenty of variation 
over here, Craftsmanship is at its 
best when it is guarded by men 
who set a high standard for them- 
selves and their departments. They 

won’t let the smart aleck seal the 
remains of his lunch inside the 
door panel of the car on which he 
is working. 

It is interesting to note that on 
products that really do excel in 
quality, you get the word from 
“the man next door.” Doubtless it 
is an indictment of much advertis- 
ing today that the word of the 
man on the street counts for more 
than the products of multimillion- 
dollar advertising organizations. 

One of our goals should be to 
give the public advertising it can 
count on, backed up by integrity 
of product. 


Confidence Builder 
AnNCtEEs thing M-B is doing to 

build confidence is to bring 
over German mechanics and their 
families under contract. 

“There is nothing,” said Fleen- 
er, “which is so impressive to a 
Mercedes-Benz owner coming in 
to the service shop as to take him 
to talk with ‘our mechanic 
straight from the Daimler-Benz 
plant in Stuttgart.” 

M-B, by the way, operates three 
service schools that never close— 
in New York, South Bend and Los 
Angeles. As soon as one course for 
dealer mechanics ends, another 
begins. M-B stocks nearly $4 mil- 
lion in Mercedes parts in 16 major 
warehouses throughout the coun- 
try. These supply 96 percent of 
dealer parts requests. 

Fleener sees the new Detroit 
compact cars having no impact on 
the Mercedes-Benz even though it 
is a compact selling at a price 


well above that of the Detroit prod- 
« © 





when the state revoked his license.| aus 


The license of Earl DePascale, 2248 
E. River Rd. Brighton, was revok- 
ed indefinitely because he allegedly 
sold a car with defective brakes. 
DePascale operates River Motors, 
1611 Scottsville Rd., Chili, and also 
has a branch at 205 Allen St. 
State Trooper C, G. Zinc said 
DePascale sold a 50 car which had 
defective foot and hand brakes last 


allegedly due to that cause. 


No Obsolescence Here— 


This is the Mercedes-Benz 220-S, which some auto men see as auto building at # 
July. The day after a woman|best. It grew out of a policy of never making a change except to improve the ¢ 
bought the car she had an accident} Mercedes-Benz Sales, an S-P subsidiary, expects to sell 15,000 in the U, S. in 194 


25,000 in 1961. 


uct. He agrees that imports with- 
out good dealer networks and 4 
good national system of parts sup 
ply will find the going rougher. 

Meantime, Mercedes dealers 
are doing well both on new and 

used cars. Incidentally, 25 per- L 
cent of the tradeins on Mercedes 

cars are Chevrolets, Fords or 
Plymouths, he says. 

Professional men constitute the 
biggest classification among buy- 
ers, making up 26.39 percent. Medi- 
cal and dental doctors account for 
13.29 percent, engineers for 41 
percent, attorneys for 2.18 percent 
and other professions, 6.22. 

Next biggest group to profes- 
sional men is made up of small- 
business 0 wners— 20.30 percent 
Salesmen account for 11.11 percent, 
executives for 9.75 percent, house 
wives, 4.10. This is something un- 
expected — 2.18 percent of buyers 
come from agriculture. 

We were interested, too, in the 
figure on housewives. Many 
women use cars simply as a con- 
venience, but there are some 
enjoy operating fine machines, 

“They come in,” said Fleener, 
“and say that they want ‘none of 
that automatic stuff’ on their cars.” 

We're anxious to see what hap 
pens when Mercedes-Benz starts 
appealing next year to the women 
who do want “that automatic 
stuff.” 


























More DKWs Due— 


This is the DKW which is expected ® 
be seen in growing numbers on the U.% 
highways. Mercedes-Benz Sales, a S' 
baker-Packard subsidiary, expects to @@ 
tribute some 10,000 DKW and Auto U! ” 
models next year. ag | 
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| LOUISVILLE.—Directors of the 
Kentucky Automobile Dealers 
n. have voted to support a ve- 
e inspection law as well as a 
nday closing law at the 1960 
ion of the Legislature. 

The directors also voted to re- 
ve their support of a title law 
the State. A new registration 
goes into effect Jan, 1 and 
» directors decided to give the 
“an opportunity to prove it- 













he 


In other governmental matters, 
the board decided to oppose the 
veterans’ bonus law “in principle, 
only” and to seek permission for 
more liberal use of dealer license 
plates. 

Directors heard a report on 
NADA’s program in the next ses- 
sion of Congress. They were urged 
to contact the State’s senators to 







onica, 














































'Y |furge passage of H.R. 8684, a House- 
measure which would give 
dealers some relief on income taxes 

on finance reserves. 
vith They were also urged to contact 
id gj the senators and their representa- 
sup- tives to ask for the rejection of 
er, |5 1046 and S. 2151 which could 
lead to dealerships’ being denied 
a exemptions from provisions of the 

Fair Labor Standards Act. 
oe Louisville was selected as the 
or | location of the 1960 convention 

but no date was picked. 

- the Two new directors were appoint- 
buy- ed. Harry Holder jr., Owensboro, 
fedi. | Will succeed his father, who is re- 
. for tiring, and Stanley Nickell, Ash- 
4% | and, will succeed the late Troy 
cent | Fairchild. 

State officials explained to board 
rr es ee ee 
nall- 
en. |Sealed Power’s 
ent, 1 
we [Rose Is Elected 
r1To Head MEMA 
the | NEW YORK.—Thomas S. Rose, 
my | Sealed Power Corp., Muskegon, 
m- | Mich, has been elected president 
at §of the Motor and Equipment Man- 
y ufacturers Assn. for 1960. 
ner, §_ Other officers are G. H. Goehrig, 
. of [Blackhawk Mfg. Co., Milwaukee, 
rs.” |Vice-president; S. S, Gordon, Re- 





public Gear Co., Detroit, secretary, 
amd Charles H. Seibert, Behr- 
Manning Co., Troy, N. Y., treasurer. 
Members of the board include: 
R. D. Adams, Clayton Mfg. Co., 
Monte, Calif.; C. A. Benoit, 
matex Co., Inc., Huntington 
tion, N. Y.; F. L. Bredimus, 
be Hoist Co., Philadelphia; R. R. 
nn, Hastings Mfg. Co., Hastings, 
4001 Works, Alliance, O.; . 
aterty, Signal-Stat Corp., Brook- 
mn; P. R. Smith, Commercial Sol- 
its Corp., New York; R. D. Wil- 
as, E. Edelmann & Co., Chicago; 
,» Goehrig, Gordon and Seibert. 
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| . M. Dealers Elect— 


W. E. Black, seated, Albuquerque, has 
been elected president of the New Mexico 
otive Dealers Assn. Other officers 
standing, from left, D. L. Ingram, 
» vice-president, and Wayne Love- 
» Albuquerque, secretary-treasurer. 
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Kentucky Dealers Ask 
or Inspection Law 





i agement relations have been 
announced by the U. S. Supreme 
Court and the National Labor Re- 
lations Board. 


a labor contract expires as union 
members have to strike. 


much narrower ruling that each 


own facts. 


ruling is to leave undisturbed the 
current NLRB policy toward lock- 
outs. 


use of a lockout by an employer 
after a labor pact expires to force 
union workers to accept company 
terms. 


mit some lockouts, such as when a 
company can show it must close 
down 
serious damage that might result 
from a strike. 


Oil City, Pa., had urged the court 
to upset the NLRB policy and rule 
that employers can legally use 
lockouts to put economic pressure 
on unions to accept terms during 
post-contract negotiations, 


soning used to support union 

strikes should work both ways, the 

company argued unsuccessfully. 
* * * 


NLRB OKs Some Lockouts 


Te 


fair labor practice because it was 
designed to put economic pressure 
on the union. 


management weapon in labor dis- 
putes. While the NLRB has not 
formally ruled lockouts illegal, it 
has permitted them only in very 
limited circumstances. 


but unannounced strike that would 
damage company equipment. 

Another is when a union negoti- 
ating with a multi-employer bar- 
gaining unit strikes only one em- 
ployer to force him to terms. 

The NLRB ruling, upheld by the 
Supreme Court, says a nonstruck 
employer may 
Ployes to protect the solidarity of 
the bargaining unit, 

The latter ruling was employed 
last June by the Greater St. Louis 
Automobile Dealers Assn, in a dis- 
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members how the new registration 
law will work. 

It was pointed out that it is 
the mortgage holder’s duty to 
have any lien registered both 
with the county and on the own- 
er’s registration receipt. 

In discussing the law, board 
members suggested that, unless 
registrations of liens is made com- 
pulsory, the purpose of the law will 
be defeated. 





DeSoto Dealers Back Golf Tournament— 


Florida DeSoto dealers “get the word" on the state's richest and the nation's third 
biggest golf tournament, the first annual DeSoto Open Invitational, being sponsored 


Air-Cooled V-6 Porsche 


Reportedly in Works 

LOS ANGELES.—According to 
reports circulating here, Porsche 
is preparing a new engine, which 
will probably be unveiled first in 
racing cars. 

It is said to be an air-cooled 
V-6 unit. 


advertising and sales promotion director, is shown with some of the 30-odd dealers 
who convened with factory executives to pledge support of the national event. From 
left are Grady Campbell, Sarasota; Alan Peterson, St. Petersburg; Morris E. Cox, Brad- 
enton; Sanday Ray, Plymouth-DeSoto-Valiant Atlanta regional manager; Andy Williams 


Ft. Lauderdale. 


2 Key Labor Issues Resolved 


By Frank Gawronski 
Staff Writer 


O rulings affecting labor-man- 


decision on how to count the chal- 
lenged ballots until the occasion 
arises. 

Under NLRB regulations, chal- 
lenged ballots are set aside by the 
NLRB agent conducting the elec- 
tion. If the balloting is so one-sided 
that the challenged ballots make no 
difference, the issue resolves itself. 

However, if the challenged bal- 
lots would make a difference the 
NLRB will then decide the condi- 
tions under which the vote of the 
striking workers and the replace- 
ments will be counted. The NLRB 
decision at that time could become 
a rule for future cases. 


ering members of the Machinists 
and Teamsters Union. 


Seventy-six association members 
closed their service facilities in 
support of seven other association 
members who were struck by the 
union, contending that “a strike 
against the seven dealers was a 
strike against the association.” The 
strike-lockout lasted 70 days. 

+. * = 


Strikers Get Voting Rights 


= NLRB policy decision was 
the first issued under the labor 
reform bill which gives economic 
strikers voting rights subject to 
board regulations. 


Under the Taft-Hartley Law, a 
worker in an economic strike 
who had been replaced could not 
vote in a subsequent NLRB elec- 
tion. 

Under the new regulations, if a 
striking employe is fired for cause 
during the strike he will not be 
able to vote. If he is replaced, ac- 
cording to NLRB regulations, he 
will have the right to vote, along 
with his replacement, by a chal- 
lenged ballot. 

The NLRB, however, reserved its 


Bailey-Powell 
Ruled Insolvent; 


Receiver Named 


SPARTANBURG, 8S. C.—Circuit 
Court Judge C. Bruce Littlejohn 
has signed an order declaring 
Bailey-Powell Motors (Lincoln- 
Continental), 149 Morgan Ave., in- 
solvent. 

. Howard B. Carlisle jr. was named 
receiver. 

Bailey-Powell closed its doors 
early in November after a local 
business firm went before the court 
seeking payment from the motor 
company of $3,300. 

In his court order, Judge Little- 
john declared that “there appear to 
be some 133 unpaid creditors, some 
of which are very substantial in 
amount.” 

The order set forth that Commer- 
cial Credit Corp. was a party-plain- 
tiff to the action at its request, 
noting that the firm had requested 
that a receiver be appointed for 
Bailey-Powell Motors. 

Judge Littlejohn’s decree directed 
Bailey-Powell’s officers and em- 
ployes to turn over to the receiver 
all assets of the corporation. 

CCC recently began legal action 
in Spartanburg and Cherokee 
Counties to take 399 cars from 
Bailey-Powell and a Cherokee 
County man, Tone Herman. 

In its legal proceedings, CCC con- 
tends that it owns the 99 cars, 
which its counsel valued at $120,000. 


New Home for CIT Unit. 

JEFFERSON CITY, Mo. — Uni- 
versal CIT Credit Corp. has moved 
into a new building at 717 Jeffer- 
son, Bill Garrison is district man- 
ager. 


The Supreme Court ruling re- 
jected a plea for a 
sweeping  decla- 
ration that an em- 
ployer has just as 
much right to lock 
out employes after 


Instead, the court left standing a 
ockout case must be decided on its 


NLRB action involved a policy 
decision on the voting rights of 
economic strikers under the new 
labor reform act, An economic 
strike is one called to force 
changes in wages, hours, or 
working conditions. 

The effect of the Supreme Court 























WASHINGTON. — The Federal 
Reserve Board announced revision 
of its figures on auto debt and 
other forms of consumer credit 
when the board released figures 
covering changes in the credit pic- 
ture during October. 


The figures in the October re- 
port and those that will follow 
are not com with those 
previously published for past 
months, 

The new series showed $16,659 
million in auto credit outstanding 
on Oct. 31, a gain of $189 million 

during the month and an increase 
of $2,405 million in the last year. 


Auto loans granted in October 
totalled $1,564 million, up from the 
$1,515 million in September and 
$1,189 million in October of last 
year. 

Auto debt repaid in October 
amounted to $1,375 million, up from 
the $1,333 million in September and 
$1,350 million in October, 1958. 


Of the auto credit outstanding 
on Oct, 31, commercial banks held 
$7,333 million, a gain of $87 mil- 
lion in October and $1,182 million 
in the last year. 

Finance companies held $7,406 
million, up $78 million in the month 
and an increase of $929 million in 
the last year. 

Other financial institutions held 
$1,327 million of the auto paper, a 
gain of $17 million during October 
and $196 million in the last 12 
months. 

Auto dealers held the remaining 
$593 million of the auto paper, up 
$7 million in October and $98 mil- 
lion in the last year. 

The revision in the credit figures 
represent an effort to make the es- 
timates more accurate. One of the 
facts indicated by the revision is 
that auto credit outstanding is 
greater than recent reports have 
indicated, 


The original report on auto cre- 
dit outstanding at the ¢énd of 
September put the total at $16,259 
million. The revision showed the 
Sept. 30 total at $16,470 million. 
The revision also showed that 


Generally, the NLRB forbids the 


The board, however, does per- 
to protect equipment from 


Quaker State Oil Refining Corp., 


The “no contract-no work” rea- 


NLRB had ruled that Quak- 
State’s partial lockout of its 
mlenton (Pa.) plants was an un- 


Lockouts are not a common 


One situation is when a lockout 
used to head off a threatened 


( 





lock out his em- 


te over renewal of contracts cov- 


»-|Dealers 


next March 24-27, at DeSoto Lakes, Fla. J. L. Wichert (holding display card), DeSoto 


and Bob Othling, Miami; Gar Woker, Atlanta area sales manager, and Frank Sawyer, 


Mary 
Pick Kelly, Kiefer 
And O’Donnell 
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Ad Deceit Ebbs, 
Cooper Declares 


NADA Drive Given 
Credit for Cleanup 


By Fred M. Lazell 
Staff Correspondent 

DES MOINES.—Walter B. Coop- 

er, Fort Collins, Colo., chairman of 
NADA’s advertis- 
ing ethics com- 
mittee, told 125 
members of the 
Iowa Automobile 
Assn. 
that he believes 
the committee’s 
efforts to stop bad 
auto advertising 
are having “good 
results.” 
Cooper, a Chev- 
rolet - Oldsmobile 
dealer, said deliberate misrepresen- 
tation in advertising is confined to 
a small minority of dealers, mostly 
in the larger metropolitan areas. 

“Good advertising is necessary 
for survival but we certainly do 
not have to resort to price cuts, 
discounts, giveaways and other 
junk used by a few misguided 
dealers,” he added. 

Cooper addressed the Iowa deal- 
er association’s directors from 99 
counties meeting to consider pro- 
posals for an association-backed 
used-car warranty program, 

Al Kahl, executive secretary, said 
the association hopes to announce 
an association-backed warranty 
program early in January. 

The dealers also made prelimin- 
ary plans for the association’s con- 
vention here March 28-30. 

“We of the national association 
believe the public has come to rec- 
ognize and now ceases to believe 
misleading and exaggerated auto- 
mobile advertising,’ Cooper said, 
“and that any continued use of it 
will shortly bankrupt the ‘fast- 
buck’ dealer who tries to gain an 
advantage with it.” 





Walter B. Cooper 


Statistics on Auto Credit 
Revised by Government 


auto dealers are a greater factor in 
the credit picture than previous re- 
ports showed. Auto dealers were 
reported to hold $489 million in 
auto paper on Sept. 30 but the re- 
vision showed this figure as $586 
million. 

The figures on auto credit from 
banks and finance companies show- 
ed relatively little change. Despite 
the increase in debt outstanding 
shown in the revision, other finan- 
cial institutions (chiefly credit 
unions) were shown holding slight- 
ly less auto paper than formerly 


reported. 
land Dealers 





BALTIMORE.—Charles B,. Kelly 


jr., a Baltimore Pontiac dealer, was 
elected president of the Automobile 


Trade Assn. of 
Maryland at the 
group’s annual 
meeting at the 
Sheraton - Belve- 
dere Hotel here. 

He has been a 
director of the 
association for 
several years and 
also is vice-presi- 
dent of Baltimore 
Automobile Show, 
Inc. 


O. B. Kelly dr, 


John G. Kiefer (Chevrolet) was 
elected vice-president of the associ- 
ation, and Thomas J. O’Donnell 


Pontiac) -was named secretary- 


treasurer. 


New board members include 


Bernard Sugrue (Ford), College 
Park; Joseph Penn (Plymouth), 
Baltimore, 
(Chevrolet), Baltimore County, 


and Charles Irish 


Howell Buys Leland 
HOWELL, Mich. — Howell Elec- 


tric Motors Co. has acquired Le- 
land Electric Co, Dayton, O, 
formerly a division of American 
Machine & Foundry. 
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Despite Arrival of New Compacts eo 


Mediums Bolster Share of Market 


(Continued from Page 1) 
fication had failed to improve on 
its previous month’s market 
share. It was the biggest month- 
to-month setback for miscel- 
laneous makes since December, 


1958, 
Month-to-month gains in October 
* * * 





Sales Score 
For October 


New-car registrations for Octo- 


1959 1958 
Pos. Make Pos. 
1—127,880 69,954— 2 
2—120,311 Ford 72,472— 1 
3— 39,172 Pontiac 13,705— 7 
4— 37,509 Oldsmobile 17,794— 6 
5— 32,327 Plymouth 30,748— 3 
6— 28,089 Rambler 19,066— 5 
I— 24,388 Buick 19,264— 4 
8— 17,079 Dodge 12,309— 8 
9— 14,398 Mercury 9,529— 9 
10— 13,525 Cadillac 6,120—10 
1l— 11,017 Studebaker 2,596—13 
12— 5,286 Chrysler 3,823—11 
13— 3,252 DeSoto 3,542—12 
14— 2,999 Edsel 1,889—14 
15— 2,190 Imperial 843—16 
16— 2,146 1,553—15 
52,114 Misc. 39,235 


533,682 324,942 
Further details on Page 14. 





Autolite to Give 
NASCAR Prizes, 
Aid for Drivers 


DAYTONA BEACH, Fla. — 
NASCAR and Electric Autolite Co. 
have signed a three-year contract 
designed to encourage and give fi- 
nancial help to drivers in NASCAR 
events, according to Bill France, 
president of NASCAR and the Day- 
tona International Speedway, and 
Robert Davies, Autolite president. 

They said Autolite will post 
$17,500 prize money in NASCAR's 
late-model feature races during 
1960; offer expense money to help 
track champions race in the 250- 
mile national sportsman and modi- 
fied race Feb. 13 and will present 
trophies to all sportsman and modi- 
fied champions at NASCAR tracks 
during 1960. 

The expense portion of the Auto- 
lite program will be effective im- 
mediately, France and Davies said. 
This includes 15 cents a mile, paid 
by Autolite, for round trips of 
NASCAR track champions in both 
divisions from their homes to Day- 
tona Beach, plus $100 cash for liv- 


ing expenses. 

Prize money at Daytona Interna- 
tional offered by Autolite will in- 
clude $1,000 for the compact-car 
race Jan. 31; $1,000 for the $25,000 
sportsman-modified race Feb, 13, 
and $1,500 for the 500-mile NASCAR 
International Sweepstakes Feb. 14. 

This brings the total Daytona 
purses to a new record of $143,970 
for all events, France said. 


Lark First Entry 
In NASCAR Race 


DAYTONA BEACH, Fla. — A 
Studebaker Lark was the first car 
Officially entered for the NASCAR 
International compact-car races 
scheduded for Daytona Interna- 
tional Speedway Jan. 31. The 
events will be nationally televised 


William C, Riedel, Ft. Lauder- 
dale, Fla. will be driving the Lark, 


be held Saturday, Jan, 30, to de- 
termine starting positions for the 
Sunday races. 


Fire. Hits Chevy Outlet 
In Philadelphia Suburb 

PHILADELPHIA.—Four new 
autos and three in the shop were 
destroyed or damaged in a fire 
which swept Flohr Chevrolet in 
suburban Bryn Mawr. 

The flames forced 40 employes to 
flee, some of whom were able to 
drive the cars of 15 customers out 
of the shop. The dealership is 
owned by Richard Fiohr, Haver- 
ford, Pa. 























percentage points; Oldsmobile, 1.11; 
Pontiac, 0.96; Dodge, 0.78; Cadillac, 
0.52; Studebaker, 0.31; Imperial, 
0.19, and Lincoln, 0.03. 

Losses were ranked as follows: 
Rambler, 0.82 percentage points; 
Chevrolet, 0.73; Ford, 0.67; Plym- 
outh, 0.67; DeSoto, 0.12 (October 
was the worst month of the year 
for DeSoto); Edsel, 0.12; Chrysler, 
0.08, and Mercury, 0.02. 

* * * 
At THE corporate level, October 
was 1958’s poorest month for 
Ford Motor Co., which declined 
0.78 percentage points from the 


previous month. American Motors 


was off 0.82 points, but held above 
its previous low. 

General Motors market share 
increased 3.21 percentage points 
in October, to reach 45.43 percent 
of all sales, its best showing since 
February. 

S-P was up 0.31 and Chrysler 
Corp. moved ahead 0.10. 
* * a 
ON A year-to-date basis, biggest 
gains over the corresponding 
1958 period were Ford, up 2.37 per- 
centage points; Rambler, 2.10; Pon- 
tiac, 1.74; Studebaker, 1.26; and 
miscellaneous makes, 1.73. 

All other makes lost ground, as 
follows: Chevrolet, 2.74 percent- 
age points; Plymouth, 2.34; Buick, 
142; Dodge, 0.53; Mercury, 0.53; 
Oldsmobile, 0.37; Cadillac, 0.35; 
DeSoto, 0.35; Chrysler, 0.30; Lin- 
coln, 0.14; Edsel, 0.10, and Impe- 
rial, 0.03. 

At the corporate level, AMC gain- 
ed 2.10 percentage points; Ford 


Motorola Adds 


FM Car Radio 


To °60 Line 


CHICAGO. — Motorola, Inc., has 
introduced the first mass-produced, 
transistor-powered FM car radio, 
according to Edward R. Taylor, 
executive vice-president, Motorola 
consumer products division. 

Compact for under-the-dash in- 
stallation, the Motorola FM-900 has 
been engineered as a complete unit, 
including its own speaker, to oper- 
ate independently of or in addition 
to the car’s AM set. 

Powered by three transistors and 
seven tubes, the FM unit features 


a full 15 watts of peak power and 


reproduces the entire high-fidelity 
audio range from 50 to 15,000 cycles 
per second, Taylor said. 

The set can be used in any 12- 
volt domestic car built since 1955 
—or in any other 12-volt vehicle 
having a negative ground ignition 
system, according to Taylor. 

The FM set requires no special 
antenna; it uses a regular car an- 
tenna. If an antenna already is in- 
stalled for an existing AM set, the 
FM set can share this antenna. 

Motorola also introduced its line 
of 1960 car radios and Golden 


Beam antennas for most new and 
older cars. The 13 radios include 
universal and custom models, both 
manual and pushbutton, 

7 a 2 





Motorola's FM Model— 


Said to be America's first mass-pro- 
duced, transistor-powered FM car radio, 
the Motorola FM-900 is designed for un- 
der-the-dash installation.. It features its 
own speaker and operates independently 
of or in addition to the car's AM set. It 
can be readily removed from one car 
and installed in the next car the owner 


buys. 


were ranked as follows: Buick, 1.35 











Each Maker's Share... 


Motor, 1.60, and S-P, 1.26. Miscel- 
laneous makes were up 1.73. 


Pet. of Pet. of 
Newberg Predicts oer. SEPT. 
ecosovecessocsesests 24.69 


23.22 


. e 
Big First Half —Ese_ | Fora... 

CHICAGO.—"There is every rea- 
son to expect the auto business to 
be excellent during the first six 
months of 1960,” W. C. Newberg, 
executive vice- 
president of 
Chrysler Corp. 
said last week. 

Speaking at a 
business outlook 
panel discussion 
sponsored by the 
First National 
Bank of. Chicago, 
Newberg said 


ste eeeeeseneeeseeeeerees 





that “hundreds of|}]| FORD MOTOR ....... 26.21 26.99 

, thousands of car|| CHRYS.. CORP. ...... 11.27 11.17 

W. C. Newberg sales that might|}| AMER. MOTORS .. 5.26 6.08 
have been made in the fourth quar-|} S-P ........ccccssesseeeeeneees 2.06 1.75 
ter of 1959 are being postponed|| MISC.  ..........ccccccesee 9.77 11.79 


because of shortages in stocks 
caused by the steel strike. 


TURNINGS ... 
Rootes Automatic Drive 


First of Kind for Imports 


By Joseph M. Callahan 


Engineering Editor 
— time next month the Rootes Group of England will 
introduce into this country one of the most significant 
engineering developments in recent years —the first fully 


small E until the synchromesh clutch be- 


. comes engaged. 
Called Easidrive, the new trans- ad sed 
mission was developed by Smiths 
Motor Accesso- 
ries, also of Eng- 
land, and adapted 
by Rootes to the 
Hillman Minx 
and the Singer 
Gazelle. It will 
cost the consum- 
er $199 extra. 
























Gear Engagement Automatic 


eescaaaaerr of all gears is 
fully automatic, with a manual 
control on the steering column for 
selecting forward or reverse drive 
or for engaging the second gear for 
braking the engine when desired. 


iron filings so that they couple 
the engine and drive shaft by 
“jelling” into more or less solid 
chunks of metal at the right in- 
stant. 

This “jelling” is controlled by the 
speed of the engine and the throt- 
tle opening. A control box near a 
front fender acts as the “brain,” 
feeding this information to a gov- 
ernor near the distributor which 
relays the data to the transmission. 

Smith and Rootes engineers re- 
portedly have tested Easidrive for 
hundreds of thousands of miles. 
They feel that it’s now quite fool- 
proof, although a buyer may have 
to replace the iron filings anytime 
after 50,000 miles, The filings will 
cost about $6, . 

+ 7 ” 


THOSE who have driven with the 

new transmission on a Hillman 

or a Singer report that it’s amaz- 
* oe 


pect Easidrive to 

J. M. Callahan have a consider- 
able impact on the U. S. import 
market, because for the first time a 
U. S. buyer will be able to buy a 
car with the traditional European 
low initial cost and low operating 
costs plus the ease of driving that 
comes with an automatic transmis- 
sion. 

Probably the most significant fea- 
ture of this transmission is that, 
unlike the fluid couplings and 
torque converters on U. S. cars, 
there is no slippage or power loss 
in the transmission. Thus, it’s just 
as efficient as a standard stick 
transmission. ° 

+. + * 
F COURSE, this is the vitally 
needed key to building an auto- 
matic transmission for small cars 
with 40 to 60 horsepower, since 
they can’t tolerate the 10 to 25 
horsepower loss that comes with 

most other automatics. 

Employing a completely new 
transmission principle, the Smith- 
Rootes electromagnetic transmis- 
sion essentially consists of two 
automatic clutches which engage 
when iron filings are magnetized 
electrically, converting the filings 
into a firm piece of metal. 

Thus, the engine is coupled to 
the drive shaft just as solidly as 
it is in a standard transmis- 
sion, explaining the lack of slip- 
page and power loss. 

The rear clutch is switched on 
for first and second gears, A free- 
wheeling device is incorporated so 
that this clutch remaing in mesh 
when the forward clutch is switch- 
ed on for third gear. 

Second gear is a synchromesh 
gear engaged by an electromagnet. 
Upward changes from first to sec- 
ond during acceleration are per- 


New Car Sales Analysis 
By Month and Year to Date 





* Miscellaneous figures for 1958 include Metropolitan and Packard; also imports, 














Pet. Pt. Pet. of Pet. of 

Change Regis., Regis., Pct. Pt, 
During 10Mos., 10 Mos., Change, 
Month 1959 1958 ‘59 vs. 
— .73 24.64 27.38 —2.74 
















43.87 —3.14 









— 18 27.36 25.76 +1.60 
+ .10 10.90 14.45 —3.55 
— 82 5.85 3.75 +2.10 
+ 31 2.13 87 + 1.26 
—2.02 9.89 8.16 +173 







ingly smooth—as smooth as a U.§ 
hydraulic transmission. Above the 
steering-column selector lever ig a 
small panel indicating whether the 
transmission is in Drive, Drive One, 
Neutral or Reverse. 

Unlike most automatic trans- 
missions, there is no Park posi- 
tion and the transmission cannot 
be locked when at rest. It’s also 
important that the car be stopped 
completely before switching from 
Drive to Reverse, making it im- 
possible to rock the car when 
stuck in mud or snow. 

Among the other advantages ar 
absolutely no “creep” when the car 
is standing still and the fact that 
this transmission is only slightly 
heavier than a standard transmis’ 
sion. Also, there’s no heat buildup 
and no need of a transmission cool 
ing system, 

An interesting safety feature isa 
special plug near the steering co 
umn under the hood which, when 
removed and plugged in upside 
down, bypasses the electrical cur 
rent around the control box, gov- 
ernor, solenoid and generator, per- 
mitting the transmission to be 
operated directly from the battery 
in an emergency. 

In this situation, third gear can 
be engaged by selecting Drive Two 
and first gear can be eugaged by 
selecting Drive, 

* + * 


Smith Motor Accessories, which 
produces the transmission at its 
new plant in Oxfordshire, England, 
first publicly demonstrated it at the 
Geneva Motor Show last March on 
a Ford Consul, a Singer Gazelle 
and a Wolseley. 

One thing is certain. The Rootes 
cars with their transmission will 
be for sale in this country some §7@ 
time before the long-delayed DAF, #™@P 
the belt-driven device from Holland 
that so many people predicted 
would first accomplish this feat, 

* * * 
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Rootes-Smith Automatic Transmission— 
Two views of the Rootes-Smith automatic transmission that will soon be introd: 


mitted when the third-gear clutch here on the Hillman and the Singer. Power is transferred smoothly by “free 


momentarily engages the engine! iron filings in the powder gap. 
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Week 
Ended Same 











Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 


dan. 1 
To 


Week 
Ended Output, 








Dec. 12, Week, Dee. 5, December, Dec. 13, Dec. 12, 
1959 1958* 1959* ToDate 1958** 1959 
MERICAN MOTORS 
SUNOGIP -sccisiscoesesecssceseee 10,200 6,362 10,095 18,634 201,737 379,555 
PHRYSLER CORP. .... 2,450 5,519 4,724 5,044 560,867 681,865 
IP YMNNN siscsevccstecscctioincs  stecsesees 401 1,193 742 47,552 64,388 
OID sit <hlataintibintavabitip, ndinieius 205 445 262 35,130 39,662 
RUINED \-<quesieectversedsorveveesens . Weorsouens 597 959 566 109,588 174,054 
IE der cctpsssrseccencee 450 Se. seni 450 12,589 19,242 
Plymouth Total .......... 2,000 3,847 2,127 3,024 356,008 384,519 
Plymouth 2,127 1,024 356,008 373,756 
SOc ietieinkaviviqssce: EE. puuenele. ... seventies ED. | ntitanteions 10,763 
FORD MOTOR 37,862 70,190 1,129,318 1,648,772 
SE ro ee, a ee ee 22,422 29,677 
Ford Division ............ 35,025 33,370 34,018 62,200 965,585 1,444,096 
POUND  Giniciniatinvcdeninscers eee sina ee >) Se bole 79,455 
Ford (Standard) 24,225 31,888 22,909 42,254 915,334 1,292,721 
Thunderbird ............ 1,800 1,482 1,832 3,325 650,251 71,920 
SE ti csteonpisbicounics 945 882 929 1,712 24,029 28,360 
CO EEE 3,900 5,394 2,915 6,278 117,282 146,639 
GENERAL MOTORS .. 30,178 81,109 _.......... 30,178 1,995,520 2,372,555 
SII ‘siatats Shisdigrcdiesecseteeoseee oe, 3,917 235,464 213,118 
I an iscumnnpdiicborkinsesnec 2,950 Ce. teavels 2,950 116,947 129,601 
Chevrolet Division .... 14,400 45,305 .......... 14,400 1,156,412 1,323.460 
TEE, sdesecepsécncncezepees nD” Windle, aanasetibe  ._. .Siiatones 60,812 
Chevrolet (Stand.).. 10,600 45,305 .......... 10,600 1,156,412 1,262,648 
Oldsmobile _.................. 4,268 11,057 .......... 4,268 287,288 341,460 
EERE SE 4,643 Se >. -sermcree 4,643 199,409 364,916 
&P CORP. 
Studebaker .................. 3,320 3,321 2,605 5,880 48,352 145,926 
Total Cars, U. S.** .... 86,018 137,882 55,286 129,926 3,937,539 5,228,673 





*Revised. 


Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


























Week Week Jan. 1 dan. 1 
° Ended Same Ended Output, To To 
Dee. 12, Week, Dec. 5, December, Dec. 13, Dee. 12, 
1959 1958* 1959* ToDate  1958* 1959 
CHEVROLET ................. 1,600 1,600 257,981 306,844 
DIAMOND T .................. 50 160 52 91 5,565 5,210 
dake nigutvedeatiedalidians 80 719 92 157 2,693 3,371 
Ub ataldanintdniasttce 900 1,824 sine 900 55,231 67,454 
iddccatitncibundinadlins 6,100 6,406 5,947 10,845 230,285 316,614 
silbine < dpieuns 1,604 215 168 57,770 172,481 
sides 2,364 sdnae 2,431 4,419 79,604 137,245 
evnliseataededecscesaes 305 290 294 572 13,440 16,421 
itetuaied aaa 337 fake pilliaiand 9,621 10,695 
410 422 428 730 16,523 18,972 
2,697 1,860 1,418 85,871 108,596 
70 vir 72 119 4,257 4,170 
Total Trucks, U. S, .... 11,879 22,859 11,391 21,069 818,841 1,068,073 
Total Cars, Trucks, 
Sat cepetetiiiiiaeninnanen 97,897 160,741 66,677 150,995 4,756,380 6,296,746 
Total Cars, Trucks, 
eisinbeiinneses 4,975 9,680 3,532 7,766 334,811 347,828 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....102,872 170,421 170,209 158,761 5,091,191 6,644,574 
"Revised 


Miscellaneous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 
“Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 


Mack totals. 


All U. S. totals include cars and trucks for military orders. 


Week’s Total To 


86,000 ... 





Output Gains 55 Pet.; 


»: |Rambler, Falcon Hum 


(Continued from Page 1) 


Plymouth and includes it in Plym- 
outh’s production totals. 

A slow return to norma] output 
at Plymouth coupled with continu- 
ed overtime operations at Ram- 





down, upped its output from 2,605 
to 3,320 units, 
* * * 
As’ THE car makers were just 
beginning to recover from steel 


bler, however, could push the AMC! shortages, the truck industry was 
unit into third place in the final] hit again by shutdown of assembly 


standings. 


operations at GMC and Willys, In 


If that is accomplished, it would) addition, Studebaker is still out of 
mean a three-position jump over| production, having not made its 
1958, and mark the first time that first 1960-model truck as yet. 


a “compact” has finished that high 
in the standings. Rambler output 
this year already has surpassed 
its alltime 12-month high of 217,332 
assemblies in 1958, 
od * ad 
Tas biggest factor in the up- 
swing in U. S. car output last 
week was the return of GM to the 
production scene. 

Chevrolet’s “big car” plants led 
corporation outpus with an esti- 
mated 10,600 cars, while its Cor- 
vair lines at Willow Run turned 
out an estimated 3,300 units. 

In its medium-price lines, Buick 
turned out 3,917 units; Oldsmobile, 
4,268, and Pontiac, 4,643 cars. Cadil- 
lac, hit its pre-strike average of 
672 cars daily, turned out 2,950 cars 
in the 4% days it worked last week. 

All GM divisions will be on full- 
week schedules this week as the 
remaining Chevrolet plants swing 
into action. 

* a + 

HRYSLER CORP. resumed out- 
put operations at its Valiant 
plant in Hamtramck, Mich., and 
Imperial unit in Detroit last week, 
and will have the remainder of its 
divisions turning out cars by next 

Monday (Dec. 21). \ 

Both Imperial and Valiant 
began assembly operations 
Wednesday, with Imperial get- 
ting 450 assemblies for the week 
and Valiant, 2,000, 

All other corporation units — 
Plymouth, Dodge, DeSoto and 
Chrysler in Detroit; Plymouth- 
Dodge at Newark, Del.; Plym- 
outh-Dodge at St. Louis, and 
Plymouth-D od ge-Chrysler in Los 
Angeles—were silent last week. 

Plymouth and Dodge resume 
output in Detroit today (Dec. 14); 
Chrysler and DeSoto in Detroit, and 
the Newark and St. Louis plants 
return to work Wednesday (Dec. 
16), and the Los Angeles assembly 
plant is scheduled to recall its em- 
ployes next Monday (Dec. 21). 

Studebaker, back on a five-day 
schedule last week after having 
worked only four days a week ear- 
lier due to an assembly line break- 





Is Press Too Nice to Imports? 


CLEVELAND.—Have U. S. news- 
papers devoted too much space to 
imported cars? And have they told 

whole story about the advan- 
tages and disadvantages of the im- 
Ports in relation to domestic autos? 

Harry Linge, Cleveland Plain 
Dealer automotive editor, and 
8. J. Lee, president, Lee Fleet 
Management, Inc., have been bat- 
ting the subject around in print 
and by letter. 

Linge started the debate with a 
column that declared: “When the 
foreign-car invasion began in earn- 
ist a few years ago, the American 
automobile industry and others as- 
Sociated with it took the attitude 
that the doodlebugs would go away 
if they were properly ignored .. . 

“Among those who seemed to 
have fallen for the ridiculous theory 
Was a Cleveland businessman, 
Closely associated with the automo- 
bile industry . . .” 

Lee was the “Cleveland business- 
Man” referred to. According to 

e, he wrote in one of his 
Monthly newsletters that “the 
American automobile industry has 
often complained that the foreign- 
car boom was largely brought on 

newspaper columnists and auto- 
Motive editors.” 

Linge quoted Lee as writing 
that “a survey by the Luce Press 
‘Clipping Bureau seems to con- 
firm that foreign cars were the 
Tecipients of much more pub- 


licity and free advertising than 
was warranted by their penetra- 
tion of the market or by their 
advertising budgets.” 

Linge said he never had heard 
the complaint, and he concluded 
that the inference is “that news- 
papers should print news only 
about best sellers and/or biggest 
advertisers.” 

Lee answered Linge in a three- 
page, single-spaced letter. He con- 
tended that newspapers have not 
told the whole story about the im- 
ported car. 

“Rarely,” Lee wrote, “does one 
see any indication that foreign 
cars do not hold up too well, that 
it is difficult to get parts or service 
or that there is anything about the 
foreign car that is not perfect. 

“Reading the papers, one gets 
the impression that the American 
car is just a pile of junk while the 
foreign car has all the virtues ever 
built into a car.” 

Lee said his newsletter did not 


New Ford Director 


BUFFALO.—J. C. Stephens has 
been elected by the Ford dealer 
members to serve as their Buffalo 
Automobile Dealers Assn. director. 
He fills the unexpired term of Law- 
rence E. Read, resigned, who had 
represented the Ford dealers since 
1949 and served as association 
president in 1951. Press of business 
prompted Read’s resignation. 





intend to imply that the amount of 
publicity a product gets should be 
related to the amount of advertis- 
ing the manufacturer places. 

He said he was “trying to ex- 
plain to fleet managers why there 
was so much noise about for- 
eign cars when every fleet man- 
ager’s experience had shown that 
foreign cars, for the most part, 
simply did not measure up to the 
American product and actually 
were not competition for Ameri- 
can cars.” 

Lee continued: “When it comes 
to operating passenger cars 20,000 
to 40,000 miles a year, fleet man- 
agers everywhere will pick the 
American car—the regular Chev- 
rolet, Ford or Plymouth that has 
proved over the years that it has 
the built-in durability, roadability 
and economy that is needed in sales 
and commercial work. 

“One would look far and wide 
to. get this information in the 
American press, but to no avail, 
—the American press has gone 
overboard on foreign and now on 
compact cars.” 

He concluded: “I think there is 
no question but that the American 
press has been somewhat too good 
to foreign-car manufacturers and, 
perhaps, somewhat too critical of 
the American automobile industry 
on which millions of Americans de- 
pend for a livelihood.” 


Chevrolet and Dodge returned 
to the commercial-car produc- 
tion scene last week, but only 
on a limited scale as industry- 
output rose from 11,391 to 11,879 
units. It compared with the 22,859 
units turned out during the week 
ended Dec. 12 a year ago. 

GMC will begin production of 


od * * 


Dodge Truck Lines Hum Again— 


light and medium trucks today 
(Dec, 14), but Willys will not re- 
sume assembly operations until 
Dec, 21. 

oe fe * 


N CANADA, car output got a 

boost last week as GM resumed 
production, 

The industry, with only Chrys- 
ler Corp. still down due to steel 
shortages, produced an estimated 
4,975 vehicles last week, compar- 
ed with 3,532 cars and trucks a 
week earlier, when both GM and 
Chrysler were down the entire 
week, Last week’s output also 
compared with the 9,680 vehicles 
turned out during the week 
ended Dec, 12 a year ago. 

A breakdown of Canadian opera- 
tions showed 4,360 cars and 615 
trucks last week, compared with 
2,772 cars and 750 trucks a week 
earlier. 

GM, which resumed production 
last Wednesday, expects to have all 
lines in near-normal] operations by 
today (Dec, 14), but Chrysler does 
not plan to return to operation 
until late this week, a spokesman 
said. 

* * * 












The first Dodge truck rolls off the assembly lines since a steel shortage forced the 


company to suspend truck production Oct. 30, idling 2,200 workers. 


Despite the 


shutdown, Dodge truck production in 1959 is said to be 28.7 percent higher than 
a@ year ago. Dodge resumed truck production last Wednesday (Dec. 9). 


FTC Aide Rules 3 Oil Firms 
Illegally Coerced Dealers 


WASHINGTON.—Three major 
oil producers have unlawfully co- 
erced their dealers to buy tires, bat- 
teries, accessories and supplies they 
sponsor in return for commissions 
from the sellers, a Federal Trade 
Commission hearing examiner has 
ruled. 

He also said the firms—Texas 
Co., Atlantic Refining Co. and 

Shell Oil Co.—unlawfully forced 
the same dealers to discontinue 
buying products not sponsored by 
the oil firms. 

Earl J. Kolb, the examiner, held 
that this coercion tends to lessen 
competition in the sale of these 
products and issued separate or- 
ders which would require the three 
firms to discontinue the practices. 

At the same time, FTC charges 

were dismissed against three TBA 
distributors, each of which was 
cited jointly in the 1956 complaints 
with one oi] company. They are: 

B. F. Goodrich Co. (with Texas), 
Firestone Tire & Rubber Co. 

(with Shell), and Goodyear Tire 


AC Sales Reach 
November High 


FLINT.—AC Spark Plug division 
replacement sales during Novem- 
ber were at an alltime high for 
that month, Joseph A. Anderson, 
general manager, reports, 

Anderson said November sales 
showed a 39 percent increase over 
November of 1958, with spark plug 
sales up 59 percent, oi] filters up 
10 percent and fuel pump sales 6 
percent more than last year. 

He noted that November ‘was the 
seventh consecutive record sales 
month for AC, 


& Rubber Co. and its wholly own- 
ed subsidiary, Goodyear Tire & 
Rubber Co., Inc. (with Atlantic). 

Kolb said there was no evidence 
that the distributors participated in 
the “coercive practices” and their 
payments to the oil firms were 
“based upon substantial services 
rendered” in promoting their prod- 
ucts. 

He pointed out that these are not 
final decisions of the FTC, and may 
be appealed, stayed or docketed for 
review. 

Kolb said similar sales-commis- 
sion contracts were entered into by 
Texas and Firestone, Shell and 
Goodyear, and Atlantic and Fire- 
stone. r 

He added that under the con- 
tracts, the oil firms were paid 
either a 7% or 10 percent com- 
mission. In return, he continued, 
they performed these services for 
sponsored sellers: 

Recommended the seller’s TBA 
products to their dealers, held 
dealer meetings and provided train- 
ing courses for dealers (sometimes 
in active participation with the 
seller), participated in sellers’ pro- 
motion, and made TBA products 
available to credit-card holders 
without carrying charge, including 
merchandise sold on deferred pay- 
ment. 

Kolb said most of the 35 former 
Texas, Shell and Atlantic dealers 
called as FTC witnesses told of 
various forms of coercion used by 
the companies’ salesmen to induce 
them to buy sponsored TBA items. 


The oil firms produced 220 deal- 
ers and ex-dealer witnesses, Kolb 
added, most of whom testified they 
displayed or sold nonsponsored 
items without objection or com- 
plaint by the companies. 






HELP WANTED 


Earn $15,000 or More! 
Key Territories Open 
si, do, @re a top salesman now earning 






Carports to car dealers, National advertisin 

and direct mail seer, No investment. 

car dealers already using. Agents will be 
inted in these key territories immedi- 


ly: 
California Cleveland New York 
Florida Philadelphia New England 
Indiana Nebraska Georgia 
Tennessee Louisiana Alabama 
Colorado Kentucky 


Airmail your sales See with refer- 
ences to Bob Childers, Childers Mfg. Co., 
P. ©. Box 7467, Houston 8, Texas. We will 
send you complete information immediately 
with names of recently appointed agents who 
are already proving what can be earned by 
men who can qualify, Our references: First 
City National, Houston; Dun & Bradstreet 
rating B+-1. 








OPEN OPPORTUNITY’—If you are a 
qualified truck salesman-specialist, or an 
assistant truck sales manager, or a 
truck sales manager with limited oppor- 
tunities, then you should be interested 
in talking to this super duty franchised 
Ford store about closing this opportun- 
ity. We are located in the midwest in a 
trade area of 125,000 immediate popula- 
tion and 80,000 population city limits. 
r There is large truck ownership in our 
. area, therefore, there is a tremendous 
opportunity for someone who is qual- 

. We are a six-year-old organization 

with still rather unlimited opportunity 

e for the right person, Please write Box 

1012, c/o Automotive News, Detroit 7. 


+, SALES MANAGER wanted for Pontiac 
a dealer established twenty-five years. 
Only requirements are ability to super- 
vise new car salesmen and _ increase 
new car sales. No detail or administra- 
tive work. Salary, plus per car bonus 
and percentage of profits. All inquiries 
confidential. Write or phone collect: 
R. W. Hughey, Ralph Pontiac, Inc., 626 
West Main S8t., Rochester, New York. 
Phone: BEverly 5-3635. 


GENERAL MANAGER to buy controlling 
interest midwest GM franchises handling 
four active lines, or would sell small 
corporation structure entirely. Good po- 
tential in manufacturing community of 
10,000; also good farming area, Box 
1004, c/o Automotive News, Detroit 7. 


DISTRICT SERVICE REPRESENTATIVE 
for import distributor, Must be aggres- 
sive type service representative with 
proven record of experience and ability. 
Must be willing to work hard and long 
hours, and willing to relocate, Extensive 
travel involved, Good salary, expenses 
and car. Send resume and late photo to 
Box 1005, c/o Automotive News, Detroit 


WANT TO MAKE additional $50 weekly? 
Sideline men to sell new idea, used car 
promotion, Sells for less than $20, Write 
and tell us what you are doing, Box 
1006, c/o Automotive News, Detroit 7. 


SALESMEN—D ue to increased business 

and company expansion, two alert, intel- 

§ ligent men who can sell are required 
i at once by the largest authorized import- 
} ed car dealer in the Pittsburgh, Penn- 
? 
' 


= = oe 


Seeenteensiencienaiieediaeeniineialih tc aa in ae cm EE 


7. sylvania area. Only persons seeking a 
7 permanent position with good chance for 
advancement will be considered. Our 
salesmen know of this ad, Supply full 
E details by replying to Box 992, c/o Auto- 
, motive News, Detroit 7, 
SALESMEN — O14d established Chevrolet 
dealer, central Florida, 750 new, 1,000 
cars yearly volume. Must have 
ie automobile sales experience. Age 25-45. 
Apply Box 1010, c/o Automotive News, 
Detroit 7. 
Ee WANTED: A-1 Mechanic qualified tc han- 
{ dle all phases of Bear Alignment and 
frame work. Weaver Auto Parts, Se- 
bring, Florida. 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 





To" 


EES BRIS PITT, BT 


Automotive News can help you 


Ee ee ae 


by bringing your wants to the 
attention of manufacturers. 

An advertisement in this sec- 
tion will do the trick at a nom- 


f 
Pe 





ie inal cost. 
| | AUTOMOTIVE NEWS 
‘3 Classified Want Ad Department 


if 


you can earn $15,000 or more the 
year as exclusive agent selling Childers 


















HELP WANTED 


ATTENTION! 


AUTOMOBILE SERVICE REPS. 
DEALERSHIP SERVICE MANAGERS 
SERVICE SCHOOL INSTRUCTORS 


Nation's. largest independent producer of vis- 
ual aids for the automotive industry has open- 
ing in Detroit for trainees. You will be train- 
ed to research and develop films covering 
the operation, maintenance and repair of 
automobile components. This is a chance for 
you to learn, grow, build a solid career as a 
writer-producer in an interesting field, All re- 
plies confidential. Box 1009, c/o Automotive 
News, Detroit 7. 





WANTED: MECHANIC, Excellent oppor- 
tunity for top notch man, Must have 
experience with sports and imported 
small cars. Pay commensurate with 
ability and experience, Send resume and 
references to: Stoddard Imported Cars, 
Inc., 38845 Mentor Ave., Willoughby, 
Ohio. WH 6-1040. 


SALESMEN capable selling intangibles to 
dealers. Wide travel, $15,000-$30,000 
commissions no pipe dream for workers. 
Annual repeats from 80% of clients 


builds permanent annuity for men of in- 
tegrity. Write fully or please don’t reply. 
Edward Fiske Co., 2 Depot Plaza, White 
Plains, New York. 





ACCOUNTANT— OFFICE MANAGER, Ten 
years’ experience General Motors—Motors 
Holding accounting, Capable of assuming 
all office responsibilities and well trained 
in Motors Holding operations. Well quali- 
fied and highly recommended, Desire 
Florida. Please reply Box 974, c/o Auto- 
motive News, Detroit 7. 


CAR LEASING MANAGER or representa- 
tive. More than nine years’ experience in 
all phases of car leasing operations. My 
additional dealership management back- 
ground increases my value to leasing 
company seeking top-notch direction or 
representation. Box 987, c/o Automotive 
News, Detroit 7. 


FIRED with experience, ability, enthusi- 
asm, dependability to develop superior 
and profitable performance for company 
able to utilize responsible management, 
wholesale and retail, College graduate, 
law education, married. Write Box 993, 
c/o Automotive News, Detroit 7. 


PRESENTLY EMPLOYED USED CAR 
MANAGER: Experienced in all phases 
of used car operation, desires same posi- 
tion with aggressive dealership. I am not 
interested in a razzle dazzle deal, but a 
hard working organization that needs a 
powerful closer and a manager not a 
yes man, Can furnish excellent references 
to prospective employer. I prefer only to 
be contacted by genuinely interested par- 
ties. Box 994, c/o Automotive News, 
Detroit 7. 


SALES MANAGER-GENERAL MAN- 
AGER, 12 years’ experience same deal- 
er, 600-700 new car operation, College 
background, accounting major, Christian 
character — can build loyal sales and 
profit organization, Familiar with latest 
sales training techniques and retail used 
car operation, Prefer southwest, Box 
1011, c/o Automotive News, Detroit 7, 


ACCOUNTANT -OFFICE MANAGER, age 
31, five years’ experience in GM and 
Motors Holding accounting, daily oper- 
ating control, Excellent references of 
ability and character, Box 1007, c/o 
Automotive News, Detroit 7. 


ACCOUNTANT — SENIOR: Business man- 
ager caliber, accustomed to fast opera- 
tion, Will relocate. Howard Berry, 18299 
Greenfield, Detroit 35. BR 3-6333. 





DISTRIBUTORS WANTED 


Distributor Wanted 





AUTOMOTIVE NEWS, DECEMBER 14, 1959 


POSITION WANTED 


SALES or GENERAL MANAGER—South- 
west or central—would consider other. 
Hire, train and supervise. Control vari- 
ables, work with Daily Operating Con- 
trol, emphasize sound business practices. 
Wide experience office, sales or supervi- 
sion, with last ten years volume Chevro- 
let dealership, Family man, age 44. 
Available January ist. Box 998, c/o Au- 
tomotive News, Detroit 7. 


43 YEARS OLD, happily married, Own 
and operate Ford-Mercury dealership, 
fourteen years, Annual volume average 
$500,000. Have buyer. Looking for em- 
ployment. Will send references and de- 
tailed information upon request. Box 999, 
c/o Automotive News, Detroit 7. 


SALES AMBASSADOR—Age 26, diploma- 
tically aggressive, quietly dynamic. Prov- 
en sales record with U. 8, distributor of 
imports, Experience includes entire proc- 
ess of establishing dealer network, close 
follow-up on the retail level, and real 
know-how in promotional techniques. 
Robert Breidenstein, 6140 Saunders St., 
Rego Park, L, I., New York, 


POSITION WANTED with dealer who sells | 
300-500 new cars annually and needs an} 
experienced, competent and eggrenstve | 
assistant. Age 46, married, college grad- 
uate, 15 years’ management experience. 
Box 995, c/o Automotive News, Detroit 
7. 


CARS, TRUCKS DELIVERED. Anywhere. 
Rubbish, ambulance, etc. Tow-bar, 3- 
way, Carls, 6381 Ellsworth, Detroit. 
UNiversity 2-4895, 


DEALERSHIPS AVAILABLE | 








PALM BEACH, 
FLORIDA OPPORTUNITY 


AUTOMOTIVE 


Successful Dealership 
Available Now 


REPLY BOX 982, c/o Automotive 
News, Detroit 7. 


MIDWEST FRANCHISES HANDLING GM, 
four active lines, plus good active used 
department; also profitable operation 
service and parts. This small corpora- 
tion for sale entirely, or would consider 
selling controlling interest to good, fast 
operating manager, A good potential in 
this manufacturing community of 10,000 
—good farming rural area. Box 1008, 
c/o Automotive News, Detroit 7. 





TEXAS—Olds, Cadillac, Rambler, small 
well located dealership, annual sales over 
$1,000,000. Over 200 new units retailed, 
all used units wholesaled, Approximately 
$40,000. Factory approval of buyer re- 
quired, Box 967, c/o Automotive News, 
Detroit 7, 





Handling 
MERCURY-LINCOLN 
ENGLISH FORD 


Large single dealership city—northern In- 
diana. 600 new car sales potential. High 
owner count. One-quarter million trade 
area. Facilities available — equipment, 
parts, etc., very reasonable. Reply Box 
1013, c/o Automotive News, Detroit 7. 





OUTSTANDING DEALERSHIP handling 
Ford-Mercury, established 1937, One of 
the 78 Ford dealerships in the nation 
to be awarded the Ford 10-year 4-letter 
award. Located 300 miles from Denver in 
a midwest county seat college town, 
with vast trade area. Selling approxi- 
mately 150 new units and featuring ex~ 
cellent service absorption, Building and 
facilities can be leased. Owner would 
consider selling % interest or more to 
alert, aggressive general manager inter- 
ested in purchasing balance of business 
from profits. Box 996, c/o Automotive 
News, Detroit 7. 





DEALERSHIP HANDLING DODGE, Dart, 
Dodge Trucks and Simca, Willys and 
Renault available if desired, Buy-in or 
buy-out for right party, Around $23,000. 
Good Arkansas town of 30,000. Change 





DEALERSHIPS AVAILABLE 


SKODA 


Europe’s 
Beauty Winner 
Now Here 
To Win Profits 
For You 


Featuring 
World's Finest 
Convertible 


Chosen as World's Most 
Beautiful Car, Wiesbaden, 
Germany—Sept., 1959 


% 4-Cylinder Engine 

%* 40.36 Miles Per Gallon 

%* Twin Carburetors 

% 4-Speed Gear-Box 

% Cruises at 80 Miles Per Hour 
% Swing Rear Axle 

% Coil Spring Suspension 


% Extra Accessories 
at No Extra Cost 


GOING LIKE ‘60 


Franchises Available 


Illinois, Wisconsin, Ohio, 
lowa, Michigan, Indiana, 
Minnesota, Missouri 


MARTIN J. KELLY, INC. 


DIRECT IMPORTERS 
441 EAST OHIO STREET 
CHICAGO 11, ILLINOIS 
MOHAWK 4-1200 





DEALERSHIP HANDLING FORD-MER- 


CURY,. Small, progressive northern Iili- 
nois town, doing over $220,000 annual 
business. $40,000 buys parts stock, com- 
plete shop equipment and equity in 
building. Box 1015, c/o Automotive 
News, Detroit 7. 


WE HAVE AN OPENING— 


OUR PRESENT 
DISTRIBUTOR IS RETIRING 


in the State 
line of 
op- 
invest 


We have an opening 


of Kentucky for a special 


custom built vehicles. Excellent 
portunity for right party to 
in very nice profit return. 


Write to Box 1014, 


c/o Automotive News, Detroit 7 


OLD DEALERSHIP HANDLING BUICK, 
Opel, Rambler and GMC trucks in north 
central part New York State. 100 car po- 
tential. Must qualify with franchise hold- 
ers. Will sell or lease building new in 
1945; size 60’x120’ with 35’x35’ building 
attached. Owner has ill health. Box 1000, 
c/o Automotive News, Detroit 7, 


DEALERSHIP HANDLING CHRYSLER, 
Imperial, Plymouth and Valiant, fast 
growing Gulf Coast area, 200 to 300 car 
potential, only Chrysler Corp, dealer in 
town, Customer parts and service ten to 
twelve thousand per month, Owner has 
other interests. Furniture, fixtures and 
equipment $10,000 cash, parts at inven- 
tory. Reply Box 1001, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS WANTED 



















Olds-Cadillac 
Dual 


Use 





sal 
nr 
1 am looking for a profitable 300 to ly 
unit deal. Have cash and can secure im 
tory approval. Am a dealer now with : 
buyer waiting, so don't worry, your 
and my answer must be confidential. 
1003, c/o Automotive News, Detroit 7, DE 
Cc 
HAVE CASH—WILL BUY—Small 
England Ford or Mercury deal. § F 


Massachusetts prefe 


fixtures, 
If you are proud and will sell only 


cars. 

















‘“‘right man,’’ now is the time, 
in strict confidence, Box 


the 
replies 


WANTED GM DEALERSHIP within 
miles New York City, All information 
strictest confidence, A, Hammond, 
Riverside Dr., New York 24, N. Y, 


BUSINESS OPPORTUNITIES 





«| Hel 
MO 


“Exclusive Profitable 
Distributorship" 


“In the Foreign Car 
Replacement Market" 


Attractive Franchise available from exdy 
sive importer of original equipment 
from European manufacturers. Adv 
material, instructions and assistance fw. 
nished with Franchise. Several choice 
areas available in the U. S. A. For 
information, write Box AN-8, c/o Autom 
tive News, Detroit 7. 


FOR LEASE with option to buy: Goi 
going business in Holland, Michigan 
Building and equipment with modern sik 
room apartment, Automatic transmis 
sion, general repairs; with gas pumps 
Real opportunity, Ferndt’s Auto Service, 
344 West 16th Street, Holland, Michigan, 


Available 












Building and property in Key West will 
be available Feb. Ist, 1960. Suitable 
for auto agency, lumber and hardwe 
repair garage, wholesale and ware 
house. 


ARTHUR MULBERG 


900 Johnson St. Key West, Fic 
CYpress 6-5073 















USED CAR BUSINESS within 45 minutes 
of San Francisco. Same location, same 


cellent recourse and non-recourse finant 
ing available, Merchandise easily ob- 
tained, inventory average 42 cars, lot 
capacity 60. Over 300 cars sold in 198 
by owner and one salesman, Volume 
could be increased considerably, Gros 
sales in January 1959 over $25,000. 
Owner has new interest. $3,500 plus auto 
inventory, $200 per month rent—3 or 5 
year lease, Immediate possession, Paul 
Scott, 245 Daniels, Vallejo, California. 


DEALER SERVICES 
| 
HAVE CREW, WILL TRAVEL! 


Specially trained ALLIED men give you -:: 
@ Certified physical inventories of pats 
and equipment. 

Model year reports for obsolescent? 


) 

sories 
] 

and return parts plan. 
) 

) 

’ 


Bin space for new model parts. 
Reports for dealer terminations. 


Certified reports for tax, insurance on ff) 
bank. ) 
The Service That Counts 


ALLIED INVENTORY CO., INC. 


7508 So. Cornell Ave. Chicago 49, Iilindl 
TEL.—NOrmal 7-0065 











1960 Auto Costs! 


Discover how much your competitors’ ¢ 
really cost, The book, ‘AUTO COSTS," give ; 
you the factory invoice prices of all | 
American cars, 25 foreign cars, 4 Ameri 
trucks, and all their equipment. Used 
dealers and banks nationwide. Order 
'60 edition today for only $!0—three 
subscription $18 (including all supplement 


AUTO COSTS, Box 224, Dept. 6, New York 
N. Y. 








— 





WILL BUY CHEVROLET OR FORD deal- 
ership, Florida or Gulf Coast, Prefer 
200 car potential—up. No blue sky, Box 
1002, c/o Automotive News, Detroit 7. 


WANTED: General Motors, Ford or Ram- 
bler agency in Midwest, Will lease or 
buy facilities. Pay your price. All cash. 
Factory approval assured. Box 979, c/o 
Automotive News, Detroit 7. 

FORD OR CHEVROLET preferred. Like 
Ohio, Indiana. Properly financed—w e 11 
experienced. Ted Race, 32190 Bellbine 
Trail, Birmingham, Michigan, 


necessary due to wife’s health, Box 997, 
c/o Automotive News, Detroit 7. 


{ 


Exclusive Franchise for America's Fastest Growing Lawn & Garden Tractor, Mer- 
chandising designed to fit the automotive pattern of operation. Nationally 





EVERY ; 
DEALER-SALESMAN NEEDS | 


These two important books on auto 
sales. Authored by the late John O. 
former dealer-columnist for Auto 


IMPORTS—FLOOR PLAN 
Competition Cars—High-Profit' Used Sport 
Cars. We consider floor planning for exclu- 
sive dealers, Guaranteed factory overhaul. 
Maserati, Ferrari, Alfa, classics, etc, If we 
haven't got it in stock, we can get it for you. 
Also can supply new, custom-made Italian 
competition or sports bodies for any make, 
dealer installation. Set up your own business. 


known manufacturer has run a test program this past year and proven without 
@ doubt that the automobile dealer can triple his profits with this franchise. 
Choice Areas Still Available. 


"A GUIDE TO AUTOMOBILE SELLING” 
“LETTERS TO SALESMEN." 


Write or Call Today: Bill O'Rorke, STARBRAND-GARDEN-ALL, 
$3.50 each postpaid. 


. . Write now AIRMAIL: International Sports| _*' a 
146 Mclean Place, Indianapolis, Indiana. WAlnut 4-6276 Cars’ Associates (ISCA), Tt “Champel, | COLORADO—Chevrolet or Chevrolet dual. MOTOR IDEAS 27 
, Geneva, Switzerland. Replies confidential. Box 985, c/o Auto-| 6507 Third Ave. Detroit 2, Mi 


owner since 1950, Good reputation, Er 





motive News, Detroit 7. 














AUTOMOTIVE NEWS, DECEMBER 14, 1959 


OARS FOR SALE CARS FOR SALE 























DEALER SERVICES 










Cadillacs—Wholesale 


Always 75 to 100 “‘creampuffs" 

'S9-'58-'57-'56-'55-'54 Cadillacs. 
All showroom conditioned. 

Call Mr. Ross for that hard to find model. 


JAN ROSS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


R. DEALER— 


Use our Albicrome Dealer Kit and 
extra $$$ from your used car 
ales. Quickly removes all RUST 
om chrome parts and then actu- 











VOLKSWAGENS 


All Body Styles 













































to REPLATES where worn off or|]: 
retdemosed. Enough to clean ond|l icy coucns, Sunrects 1.239 CADILLAC BROKERS & BRAKE CABLE 
ch-up chrome’ on several cars. ERLE eas , 424 East Broad Street | Columbus, Ohio DEALERS' SPECIAL (F.O.8. Factory Net) 





"58—Sedans, Sunroofs ........ 1,129 
*60—VW Conv.'s .................. 1,738 
*60—Ghia Cpe.'s ........0.0--. 2,066 
"*60—Ghia Conv.'s .............- 2,320 


ults guaranteed. 


List $24.95 


DEALER INTRODUCTORY OFFER 


CApitol 8-6607 
























$52.35 Fed. Tax inciuded 
THE FAMOUS 



















bell 


CARS FOR SALE: 1956 Lincoln Mark II, 
black, driven approximately 2,000 miles. 













Jo aa "CO MICEO'S ane ennnne 1,788 chase danke new garage since, pur- MOTO-MATIC 
Checks ytd ome - ; 60—Micro-Deluxe cc... a aS TOW ‘ GUIDE 







PARTS FOR SALE 
LLOYD PARTS—Orders shipped promptly. 





With Universal Swivel 


P. O. Box 373, Auburn, Maine *60—PickUpS .......-0cccecoreeeeeee 1,490 


ringers! 
















"BO —Memmlel’s .ccccecccecceccccececce Al Lloyd Motors, Inc., Fort Lauderdale, Action 
ots Florida. Attention Dan Smith. Clam Hook-Up 
Freight, insurance, etc. paid to any BERKELEY PARTS: Largest selection of oaaens’s SPECIAL fr F.0.8, Factory Net) 
















Berkeley parts — immediate delivery. 
Write or wire: Lee Circle, Inc., 1063 
Boston Post Road, Milford, Connecticut. 


LLOYD PARTS: Large stock available. 
Immediate shipment. J. C, Lewis Motor 
Co., Savannah, Georgia. 


LLOYD PARTS—complete stock, Prompt 
shipment, Importers and distributors for 
Lioyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 2000. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


OFFICE EQUIPMENT FOR SALE 


REMINGTON RAND electric bookkeeping 
machine No. 83; set of Thackers Calcu- 
lating Instruments; files, desks, etc. 
Priced to sell, Also Unico floor scrubbing 
machine and vacuum-type machine to 
dry floor. M. J, Lanahan Motors, 2522 
8S. Michigan, Chicago, 


SHOP EQUIPMENT FOR SALE 

FOR SALE 

Complete 
Machine Shop 


111 Van Norman Crank 
Shaft Grinder plus Wheels 
Diamond Dressers, etc. 

Lempco Cylinder Head 
Planer. 

Van Dorn Valve Resurfacer. 

B & D Valve Resurfacer. 

Van Norman Piston Grinder. 

Van Dorn Boring Bars. 

Sunnen Honing Machine. 

Machinist's gages and tools, 

plus other items. 


Scott Motors, Inc. 


East or Gulf Coast port—add $50 per 
unit to West Coast . 


BANK REFERENCES EXCHANGED 
Also Available 
MERCEDES- 
PORSCHE-OPELS 


.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 
PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 


“Leaders in the Industry 
Since 1939" 





ion Let Military Acceptance 
a “Help You SELL 
~__| MORE MILITARY PERSONNEL 


——f Vilitary Acceptance Corporation will help 

















you make more auto sales to Military per- 

sonnel . . . because: 

|. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 







HERTZ 


has’em! 


























3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
i -saving rates, for officers ‘and non- 

missioned officers of pay grades ES 
a] eae » . « ON @ simpli |. non- 
recourse basis. 


a} i oe en oo. 
ann Kioto, "heen aeaeiaee CApitol 5.6756 EMerson 2-7000 
"Worldwide tegen for Military Personnel" 

(USAA Insurance available U. S$. A. Agents For 


to qualified officers) Rudi Arons International 
Agencies 


Hamburg, Germany 
CABLE ADDRESSES 
CIRCLE WASHINGTON 
RARONS HAMBURG 


SST OE 
VOLKSWAGENS 


CARS FOR SALE Sedans, Convertibles, Ghias, 
Karmann Ghia Convertibles 


"59 — "60 
ee ae _ 


eS LKSW AGENS Wholesale—To Dealers 
1960 - 1959 














Write-Phone-Wire: 
CIRCLE DISCOUNT CORP. 


4505 Wisconsin Ave. N. W. 
WASHINGTON, D. C. 

































































1958 and ’59 models are 
now available at Hertz 
offices across the coun- 
try. All cars in top 
shape, clean and sharp! 
















a ae BUSINESS CARDS, $3.95 per 
Free delivery anywhere in U. 8, A. 
Semaion available, Box 981, c/o Automo- 
tive News, Detroit 7. 
ANTIQUE CARS FOR SALE 

FOR SALE: 1927 Chevrolet sedan, 8,500 
miles. Sharp. Fred B. Johnson, Nokomis, 
Tilinois. 

1914. DODGE touring car, sold by first 
Dodge dealer in Chicago. M. J, Lanahan, 
Inc., 2522 8. Michigan, Chicago. 


WILL TRADE 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Furniture—E qui pment—Machiner y—Tool 


for Buy/Sell Agreements, Annual 
Reports, Tax, Banking and Insurance 
Write for free 
Earning Power” booklet. 





























































Chevys, Fords, Plym- 
ouths, Buicks, Cadillaés, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts — you name it, 
we've got it! 




































epee INVENTORY & APPRAISAL CO. 
Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


‘er 

























Developer Will Trade Choice 
Residential Lots .. . 


in new resort development on Grand Bahama 
Island, a British Crown Colony just 50 miles 
from Paim Beach. Year round climate, no 
taxes, best fishing, most beautiful water and 
beaches in the world .. . 


For new 1960 car with air and power 
Land values should double within year in this 
phenomenal land boom area (Time maga- 
zine, April 20, 1959). Write for full particulars 
to: Robert L. Miller, Owner, The British Co- 

















Good colors — power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes —the works! 











Write or call 
CULBERTSON USED CARS 
5621 Clinton Dr., Houston, Texas 


Phone: WAlnut 1-4939 
(Will ship to all ports.) 






















) lonial Estates, Ltd., 3125 Tanglewood Trail, 
‘sss }Sedans-Sunroofs-Ghias HOphies 7-9679 wee at ton, 














CALL YOUR LOCAL 701 E. 25th St. 



























5 "BUY" U d C b 

5,000. Buy" USe aps HERTZ OFFICE TODAY Baltimore 18, Maryland AUCTION SCHOOLS 

= Deal with N. Y.’s most  selecti AN AUCTIONEER—World’s largest 
: IMMEDIATE DELIVERY buyers—offering only homme ——— eat Internationally recognized di- 























ploma, Free catalog. Reisch Auction Col- 


cars! We KNOW THE MAR- 
lege, Mason City 77, Iowa, 


tained 

KET and BUY BIG, Our most re- 
cent purchases: New Yorker Fleet, 
170 units—Chase Maintenance, 107 






or contact: Mr. I. E. Spatig 






































Hertz Car Leasing Division 






SHOP EQUIPMENT WANTED 


: 















i units—BeBe Fleet, 103 units. Trans- SHOP EQUIPMENT WANTED: Brake 
—} MERCEDES pertaion rmneed. 125 N. Wabash | eee 





$325 
& PLYMOUTHS to $395 


—_ a 1E manths 


coe $795 


Don't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or that experienced service 
manager — or those used cars. 


Send your message across the nation 





Auto Service, P. O. Box 4052, Columbia, 
8. C, 

12 V SUN ANALYZERS and late type ga- 
rage equipment. Top prices paid, Daven- 
port, Box 152, Louisville 18, Ky. 


IDEAS 
SEE YOURSELF AS OTHERS SEE YOU. 
Unusual idea invaluable to dealers. Mail 
letterhead for details. Edward Fiske Co., 
2 Depot Plaza, White Plains, N. Y. 
(Salesmen wanted.) 


Chicago 4, Ill. 
Tel. DE 2-0420 


















YORK IMPORTS, 
INC. 
29-11 35th Avenue 


Long Island City 6, N. Y. 
EMpire 1-1690 






3 





o requ body 
work, All in A-1 mech. condition— 
clean inside & out, & Winterized. 
If you don’t agree that these are 
your =, BUYS, your expenses are 
on us! 


UNIVERSAL AUTO 
WHOLESALERS 


885 Communipaw Ave, Jersey City 
HEnderson 5-8400 Larry Shandel 
On U.S. Truck Rt. #1, 4 miles 
from Newark Airport, and 2 miles 
from Exit 15, Jersey Turnpike, 





through an 
AUTOMOTIVE NEWS WANT AD 


















1960 
VOLKSWAGENS 


Immediate Delivery 
America's Largest 


e 
TOD-O-CAR, INC. 
















New Subscription Order 


| 

| 

| 

| 

Send Automotive News to Address Below 
| U. S., Canada and U. S. Possessions 

| One Year $9 [] or Two Years $16 [] 
| 

| 

| 

| 

| 

| 

| 







































CESS SHOP EQUIPMENT? 


not sell that extra equipment now 






sanding idle in your shop? | Seana RERANCH LI e 
An advertisement in thi tion is th Ge Head of Toe Lesetianse 
answer! ee ee SEE PAGE 36 1415 HAINES STREET, PHILADELPHIA 26, PA. 
for the nation's PHONE: WAverly 7-3500 


AUTOMOTIVE NEWS | TOP AUTO AUCTIONS DARLINGTON, SOUTH CAROLINA 











All Other Countries — One Year $13 [] or Two Years $22 [] 
CLANTON’S AUTO AUCTION 
PHONE: EXpress 3-2861 











‘7 b CARS FOR SALE 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. . 

































“td Buy Your WU ic bos ba See claw chop kb bbe Deus oludace dues Send eden aE 
VOLKSWAGENS eee cn adtaennaul eel 
: ] 9 6 0 in New York | sccwlae ean Coes Seda l ckakd <lvke buapewabeeraninadssae cnt 
i IMMEDIATE DELIVERY All Models from 1955 ! Beek: ABM iss Sd ide dda ccetedcrcuaeheteseeesesie Zone No.......++ 
| we a BEST PRICES Abbe -, to 1959 in Stock! CO wine dovacdd vuseeh twebeae vescee bee Gbeeebaee Sdate sei daes calscdaeat : 
BSeex ‘aene et a. Let us put you on our mailing list! TRADE CONNECTION: i 
Wire, write, phone FOREIGN AUTO | Cor Dealer () ,Truck Dealer [] Manufacturer [) ; 
U. N. COMMERCIAL CORP WHOLESALERS, INC. | Jobber [) Insurance oO Financial [) Supplier [1 i 
277 Clinton Ave. Newark, New Jersey rn _ 7-4036 Srapty &. Y. Dibhed OF COE. os vine caccccncéecdseccvcvecccinses Qiwe i ckees irs : 
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ROR a AR TL ON REE A IR ND SE tt 


Post ads deliver local sales impact 
at the lowest cost per car dealer! 


Dave Reese, Drexel Hill, Pa., Oldsmobile and 
Rambler dealer, helps hundreds of dealers show 
more profit by knowing more about their own 
selling costs. 


When Reese says: 
“Dealers’ lack of knowledge about expenses 
contributes more to distress in our business 
than any other factor” 


...he has the facts to back it up. Reese, last year, 
added forty per cent to his profits by trimming 
costs eight-tenths of one per cent. 


Reese declares, “Automotive dealers had been so 
indoctrinated with the theory that the more you 
sell, the more you make, they had lost sight of costs 
and expenses, which almost exceeded the gross 
profit in the average dealership in 1958.” He says, 
“Sell, sell, sell, but sell at a profit.” And he has 
written a cost-analysis formula any dealer can use 
to know — and control — his own expenses. 


When it comes to advertising, Reese finds: 


“‘Manufacturer’s new-car advertising in The 
Saturday Evening Post carries the local dealer’s 
sales message to the greatest number of prime 
prospects at the lowest possible cost. The Post 
offers an unbeatable combination of advertising 
impact and local-customer exposures.” 


Here are two examples: 

A full-page, full-color ad in the Post costs Olds- 
mobile only $34.92 per dealer in Miami, Florida. 
Yet that ad delivers 174,842 local-customer ex- 
posures in Miami. If the dealer spent an equal 
amount from his own operating expenses, he could 


Wy 


A CURTIO MAGAZINE 


Sell the 
Post-Iinfluentials 


» § af 7 ... with 
co HI-FREQUENCY 
a Ad Page 


Exposure! 


etic ae ee 





purchase only a 46-line advertisement in the lead- 
ing Miami newspaper. 


In St. Louis, the factory cost per dealer for Ram- 
bler’s full-color, full-page ad in the Post is $9.77 
. . . for 297,875 exposures to that ad page. The 
same amount would buy a local dealer only ten 
lines in the leading St. Louis paper. 


If you’d like to know more about 
Dave Reese’s “Keys To Profit” 
— just address a card to: 


Jim Gavagan, 
Vehicle Marketing Manager, 
The Saturday Evening Post, 

Independence Square, 
Philadelphia 5, Penna. 


He’ll be happy to send you Mr. Reese’s booklet filled 
with easy-to-follow instructions on how you may 
economize your way to greater profits this year. 


Mt, ..<.... = 
‘errr ern 


. ae 
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